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Cover  Picture,  See  Page  7 


NMAA  Convention 
Tub  Enclosures 
Pre-Engineered  Garages 


Make  1954  the  biggest  awning  profit 
year  in  your  history.  Start  the  year  off 
right  by  getting  ail  the  facts  on  choice 
Cool-Ray  dealerships. 


Cool -Ray-king  of  the 

metal  awning  trade, 

blends  the  finest  mat- 

erials  and  expert  crafts-  m 

manship  with  striking  M M mi 

design  to  make  the  na- 

tion's  most  sought  after 

aluminum  awning.  Com-  ***:• 

petitively  priced  but  un- 

matched  by  its  compe- 

tition,  Cool-Ray  is  your  u _  i 

answer  to  year-'round 

awnings  profits-year  in,  ^11  1 

year  out.  ^ 

Ask  us  about  our  new  KD  plan  at 
the  National  Metal  Awning  Asso¬ 
ciation  Convention,  Hotel  George 
Washington,  Jacksonville,  Florida, 
January  17,  18,  19  and  20. 


DIVISION  of  ROSENBLUM  BROS.  CO. 

226  SOUTH  PHELPS  STREET  YOUNGSTOWN,  O. 


ALUMINUM  AWNINGS 
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?^NTER  SUN  ROOMS 

Mom 

SUMMER  PORCHES 

AuUUJfUNCO 

JALOUSIES  - 


MAKE  HURE  PROFITS  AS  A  DEALER  OR  DISTRIBUTOR 


0  Now  when  demand  is  high  join  the 
growing  group  of  profit-making  ALENCO 
dealers  and  distributors.  Sell  ALENCO 
Jalousies  —  sure  fire  profit  makers — to 
enclose  summer  porches  making  them  year 
’round  pleasant,  livable  family  rooms. 

The  ALENCO  Sales  Plan  and  ALEN¬ 
CO  Jalousie  have  been  designed  and  proven 
in  today’s  markets.  Never  before  has  a 
manufacturer  offered  you  so  much  —  and 
with  a  jalousie  competitive  in  price  and 
unconditionally  guaranteed  as  to  materials 
and  workmanship.  ALENCO  Jalousies  re¬ 


quire  no  maintenance  —  and  provide  a  life¬ 
time  of  trouble  free  service. 

Dealers  have  no  inventory  invest¬ 
ment  and  are  assured  immediate  delivery 
by  distributors  who  are  given  protected 
territories.  With  any  and  all  your  jalousie 
problems  you  have  the  full  assistance  of  a 
manufacturer  who  wants  to  work  with  you. 
Proof  of  Profits:  In  the  above  illustration 
your  profit  for  the  six  windows  illustrated 
alone  would  be  $109.25  You  make  an  addi¬ 
tional  profit  on  the  materials,  installation 
and  related  items  you  sell  the  home  owner. 


Take  advantage  of  this  opportunity  for  high 
profits  os  o  dealer  or  distributor.  The  ALENCO 
gloss  Jalousie  and  the  ALENCO  Soles  Plan  ore 
money-makers. 

MAIL  THE  COUPON  TODAY 


l.S.  7 


PUoM  SMid  HM  mors  mformaHoii  on:  _ ^TIm  AIuco  cRttr^w- 

terskip  plan  _ Th*  Alonce  proven  doolare  soIm  plan.  I 

wndoneond  tliat  this  informoHon  will  b#  sent  to  mo  withoot  cost 
or  obligation. 

Nome . 

Firm  Nome  . 

Addross . 

City . State . 


Dept.  I 


ALBRITTON  ENGINEERING  CORPORATION 
2501  Wroxfon  Rood,  Houston  5,  Texas. 


ONLY 

ALiMCO  JALOUSIES 
OFFER  YOU 
ALL  THESE 
FEATURES 


Sturdy  extruded  aluminum  frame 
Easily  and  quickly  adjusted  in  width 
Easily  assembled  with  only  8  screws 
Storm-proof  construction 
Installed  by  conventional  methods 
Easily  removable  screen 
Trouble-Free  operation 
Available  in  36  stock  sizes 
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NASH 

2  AND  3 

TKACK 

EXTRUDED 

AlUMINUM 

WINDOWS 


NASH  EXTRUDED 
ALUMINUM 
COMBINATION 
STORM  AND 
SCREEN  DOORS 


Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure.^ 


DOOR  SWEEPS 


2  Track  Flange  T/pe  Window 

2  Track  Channel  T/pe  Window 

3  Track  Flange  T/pe  Window 

3  Trock  Channel  T/pe  Window 

Combinofion  Doors 

Jalousie  Windows  ond  Doors 

Cojemenfs 

Door  Grilles 

Door  S weeps 

Aluminum  Thresholds 

Initials 


MANUFACTURING  CO 


17  So.  Scvenfh  Aveni 
Long  Bronch,  N.  J. 
Long  Branch  6-6200 


DOOR  GRILLES 


U.  S.  Route  1,  Newarh-Elizobeth  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street 

Dorchester,  Mass.,  Avenue  2-3600 


See  how  NASH  (an  increasS  your  profits! 


“Ffom  7  window  to  a  Trallerloadt" 

Whether  /ou  re  a  large  or  small  operator, 
the  NASH  K  D  PtAN  will  quickly  convince  you 
of  a  NEW  and  A^ODfPN  PflOflT  TECHNIQUE 
for  the  Aluminum  Special'^/  Field  > 


INITIALS 


eompeUmi  engineerinir,  know-how  in  doaiffn»  gutodueHon  and  Morwioo . . . 

. .  .  the  "Pius''  values  to  consider  when  lining  up  with  o 
manufacturer.  Nash  gives  you  these  and  more! 

'■fn'v  With  more  than  a  quarter  century  of  manufacturing 

experience,  Nash's  highly  skilled  craftsmen  assure  precision- 
f  II  products  that  make  for  easier  sales  and  give  a 

jl  I  i!  •  housetime  of  comfort,  satisfaction  and  service. 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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Inside 

storage  clip 
and  cam  lock. 


THERMOTITE 

STORM-SCREEN 
COMBINATION  WINDOWS 
ALL  WEATHER- ALL  ALUMINUM 

j  WELDED 

If's  a  sales  pitch  others  don't 
j  have.  When  you  say  "WELDED", 

I  prospects  listen.  It  says  "quality"! 
j  They  know  it  means  more  tor  their 
money. 

PLUS  THIS 

Wedged  interlocking  meeting 
rails  on  all  inserts  means  "greater 
fuel  savings"  and  reduced  air 
seepage. 


This  is  a  Basic  Two  Track  Window,  engineered  with  simplicity  as  the  keynoh 

No  springs — No  gadgets — No  trouble — No  service  needed. 

•  63S-T5  extruded  Aluminum  •  Self  storing  Aluminum  screens 


•  63S-T5  extruded  Aluminum 

•  THERMOTITE  (Pat.  Pend.) 

•  Welded  frames  (No  open  mitres) 

•  Wedged  interlocking  Meeting  rails. 


•  Positive  Cam  Lock 

•  Wide  sill  for  drop  sill  or  regular  sill, 
with  two  drain  joggles. 


*  Cut  on  1/2"  to  fit  off-standard  sizes. 

America’s  finest,  trouble  free,  extruded  aluminum,  self  storing  combination  window. 

Available  in  assembled  unifs  or  on  a  K.D.  plan  ihaf  is  more  profitable  for  you. 

K.  D.  operators  need  not  weld  for  Maximum  Efficiency 

Call,  write  or  wire 


STOW  WINDOW  CO. 

3350  Kent  Road  (Akron  Phono:  OVordolo  8-8271) 


Stow,  Ohio 
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Cover  of  the  Month 

Our  cover  this  month  represents  a  radical  de¬ 
parture  irom  our  usual  design  and  was  spe¬ 
cially  arranged  tor  the 
Notional  Metal  Awning 
Association  which  is 
holding  its  convention  at 
the  George  Washington 
Hotel  in  Jacksonville. 

Fla.,  Jonnuary  18-20.  The 
drowning  shown  on  the 
cover  is  the  NMAA's  seal 
ol  approval  which  is 
granted  to  members  who 
subsscribe  to  the  associa¬ 
tion's  code  of  ethics.  The 
code  wos  drown  up  to 
assure  consumers  of  iair  treatment.  Head¬ 
quarters  of  the  association  ore  located  at  328 
Lafayette  Bldg.,  5th  &  Chestnut  Sts.,  Phila¬ 
delphia  6.  Pa. 
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(no  CHttIng) 


SILVER  JALOUSIE 
WINDOWS 


For  further  information  and  literature,  write  to: 


708  COLFAX  AVENUE 
KENILWORTH,  NEW  JERSEY 
UNionville  2-9020 
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SILVER  STORM  DOOR  and  SILVER  JALOUSIE  DOOR 


'  Full  I"  thick  63  • 
ST>5  Aluminum 

Double  strength  • 
glass 

Aluminum  door 
knob  with  every 
door  , 

All  hardware  in¬ 
cluded 

•  Pneumatic 
check  and 


Self  storing 
screens 

inside  frame 

Over  1 00  steel 
or  aluminum 
screws 

Only  door  rein¬ 
forced  on  inside 
of  door  hinge 

door 

chain 


n&te  at  loot?- 

What  every  dealer  has 
dreamed  of  . . . 

PREFABRICATED  JALOUSIE 
PORCH  ENCLOSURES 

Shipped  to  you  completely  assem¬ 
bled  including  installation  of  doors 
mounted  in  a  2"  x  Y'  extruded 
aluminum  doorway.  Jalousies  are 
set  into  a  heavy  extruded  alumi¬ 
num  frame.  Available  with  or  with¬ 
out  aluminum  bulkhead.  A  specially 
designed  adjustable  bottom  ex¬ 
pander  permits  simple  installation 
allowing  for  variation  in  measure¬ 
ment  and  slope  in  porch  floors. 

Screen  and  Window  Enclosures 
are  also  available. 

The  SILVER  LINE  prefabricated 
Jalousie  Porch  Enclosures  can  be 
shipped  locally  as  is  or  knocked 
down  and  crated  for  economy  of 
shipment  to  distant  points. 


adjustable  bottom 

DRAFT  SEAL 


Hinge  and  hardware  premounted 
for  easy  insfaitatlon 


UNionville 

2-9020 


liNION  IMACHINE  COMPANY 


ALUMINUM  DOOR 
KNOB  WITH 
EVERY  DOOR 


EXCLUSIVE 

BUTT-TYPE 

CONSTRUCTION- 


the  all  extruded  aluminum  doors 
made  with  our  exclusive  Butt-corner 
construction  and  our  exclusive 
hinge  mount. 


Two  distinctive  doors  made  by  the 
same  company  and  QUALITY 
ENGINEERED  to  give  you  a  finer 
product,  easier  to  sell  at  competi¬ 
tive  prices  —  resulting  in  greater 
PROFITS  FOR  YOUl 


708  COLFAX  AVENUE  KENILWORTH.  N.  J. 
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Just  checking  my  inventory  I . 

That’s  right  ....  When  you  are  a  part  of  the  Quincy  team  your  bank  book  is  your  inventory  record! 

Quincy  Distributors  are  not  required  to  stock  inventory — orders  are  sent  in  as  required,  and  shipped,  in¬ 
cluding  all  specials  completely  assembled  and  numbered  by  jobs  ...  all  their  efforts  can  be  concentrated  on 
sales  because — they  have  no  assembly  plant  or  warehouse  with  its  problem  of  labor,  obtaining  materials,  un¬ 
known  and  hidden  losses. 

Quincy  Distributors’  money  is  in  the  bank,  not  in  obsolete  equipment  and  unbalanced  inventories.  They 
have  the  answer  to  today’s  highly  competitive  sales  market.  They  do  not  depend  solely  upon  their  retail  sales 
force  but  have  the  extra  protection  only  a  group  of  prosperous  dealers  can  afford. 

Certainly  that’s  good,  BUT  what  about  our  products? 

FIRST  with  an  aluminum  3-track  storm  window  in  1946 — the  Quincy  Tripl-Glide — its  popularity  still 
growing.  FIRST  with  an  aluminum  3-track  circle  head  window  in  1947 — not  pieced  together  but  formed  to 
the  required  radii  in  one  continuous  section.  FIRST  with  an  aluminum  storm  door  with  one  large  light  in 
1948 — ^the  Quincy  “Clean  Face’’  Door — recognized  by  competition  as  the  finest  combination  door.  FIRST 
with  an  aluminum  jalousie  door  in  1953 — the  outstanding  Quincy  Jalousie  Door — the  FIRST  self-storing 
storm  door  .  .  .  and  again  FIRST  with  an  entirely  prefabricated  all-aluminum  and  glass  porch  enclosure — the 
Quincy  Jalousie  Wall. 

This  record  of  aggressive  approach,  plus  the  insistence  always  upon  quality  in  our  products  .  .  .  and  the 
heritage  of  75  years  of  integrity  and  skill  in  manufacturing,  we  feel,  is  the  answer  for  the  dealer  or  distributor 
who  is  aware  of  the  changes  that  must  be  made  today  if  he  is  to  be  successful  in  the  storm  window  field. 

Write  today  for  the  Quincy  Portfolio  of  photographs  telling  the  whole  story. 


Nms  Manitlacturing  C*. 

Qwincy,  Panptylvania 
’’lease  send  me  the  whole  Quincy  Story. 


Nom* 


Company 
Addrou  _ 
City _ 


Stale 


THE 


iUUCl/ . 

CLEAN  FACE  LINE 


HESS 

MANU^ACTUDING 

COMPANY 


QUINCY,  PINNSYIVANIA 


Storm  Windows*  Storm  Doors  •Jalousie  Doors  •Jolousie  Wolls 
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USE 


G*™M 


imivt 


PRE-COATED  ALUMINUM  STRIP 

FOR  YOUR  PRODUCTS 

Chances  are  COATED  MATERIALS  Pre-Coated  Aluminum  Strip 
is  just  what  you’ve  been  looking  for  to  improve  your  products, 
cut  your  production  costs,  increase  your  profits. 

Produced  by  a  new  continuous  process,  COATED  MATERIALS  Aluminum 
is  thoroughly  cleaned,  Alodized  and  finished  in  baked-on  enamels — 
white  on  the  one  side  ( if  desired)  and  any  one  of  many  colors  on  the  reverse  side. 
You’re  spared  the  time  and  expense  of  cleaning,  Alodizing,  spraying 
^  and  baking.  What’s  more,  COATED  MATERIALS  can  be  fabricated  to  any 

desired  shape  without  any  damage  whatsoever  to  the  finish, 
t/  And  by  using  COATED  MATERIALS,  you  can  keep  your 

inventory  investment  to  a  minimum.  You  may  order  in  quantities 
as  low  as  500  pounds  and  still  take  advantage  of  the  savings  made  possible 
by  our  volume  purchasing  and  mass  production. 

Plan  now  to  make  COATED  MATERIALS  your  headquarters  for  pre-coated 
aluminum  strip.  You’ll  soon  find  it’s  good  business. 

Write/  Wire  or  Phone  for  Complete  Details  and  Free  Sample! 


If  you  you  may  f,irnith  tho 

aluminum  and  wa'II  procast  it  for  you 
to  moot  your  color  spacitlcotions.  Tho 
chorgo  for  coating  is  tho  soma  whethor 
wo  uto  your  aluminum  or  ours. 
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GIVES  YOU 


1954 

SHIELOALL 


(COMPLETE  PARTS 
BOARD) 


PHOTOGRAPHIC  PROOF 


These  photo  shots  were  token  at  our  Soles 
Convention  held  in  October,  1953.  Check  the  features 
illustrated  and  then  contact  us  direct.  Dealerships 
are  available  everywhere.  ACT  NOW.  We  can  offer 


you  an  outstanding  deal. 


i  I  '^MBLE  ^ 

DROPS  «• 

P'ftUECTIOllS 


NEW 

EnWDEDSnKER 

I  PRt  WWCHEO  ^ 


I  PAHE\S 


pBW)lRTBSn*6 


/ 
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I 


Mf  MBCft 


WE  CAME 
WE  SAW 

me  bought 


APWC|U5T 

nONKMUNG 


(OVER  300  ATTENDED) 


f  SSS® 


INTERCMANGEABU 
Rkmtor  Left 


Addr««ts 


SYSTtH 

kftOUSHEO 


YOUNGSTOWN  INDUSTRIES,  Inc. 

710  South  State  Street,  Girard,  Ohio,  Dept.  G 

GROVER  A.  RICHARDS 

Please  send  me  complete  details  of  your  new 
SHIELDALL  Awning  Deal  for  1954. 1  understand 
this  will  not  obligate  me  in  any  way. 

[]]  DISTRIBUTORSHIP  Q  DEALERSHIP 

Name 


City 

L_. 


State  I 
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First  Qnarter  Alominiim  Stockpile 
Needs  Cnt  By  41  Million  Pounds 


The  military-atomic  enerj^y  re¬ 
serve  of  aluminum  for  defense- 
production  purposes  in  the  first 
three  months  of  next  year  will  be 
194  million  pounds,  the  Business 
and  Defense  Services  Administra¬ 
tion  announced  recently. 

This  is  41  million  pounds  less 
than  the  set-aside  for  use  by  the 
armed  services  and  the  Atomic 
Enerjr>’  Commission  and  their  con¬ 
tractors  in  the  current  quarter. 
The  reduction  “reflects  a  decrease 
in  military  requirements,”  BSDA 
said. 

The  194  million  pounds  repre¬ 
sent  24  per  cent  of  the  expected 
supply  of  domestic  and  imported 
primary  aluminum  in  the  coming 
quarter,  it  added.  The  set-aside 
for  the  current  quarter  amounts 
to  29  per  cent  of  supply. 

“Under  the  Defense  Materials 
System  .  .  .  that  portion  of  the 
aluminum  supply  available  to  the 
United  States  above  the  quantity 
set  aside  for  defense  and  atomic 
energy  requirements  and  the  na¬ 
tional  stockpile  is  free  for  civilian 
consumption  without  Government 
restrictions,”  BSDA  said. 

“The  194  million  pounds  re- 
.served  for  defense  and  atomic 
energ>'  programs  in  the  first  quart¬ 
er  of  next  year  includes  the  quanti¬ 
ties  necessary  to  meet  Department 
of  Defense  and  Atomic  Energy 
Commission  requirements,  defense 
related  “B”  products,  foil,  and 
ingot  for  powder.” 

The  aluminum  industry  has  been 
anticipating  a  drop  in  defense  re¬ 
quirements  for  1954,  with  a  cut¬ 
back  to  as  low  as  20  per  cent  of 
the  steadily  expanding  total  pro¬ 
duction  widely  mentioned. 

Even  though  a  proportionately 
greater  amount  of  metal  will  be 


available  for  civilian  consumption, 
producers  are  confident  that  the 
market  will  be  able  to  absorb  it 
without  difficulty. 

Aluminum  has  been  in  good  de¬ 
mand  since  the  outbreak  of  hostili¬ 
ties  in  Korea,  and  producers  hope 
that  a  number  of  fabricators  will 
switch  their  products  to  aluminum 
once  it  is  freely  available.  Even  if 
sales  decline  tonnage-wise,  more 
fabricated  and  hence  higher  profit 
civilian  work  is  expected  to  more 
than  take  up  the  slack. 


The  Mastic  and  Texture  Pres¬ 
sured  Sprayed  Coating  Indus¬ 
try  met  with  the  Federal  Trade 
Commission  in  Washington,  D.  C., 
on  Monday,  November  16.  The 
purpose  of  the  meeting  was  to 
answer  the  request  made  by  the 
Federal  Trade  Commi.ssion  to  the 
industry  under  date  of  July  24, 
1953. 

At  that  time,  the  commission 
suggested  to  the  members  of  the 
industry  that  they  could  volun¬ 
tarily  call  a  trade  practice  con¬ 
ference  under  the  auspices  of  the 
Federal  Trade  Commission,  or  the 
Federal  Trade  Commission  could 
on  their  own  initiative  call  such 
a  conference  and  establish  trade 
practice  rules  for  the  entire  Mastic 
and  Textured  Pressured  Sprayed 
Coating  Industry. 


The  domestic  aluminum  industry 
is  not  worrying  about  overproduc¬ 
tion,  Donald  M.  White,  secretary 
of  the  Aluminum  Association,  de¬ 
clared  in  a  statement  issued  for 
publication. 

Mr.  White  noted  that  production 
of  primary  aluminum  this  year 
was  expected  to  be  close  to  2,500,- 
000,000  pounds,  compared  with 
1,437,256,000  pounds  in  1950,  when 
the  Korean  war  began.  He  said 
that  the  industry’s  expansion  pro¬ 
gram,  planned  for  completion  next 
year,  could  bring  a  yearly  output 
of  some  3,000,000,000  pounds  of 
metal. 

“While  it  is  true  primary  alu¬ 
minum  production  will  be  about 
doubled  by  the  end  of  this  year 
compared  with  yearly  production 
at  the  start  of  the  Korean  difficul¬ 
ties,  we  are  fairly  confident  that 
civilian  markets  eventually  will 

(Continued  on  Page  78) 


After  receipt  of  the  J uly  sugges¬ 
tion,  individual  members  indicated 
a  preference  for  a  voluntary  trade 
practice  conference  under  the  aus¬ 
pices  and  guidance  of  the  Federal 
Trade  Commission.  The  meeting 
on  the  16th  of  November  was  pri¬ 
marily  to  establish  an  official  trade 
practice  conference  which  will  be 
called  after  the  Industry  has  been 
able  to  discuss  trade  practice  rules 
for  demonstration  by  the  Federal 
Trade  Commission  and  which  are 
designed  to  eliminate  and  prevent, 
on  an  industry  -  wide  voluntary 
basis,  deception  and  other  unfair 
trade  practices  in  the  advertising, 
selling  and  application  of  industry 
products. 

James  A.  Horton,  Director  of 
the  Bureau  of  Industry  Coopera- 
(Continued  on  Page  78) 


Federal  Trade  Commission  Meets  With 
Mastic  Mannfactarers  In  Washington 
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Address 


Phone 


A?R-VUE 


Today's  building  market  calls  for  a  product 
that's  all  new— revolutionary!  And  when  you 
see  and  examine  the  big,  new  All-Aluminum 
Air-Vue  Awning  Window,  you'll  know  why  men 

in  the  trade  call  it  a  "hot  item. "  Get  the 
facts— urite,  wire  or  phone— NOW! 


COMPLETELY  WEATHERSTRIPPEO 


•  HEAVY  GAUGE  EXTRUDED  ALUMINUM 

Frame  section  63S-T-5  2Va"  deep  for 
greatest  strength 

•  QUICK,  EASY  INSTALLATION 

Simply  tighten  4  screws  in  ready-made 
frame  buck  holes  for  quick  installation 

•  SHIPPED  COMPLETE 

Operator  is  built  in,  yet  is  easily  removed. 
No  extra  parts — no  adjustment  necessary. 
Cuts  labor  costs. 

•  SIMPLE,  QUICK  VENT  GLAZING 

•  DESIGNED  FOR  INTERCHANGEABLE  SCREEN 
AND  STORM  SASH 


NOTE — 4  vents 
for  standard  2/4  windows 


Patents  Pending 


ixciusm 
rammiES  opee 

Write,  wire  or  phone  E>ept.  BS»12 
R.  B.  Leonard,  Inc.  for  full  details 


iritC. 

5775  N.W.  35th  COURT  •  MIAMI,  FLORIDA 


R.  B.  Leonard,  tnc. —  Dept.  BS-12 
5775  N.W.  35th  Court,  Miami,  Florida 
Gentlemen:  Please  give  me  full  facts  about 
the  Air- Vue  Aluminum  Awning  Window. 
Check  one:  Dealer  [3]  Distributor  l] 

Name . 


Zone  .  .  .  State 


6t  Home  Improvement  Dealer 


aluminum 

AWNING 

WINDOWS 


mi 


. . .  distributors,  distributors 
and  more  distributors  from 
many  major  trading  areas  across 
the  country . . .  come . . .  saw . . . 
enthusiasticaliy  acciaimed  . . . 
Tri-Seai’s  new  engineering 
triumph!  We  say— SEE  IT  and  you, 
too,  wiii  appiaud  the  Tri*Seai 
gadget-free,  feature-packed, 
tripie  track  combination  aiuminum 
storm  window!  It  is  superbiy 
designed  and  masterfuiiy 
produced  to  give  a  iife-time  of 
troubie-free  service. 

It’s  easier  to  operate,  simpie  to 
demonstrate,  compieteiy 
fooiproof.  Acciaimed  the  nation’s 
finest  window . . .  that  wiii 
produce  more  SALES  & 

GREATER  PROFITS— FOR  YOU! 


Dhplay  th»  TKI-SIAL  iiuifnn 
mt  dhtrihvtor  if 

pro^utt*  mtmuf€Khmd  by  tb» 
ChcviM  Co.  if  Mtiladtlphla. 


th.  CHARLES  c.. 


Don’t  Delay — Act  Today! 
/^RITE  ^PwiRE  ^=^PHONE, 

. . .  get  the  facts  . . .  hear  ii 

the  TRI-SEAL  story . . .  see  M 

the  exclusive  features  of  the  ^ 

new  TRI-SEAL  triumph.  Don’t  j 

iet  the  profitabie  TRI-SEAL  J 

franchise  in  your  market  go  B 

to  competition . . .  ACT  TODAY!  B 


tri-seai  triple  track  features 

of 

M  I.  Top  gloss,  2.  saoon,  3.  bottom  gloss. 
I  fxpondor  fromos.  Built-m  woothor 
ConMImt  vootilotioh. 
fl  lotorloekiog  mooting  roils. 

1  fxthsivo  locking  footuro. 


228  NEW  STREET  •  PHILADELPHIA  6,  PA.  •  PHONE  WAInut  2-2660 


M«nvfaclwr*r  of  7  and  3  Track  Aluminum  Combinalien  Storm  Windows  and  Doors  *  Screens  *  Casement  Windows  •  Sliding  Ranch  Type  Windows  ^1 

DECEMBER  1953  BUILDING  SPEQALTIES 


/  shall  achieve  in  time — ” 

W.  S.  Gilbert 

Few  years  have  passed  since  the  establishment  of  the 
National  Metal  Awning  Association.  But,  if  the  accomplishment 
of  the  association  to  date,  is  indicative  of  its  worth  through 
the  years  to  come,  its  future  is  sublime. 

Aluma-Krafi  is  proud  to  have  Ijeen  a  charter  memlier  of 

the  association  ...  is  praud  of  the  achievement  of  the  association 

during  its  young  life. 

ALUMA-KRAFT  MANUFACTURING  CO. 

1330  N.  ROCK  HILL  ROAD  •  ST.  LOUIS  17,  MISSOURI 
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i 


PLAN  ON  PROFITS 


FRANCHISE 


•  REAL  BRICK  IN  THE  MODERN  FORM 

A  PRESTIGE  PRODUCT  — we  developed  Quikbrik  to  meet  the  urgent 
requirements  of  the  building  and  remodeling  trades  for  a  low 
cost  brick  veneering  .  .  .  Quikbrik  is  pulverized  hard  burned  face 
brick  with  improvers  added  for  greater  strength  ...  It  lifts  you  out 
of  cut-throat  competition  . . .  Talk  Better  Quality,  Permanence  and 
Everlasting  Beauty.  It’s  easier  to  sell. 

GREATER  PROFITS  .  .  .  Quikbrik  has  proven  dealers  make  larger 
profits  than  possible  with  tacked  on  siding  or  ordinary  brick  .  .  . 
It  makes  more  profit  per  job  with  less  effort ...  If  you  have  never 
handled  a  non-competitive  product  you’ll  be  amazed  at  the  profit 
potentials  of  Quikbrik. 

FOR  COMFini  DIALn  INFORMATION  FOR  YOUR  DISTRICT, 

PLIASI  WRITI  DIRECT 


AMERICAN  CEMENT  PRODUCTS 

7306  PURITAN  •  DETROIT  38,  MICHIGAN 


S 

Not  merely  because  it  is  a  ^ 
custom  but  with  a  genuine  & 
appreciation  of  pleasant  asso-  m 
ciations  during  the  past  year 
we  extend  to  you  our  Best  9 
Wishes.  May  the  Good  Cheer  Q 
of  the  Holiday  Season  be  n 
Yours  throughout  the  Coming  ^ 
Year.  a 

rpHERE  is  still  a  considerable 
amount  of  “bait"  advertising  by 
some  storm  window  dealers  in  a 
few  large,  metropolitan  areas  of 
the  country.  Windows  and  doors 
are  being  offered  at  ridiculously 
low  prices  in  newspaper  advertis¬ 
ing  in  order  to  get  leads,  but  very 
few  dealers  are  actually  selling 
these  items  to  the  home  owner. 
The  reason  is  not  hard  to  find.  No 
dealer  can  make  a  living  by  selling 
merchandise  which  doesn’t  permit 
him  to  make  a  reasonable  profit 
margin  and  the  salesman  who  is 
silly  enough  to  sell  many  of  the 
wretchedly  made  and  hopelessly 
underpriced  windows  now  being 
offered  by  some  dealers  in  news¬ 
paper  ads  quickly  finds  himself 
without  a  job. 

*  ♦  ♦ 

Of  course,  the  salesman  calling 
on  the  home  owner  who  has  re¬ 
sponded  to  a  bait  ad  has  no  inten¬ 
tion  of  .selling  the  cheap  window 
which  was  advertised  and  seldom 
does  so.  What  he  does  is  to  pull 
the  usual  “switch”  act.  He  arrives 
at  the  customer’s  home  with  a 
model  of  the  so-called  window,  sells 
the  home  owner,  and  as  soon  as  he 
{Continued  on  Page  34) 
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COLOR-STyUNG 

IN  OVER  IftOO  UNIQUE  COMBINATIONS 


Awnings 

Shatters 

Door-hoods 

Patios 


Poreh  Covers 

Waiks 

Signs 

Store  Fronts 


Sell  a  package  deal  .  .  .  including  two  or  more 
of  the  eight  items  listed  above. 

Duro's  color-style  products  are  made  from  life¬ 
time  aluminum.  All  eight  products  are  made  from 
only  four  parts.  This  makes  it  easy  to  inventory 
and  do  a  K.  D.  job. 

With  the  Duro  line,  you  have  more  than  awn¬ 
ings  to  sell.  You  can  sell  a  complete  outdoor  color¬ 
styling  job  that  will  add  beauty,  individuality  and 
protection  to  any  house. 

Duro's  products  are  smarter  looking,  easier  to 
sell,  and  more  economical. 

The  line  includes  graceful,  trim  awnings,  curved 
door-hoods,  personalized  shutters,  and  blinds. 


THESE  4  PARTS  ARE  ALL  YOU  STOCK 


OIWO  VALMCC 


Duro  makes  eight  incomparable,  beautiful  prod¬ 
ucts  from  one  four  Item  Inventory.  Small  warehouse 
space  is  required.  The  simplicity  of  the  curved 
awning  type-panel  cuts  the  cost  of  every  operation. 


Inrestigate  a  DURO 
franchise  today - 


LUMIN 


PERSONALIZED  HOMES,  INC. 
Gardiner,  Maine 


DURO,  Box  316  Gardiner,  Maine 
Send  me  full  details. 


COMPANY 
ADDRESS  . 


□  K.  D.  Distributor 


□  Dealer 


&  Home  Improvement  Dealer 


19 


SPACO 


THE  SOUTH'S  OLDEST 
ALUMINUM  AWNING  MFGl 


?s- 


if 


Join  Hie  Profit  Parade 
with  SPACO 


Aluminum  Awnings 


Complete  line;  RESIDENTIAL,  INDUSTRIAL,  CDMMERCIAL 


^  Your  Price  for  this 
Door  Canopy  only 


Check  these 
Superior  Features: 

*  Easy  to  install 

*  Interlocking  slats 

’  Baked  enamel  finish 
'  Eleven  colors 


18"  drop 

^  42"  projection 


in  lots  of  3  or  more 


50"  wide 


SIMILAR  LOW  PRICES 
ON  ALL  SPACO  AWNINGS 


STOCK  OR  CUSTOM  BUILT 
NO  SIZE  TOO  LARGE  OR  SMALL 

Direct  from  factory  to  dealer. 
No  Inventory  Fast  Delivery 


Compare  these  prices: 

30"  drop,  48"  projection,  20'  wide  —  $95.09 
18"  drop,  72"  projection,  15'  wide  —  $91.49 

F.O.B.  plant 


All  braces  furnished  except  pipe  stanchions. 


Wire,  write,  or  call  today  for  complete  information. 

SPACO  MFG.  CO. 

P.  O.  BOX  113  HUNTSVILLE,  ALABAMA 
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V/ 


/ 


Customers'  complete  satisfaction  .  .  .  lasting 


confidence  ...  is  the  goal  of  every  dealer.  It 


develops  “stand-out”  sales,  is  an  important 


part  of  every’  progressive  business. 


It  is  this  ever-growing  customer  confidence 


dealer  confidence  .  .  .  that  has  earned 


sales  leadership  for  Ualco  Aluminum  Awning 


Window. 


Its  “strip-proof"  operator  is  an  exclusive. 


Connected  to  the  heavy-duty  built-in  cam 


lock,  it  requires  but  “finger-tip"  turning  to 


unlock,  open  and  lock  the  vents  in  the  wanted 


position  automatically,  close  and  lock.  The 


top  vent  lowers  about  4  inches  for  easy  clean 


ing  from  the  inside.  .Ml  vents  open  about  70 
degrees.  It  is  completely  weatherstripped,  both 
on  jamb  and  lip  of  window.  Screens  are  flush. 
Jiffy-quick  sill  clips  make  installation  easier. 
The  standard  center  operator  is  also  available 
on  either  right  or  left  side  and  can  be  ordered 
with  standard  or  various  length  shafts.  Com¬ 
plete  range  of  sizes. 


llalco 


U-AL-CO 


AWNING  WINDOW 


PIVOTED  PROJECTED  BASEMENT  UTII.ITY 


UNION  ALUMINUM  COMPANY.  INC. 
SOUTNERN  SASH  SALES  &  SUPPLY  CO. 
SHEFFIELD.  AUBAMA 


BE  A  ONE-SOURCE 

llalco  dealer  . . 

*‘A  WINDOW  FOR 
EVERY  OPENING” 


*  UNION  ALUMINUM  COMPANY 
■  SOUTHEIN  SASH  SALES  A  SUPPLY  CO.  -  ,  .. 

MAIL  I  SHEFFIELD,  ALABAMA 

TUIC  I 

'**•*  ’  Picas*  rush  t*chnical  data  ond  prices. 

COUPON  I  name„ _ _ _ _ 

I  ADDRESS _ 

I  CITY _ _ _ STATE 
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Shad-O-Cool  Aluminum 
Awnings  Oilers 
Complete  Program 

Mr.  Hugh  B.  Hawley,  president 
of  “Awnings,  Inc.,”  Glendale,  Cali¬ 
fornia,  manufacturers  of  Shad-0- 
Cool  Aluminum  Awnings,  an¬ 
nounces  a  nation-wide  distribution 
program  for  the  most  flexible  line 
of  Aluminum  Awnings  offered  to 
the  American  market. 


The  Shad-O-Cool  Awning  fea¬ 
tures  three  different  designed 
styles  that  will  cover  all  types  of 
architecture,  thus  giving  the  deal¬ 
er  the  actual  awning  designed  for 
that  particular  style  home  or  build¬ 
ing. 

Shad-O-Cool’s  modern  manufac¬ 
turing  plant  assures  prompt  de¬ 
livery  from  one  end  of  the  country 
to  the  other,  with  all  transporta¬ 
tion  problems — air,  rail  and  truck 
— taken  care  of. 

Mr.  Hugy  Hawley  welcomes  all 
inquiries,  and  personally  promises 
complete  cooperation  with  all  in¬ 
terested  parties. 

*  *  * 

New  Door  Closer 

A  door  closer  smaller  than  a 
carton  of  cigarettes  and  without 
the  usual  big  hips  and  belly  found 
in  most  of  the  other  makes  of  door 
closers,  is  the  latest  contribution 
of  San  Francisco’s  Schlage  Lock 
Company  to  the  builders  and  hard¬ 
ware  trade. 


Operated  by  means  of  a  compres¬ 
sion  spring  in  conjunction  with  a 
hydraulic  piston  and  two  adjusting 
valves,  the  Schlage  closer  provides 
any  speed  of  door  closing  that  is 
desired.  By  merely  making  two  or 
three  turns  on  the  adjusting  screw 
the  door  can  be  closed  as  fast  as 
two  seconds  or  as  slow  as  two 
minutes  and  still  prevent  slamming. 
Any  individual  with  an  ordinary 
screw  driver  or  even  the  edge  of 
a  dime  can  turn  the  valve  to  regu¬ 
late  the  speed. 


The  method  of  installation  is 
also  far  ahead  of  other  types  of 
hydraulic  closers  that  are  presently 
on  the  market.  Using  the  same 
principle  as  is  found  in  many  mod¬ 
ern  kitchen  devices,  a  bracket  is 
screwed  on  the  door  and  the  closer 
and  arm  are  quickly  slipped  into 
place.  A  smaller  bracket  holds  the 


If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


other  end  of  the  arm  to  the  door 
frame.  The  average  home  owner 
could  install  the  unit  in  15  minutes. 
It  is  also  completely  reversible  to 
fit  right  and  left  hand  doors  and 
is  adaptable  to  an  almost  unlimited 

variety  of  doors  and  frames. 

*  *  * 

Southco  Issues  New 
Fastener  Handbook 

A  complete,  fully-illustrated,  24- 
page  handbook  describing  Fasten¬ 
ing  Specialties  has  just  been  issued 
by  Southco  Division,  South  Chester 
Corporation. 


A  section  is  devoted  to  each  of 
seven  different  fastener  types: 
screw  fasteners,  blind  rivets,  ad¬ 
justable  pawl  fasteners,  door 
latches,  spring-grip  fasteners, 
anchor  nuts  and  door  retaining 
springs.  Each  section  has  photo¬ 
graphs,  drawings,  tables  of  dimen¬ 
sions  and  size,  and  descriptions. 

Each  of  the  Southco  Fasteners 
described  is  designed  to  do  a  par¬ 
ticular  fa.stening  job  most  effici¬ 
ently.  Each  reduces  installation 
time  to  a  minimum.  Copies  of 
the  Southco  Catalog  B2  may  be 
obtained  free  of  charge  by  writing 
to  Southco  Division,  Dept.  BS, 
South  Chester  Corporation,  1400 
Finance  Bldg.,  Philadelphia  2, 
Penna. 

{Continued  on  Page  74) 
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>/  Chech  DIAMOND  f/rsf . . . 
because  DIAMOND  is  always  first! 
in  combination  windows  and  screens! 


\  3ir3t 
I  3ir3t 
\  3^ir3t 
V  3^ir3t 
\  3ir3t 


stiggered  Iriple  channel  in  alnminuni 
in  all-welded  alnminuni  and  stainleu  steel  consiruclien 
to  iniroduce  lear-eff  strip  in  aluminum 
to  iniroduce  expander  strip  in  stainless  steel 
to  introduce  slainlen  steel  Iriple  channel 


DIAMOND  has  always  been  first  .  .  .  always  the  leader  in  bringing  new  ideas 
in  combination  storm  windows  and  screens  to  the  industry.  Products  by 
DIAMOND  are  covered  by  one  or  more  of  the  following  U.  S.  Patent  Numbers — 
2595016,  2641805,  2629143,  2595451.  Other  patents,  covering  more  new  ideas, 
are  pending. 

V  Foil,  foo,  can  be  a  leader,  first  in  your  territory,  if  you  sell  the  superior  products 
bearing  the  trade  marks  of  DIAMOND*  Supreme  Quality,  and  TRIAD.* 


First  IN  STAINLESS  STEEL 


TRADE 

MARKS 


Trihd 


First  IN  ALUMINUM 


TRADE  MARK 


DIAMOND  BUILDING  PRODUCTS 

Corporation 


Main  plant,  Cleveland,  Ohio,  where  DIAMOND*  stainless  steel 
and  TRIAD*  aluminum  products  are  precision -engineered. 
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DOORS 


WINDOWS 


STORES 


PATIOS 


Assembled  Winter  SPECIAL"^ 

Ready  to  install  by  customer. 
Individually  packed  I 
Door  48”  wide 
42”  projection 

$16.95  lots  of  12 


Window  40”  wide 
28”  projection  30”  drop 

$14.95  lots  of  12 

Same  Quality  as  Custom  Awning 

SEND  CHECK  WITH  ORDER  UNLESS  CREDIT  IS  ESTABLISHED 


Charles  Hiern,  Jr.,  Sales  Manager, 

B&M  Corp., 

Houma,  La.  Phone:  6477  Date 

□  Please  .send  me  full  details  on  how  I  can  make  EXTRA 
PROFTFS  with  B-M  Aluminum  Awnings. 

OPiease  ship  me _ Winter  Special  Door  hoods  $16.95. 

□  Please  ship  me _ Winter  Special  Window  Awnings©  $14.95 

Firm  Name - —  — 

Address  - - - - - - 

City  - -  -  State - 
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Storm  Panels 

and 

Screens 

Engineered  to  Your 
Specifications 

FOR  WOOD  OR  METAL  WINDOWS 

INCLUDING 

Double  Hung 
Jalousies 
Casement 
Awning 

Are  you  manufacturing  or  distributing,  under  private  brand, 
any  of  the  above  type  windows?  Then  you  should  be  inter¬ 
ested  in  a  low  cost,  attractive  storm  panel  and  screen  custom 
produced  for  your  specific  needs.  It  will  pay  you  to  take 
advantage  of  Seasontite’s  engineering  know-how  today! 
We  can  work  from  your  blueprints  or  provide  complete 
idea  to  finished  product  service. 

Write  today  for  complete  details 

The  Seasontite  Co. 

2855  N.  Halsted  St.  Chicago,  Ill. 


Hints  To 
SALESMEN 


(From  on  article  on  building  specialties 
selling.) 

rpiHE  job  of  a  salesman  who  has 
i  just  sold  a  homeowner  a  set  of 
aluminum  combination  windows  or 
any  aluminum  specialty  is  never 
complete  until  he  has  left  instruc¬ 
tions  on  how  to  care  for  this  metal. 
Your  customer  can  get  years  of 
year-round  satisfaction  out  of  the 
product  you  have  sold  her  if  she 
knows  how  to  take  care  of  it. 

e  e  e 

This  is  important  because  if  she 
is  satisfied  with  it  she  will  remain 
an  important  source  of  leads.  Now, 
you  may  have  sold  her  on  your 
combination  windows  (or  what¬ 
ever  the  product  is)  by  telling  her 
that  she  won’t  have  to  bother  or 
fuss  with  them,  or  in  other  words, 
how  convenient  they  are.  Custom¬ 
ers  love  to  be  told  that  the  new 
product  you  are  selling  eliminates 
fuss  and  bother  and  it  really  helps 
to  sell  them,  especially  the  men. 
Their  wives  only  think  they  believe 
it.  As  a  matter  of  fact  they  love  to 
fuss  with  a  new  household  posses¬ 
sion,  to  polish,  clean  and  maintain 
it  so  that  it  is  spic  and  span. 

•  •  a 

Women  get  an  intense  sense  of 
satisfaction  out  of  keeping  their 
homes  bright  and  shining,  even 
though  there  is  a  lot  of  drudgery 
in  it.  By  telling  the  housewife  how 
to  maintain  her  nice  new  aluminum 
windows  you  add  to  her  sense  of 
satisfaction  and  you  can  be  sure 
that  she  will  follow  your  instruc¬ 
tions.  Every  time  she  cleans  one  of 
the  windows  you  have  sold  her  she 
is  cleaning  one  of  your  samples ! 

Sooner  or  later  she  will  invite 
her  friends  and  neighbors  into  her 
home  to  show  off  her  nice  new  win¬ 
dows  and  of  course  they  will  want 
to  know  all  the  details.  Inevitably 
your  name  and  that  of  your  com¬ 
pany  are  mentioned  and  you’ve  got 
{Continued  on  Page  83) 
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MANUFACTURERS: 

Give  Your  Customers 
Credit  Terms . . . 

Conserve  Your  Cash,  Too. 


Alert  manufacturers  are  meeting  stepped-up  competition  in  the  booming 
home-improvement  market  with  better  selling  terms  to  their  customers.  Right  now  several 
aluminum  fabricators  are  using  the  Commercial  Factors  method  to  handle  more  than 
a  million  dollars  of  volume  a  year.  You  can  capture  a  greater  share  of  your  market  with 
this  tested,  sales-stimulating  plan.  Here’s  how  it  works: 


OFFER  YOUR  DEALERS  MORE  COMPETITIVE  SELLING  TERMS 

To  help  you  land  more  orders,  convert  to  the  Commercial  Factors  method.  Offer  your 
distributor-dealers  30-day,  60-day  or  even  better  terms.  Our  service  allows  you  to  do  this. 
It  provides  cash  (100%  of  your  approved  accounts)  when  you  ship.  Besides,  when  we 
approve  your  order,  we  assume  all  credit  risks. 

You  don’t  have  to  burden  your  operating  capital  with  the  job  of  carrying  your 
customers  30  or  60  days.  We  assume  that  burden.  You  don’t  have  to  become  involved  in 
time-consuming  credit  problems.  Credit  checking  is  our  problem! 

CONCENTRATE  ON  MAKING  AND  SELLING 

Commercial  Factors’  service  lets  you  pour  all  your  time  and  energy  into  your  two  most 
important  Jobs — making  and  selling.  It  does  away  with  much  of  the  clerical  operations  of 
credit  bookkeeping  and  collection.  Very  often  the  savings  in  clerical  costs  alone  will 
more  than  offset  the  costs  of  our  factoring  service. 


FACTORING  BENEFITS  BOTH  MANUFACTURER  AND  DEALER 


MANUPACTUHa 

1.  Frees  cash  to  take  discounts  and  buy  advan¬ 
tageously. 

i.  Permits  longer  production  runs  because  of  larger 
orders  thru  better  selling  terms. 

3.  Cuts  handling  costs  because  dealers  can  take 
larger  orders. 


DISnmUTOR-DlAlBl 

1 .  Enjoys  lower  unit  cost  due  to  quantity  discounts 
and  lower  freight  charges. 

2.  Lets  dealer  stock  a  more  complete  line  for  im¬ 
mediate  delivery. 

3.  Thanks  to  better  terms,  dealer  has  liquid  oper¬ 
ating  cash  rather  than  funds  frozen  in  inventory. 


Win,  write  or  call  us  today  at  one  of  the  addresses  below  for  information  on 
how  our  pitm  con  benefit  your  sales  and  reduce  your  clerical  costs. 


IN  NiW  YORK 

MR.  G.  D.  MORAN 
2  Park  Ave. 

New  York  16.  N.  Y. 
.Murray  Hill  3-1200 


IN  BOSTON 

MR.  T.  HEASLIP 
106  Massoit  St. 
Waltham  54,  Mass. 
Waltham  5-8322 


IN  THE  SOUTH 

MR.  W.  GILLIAM 
3025  Hanson  Drive 
Charlotte.  N.  C. 
Charlotte  5-5452 


Commercial  Factors  Corporation 
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BUILDS  GREATER  SALESI 

that's  why  the 


FOR  THE  PROUDEST  HOMES  IN  AMERICA 


Youngslowncr  windows 
and  doors  oro  quality 
controllod  from  smelting 
to  finishod  product  right 
in  our  own  plant,  ossur* 
ing  you  the  finest,  fastest 
delivery  in  the  business. 


YOUNGSTOWNER 


\\ 


TRIPLE  TRACK" 


ALUMINUM  COMBINATION 


WINDOWS  and  DOORS 


The  best  looking  extruded  aluminum  storm 
window  ever  designed.  Ribbed  contour 
frame  housing  each  insert  allows  more 
glass  space  than  ever  before.  Adjustable 
"leak  proof*  sill  insures  a  perfect  fit.  Posi¬ 
tive  interlocking  meeting  rails.  Tubular 
safety  aluminum  screen  inserts.  Com¬ 
pletely  self-storing.  Foolproof  operation. 
Many  other  exclusive  features. 

GET  A 

“SHOWDOWN"  DEMONSTRATION 

WeTI  prove  to  you  that  Youngstowners 
are  your  best  window  deal.  We  have  a 
complete  packaged  and  proven  sales 
plan  that  mokes  sales  for  you  plus  a 
complete  advertising  co-op  plan. 


YOUNGSTOWN  WINDOW  AND  DOOR  COMPANY 
706  South  Slat#  St.,  Cirord,  Ohio,  Phon*  II  5-5431 


would  Wfco  fm  vlaif  ymmr  □ 

K.D.  OPERATOR  □  DEALER  □ 


NAME 

ADDRESS 

CITY 


STATE 


6t  Home  Improvement  Dealer 


Here’s  what 
you  want 
in  an 


ALUMINUM  AWNING 


^  No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


Fifteen  colors;  guaranteed  auto¬ 
motive  baked  enamel. 

All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

Get  set  for  a  successful  awning  season  with  Sterling  Awning  Co.! 
WRITE,  PHONE  OR  WIRE  TODAY  for  literature  and  details.  ^ 


Sterlina  AWNING  COMPANY 

Box  305  Phone:  8-7998  Belpre,  Ohio 


ROLLING  WITH 


•  For  exceptional 
»  weather-ti^ht  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
^is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 
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Your  Customers  Wont  These 

15  POINTS  IN  Storm  Windows/ 


How  Does  Your  Present  Window 
Compare  With  the  All-New  ARLITE?® 

ANODIZED  by  Durite®  (not  etched  or  lacquered). 


3  TRACK  (not  slides  or  guides). 


Heavy  Gauge  Extruded  Aluminum  63ST5  and  63ST6. 
13  pound  Aluminum  Extrusions  in  26"  x  26"  window. 
No  Cutting,  No  Fitting,  No  Closure  Strips. 

Fully  Weatherstripped. 


Felted  Channels — no  metal  to  metal  to  wear  or  rasp. 
Patented  Track  Spreaders — no  removal  of  parts. 


Patented  Clutch — finger  tips  open  panels  to  any  position. 


Floating  Inner  Frame — adjusts  to  any  out  of  square  prime. 


No  Screw  Heads  Showing. 


Invisible  Weep  Holes. 


Alclad  Aluminum  Screen— cannot  shrink. 


Prowler  Lock. 


Precision  Made — no  slop,  no  rattle,  no  stick,  no  bind. 


ARLITE 

/ 

✓ 

✓ 


TOTAL  COMPARATIVE  SCORE 


YOUR  WINDOW 


No  stocking  necessary — Immediate  Delivery. 

Dealerships  and  distributorships  available  to  all  qualified  organizations.  * 


Watch  next  month  for  our  all-new 


simplified 


90 


ARLITE 

COMBINATION  WINDOW 


r 


ARLITE  INDUSTRIES 

209  Parkhurst  St.,  Newark  5,  N.  J. 
Telephone:  Bigelow  2-2700 


<S  Home  Improvement  Dealer 
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AWNINGS  •  CANOPIES 


of  Sturdy  rustp  roofed  steel! 
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- "  A  full  line  .  . .  residence  awn- 

ings  .  .  .  awnings  for  store 
and  factory  .  .  .  canopies  and  terraces  ...  all 
factory  fabricated  and  shipped  ready  for 
installation. 


MOST  PROFITABLE  because 


No  custom  assembly  —  far  cheaper  to  install. 

No  shop  or  extras  required  —  no  service  problems  or  expense. 


Strength  . . .  far  in  excess  of 
aluminum  ...  no  warping  .  .  . 
sagging  ...  no  bolts  to  rattle. 

Cool  .  .  .  because  24%  of 
awning  is  ventilated. 


Beauty  .  .  .  horizontal 

louvers  match  architectural 
design. 

Cost  .  .  .  less  .  .  .  because 
produced  on  high  speed  auto¬ 
matic  machinery. 


48"  DOOR  CANOPY 


TROY  has  been  the  leading  manufacturer  of 
Sun  Control  Products  since  T  887 . . .  rated  AAA-1 . 
We  are  now  expanding  DEALER  and  DISTRIBU¬ 
TOR  representation  everywhere. 

Write  directly  to  us  ..  .  today. 


THE  TROY  SUNSHADE  CO.,  TROY,  OHIO 


THE  72"  STOOP  CANOPY 
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make 


THE  “COMPANION” 


COMBINATION  DOORS 


All  STO-A-CO  products  are  made  of  beau 


tiful  satin  finished  extruded  aluminum  and 


backed  by  manufacturer’s  written  bond  of  protection. 
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S/^0l¥  VICTOR 


SUN-CONTROL 

FOLDING  ALUMINUM  AWNINGS 


<tfid 


make 


m- 


Safe 


AH 


<^/ 
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the  features  you 
rcould  possibly  want 

Profit  wise  dealers  sell  the  product  that  helps  sell 
itself.  The  sleek,  horizontal  styling  of  Victor  Sun- 
(^ontrol  awnings  hlends  perfectly  with  any  type  home. 
Contrast  the  pleasing  architectural  harmony  of  Victor 
Sun-(]ontroI  awnings  with  other  types  and  you’ll  see 
at  once  why  Victor  helps  you  outsell  competition. 
High  styling,  plus  a  host  of  other  Victor  features  can 
keep  you  on  the  profit  road  the  year  around. 

★  CROWNED  LOUVERS  —  Give  additional  structural 
strength  to  the  streamlined  design.  Allow  air  to  circulote 
freely  through  the  awning,  prevent  "hot  spots"  under 
canopy. 

COPPER-ALUMINUM  BEARINGS  insure  easy  movement 
up  or  down.  A  Victor  exclusive! 

it  STRONG,  DURABLE  LIFETIME  CONSTRUCTION— Fire¬ 
proof,  stormproof,  ond  all-weather  proof. 

#  SELF  STORING  —  Permanently  installed.  The  home 
owner  never  has  to  bother  with  Sun-Control  Awnings 
after  installation. 

it  WIDE  VARIETY  OF  COLORS  and  color  combinations— 
all  chemically  protected  against  peeling  and  checking. 
Alodized,  baked -on  enamel  used  exclusively. 

it  Shipped  as  a  complete  package  or  for  K-D  operation. 


¥fm\ 


VICTOR 

TOOL  a  MACHINi  COeeORATION 

ST.  JOSIPH,  MICNIUAN 


On  The  House 

{Continued  from  Page  18) 

has  a  signature  on  the  (lotted  line, 
proceeds  to  unsell  his  victim.  He 
does  this  by  asking  innocently, 
“Where  do  you  want  the  gap  to  be, 
Mrs.  Jones,  at  the  top  or  bottom  of 
I  the  window?” 

i  “What  gap?”  says  the  bewil- 
I  dered  customer. 

I  “Well,  you  see  these  are  only 
i  stock  windows  and  at  the  low  price 
I  at  which  we  offer  them  w’e  can’t 
make  them  in  a  variety  of  sizes  to 
fit  all  house  windows  like  our  better 
grade  custom  combinations,  so 
there  is  a  gap  either  at  the  top  or 
the  bottom  of  the  house  window 
which  is  not  covered  by  the  storm 
sash  and  we  fill  this  with  a  wood 
moulding.  Perhaps  you  would  like 
to  see  our  custom  built  aluminum 
combination  storm  sash.  I  just  hap¬ 
pen  to  have  a  model  of  it  in  my 
!  car.”  Then  the  salesman  goes  on 
j  to  demonstrate  the  window  he 
I  really  intends  to  sell  the  customer 
and  compares  it  point  by  point  with 
I  the  inferior  window  he  has  just 
sold  the  home  owner.  This  compari- 
!  son  is  naturally  very  unfavorable 
!  to  the  low  priced  window  which  all 
I  too  often  actually  is  an  impossible 
:  piece  of  trash  and  makes  the  better 
:  grade  storm  window  seem  like  a 
good  buy. 

V  *  * 

I 

When  the  customer  has  recov- 
i  ered  from  his  shock,  he  realizes 
i  he  has  been  fooled.  But  he  has  al- 
I  ready  signed  the  contract  and  so 
he  makes  the  best  of  a  bad  bargain 
I  and  signs  up  for  the  better  win- 
I  dows  which  he  could  have  bought 
from  a  reputable  dealer  in  the  first 
place.  The  original  contract  for 
the  inferior  windows  which  was 
used  to  bamboozle  the  customer  is 
then  destroyed  by  the  salesman. 

I  Needless  to  say,  the  “better  grade** 

'  window  is  really  no  better  and  no 
cheaper  than  similar  storm  sash 
offered  by  honest  dealers  who  do 
not  stoop  to  bait  advertising. 

'  {Continued  on  Page  82) 
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amencas 


BUSINESS  REPLY  CARD 

No  Potlogo  Stam^  nocofttory  if  maiM  in  tho  Unitod  StatM 


NO  RATTLE 
NO  BINDING 
FULL  AIR  FLOW 
REFLECTED  LIGHT 


CUSTOM  STRIPING  Telephone  67  Sudbury  StTMt 

CApitol  7-6474  Boston  14,  Moss. 


nXED  A%ifnifigt  — PoNo  Cev«ra  — >  Cwports  —  Door  Ccmoirios 

D 

FOLDING  Solorflox  Awnings-— mo  lovorM  sido 


%tr—l 


CHy .  Zmi* .  Staf*. 

No.  of  Salottnon .  Pr«dwctt  no«r  t*W . 

TonHory . 


•  COMPETinvaY  PRICED 

•  SELUNO  SALB  AIDS 


FUU  UNE  COVBAGE 
SOLARFLEX  folding  — 

SOLARGUARD  fixod 

•  K.D.  PROFIT  iNO  K.D.  OVBHE/i^ 

I- 

Pro-CKSomblocI — Carton  shippod — 
Fast  dolivory  Sr 

•  EXaUSIVE  TBMHTORY 


MAIL  THIS  CAKD  TODAY  FOR  COMPLETE  DETAILSI 

NATIONAL  AWNING  cmd  SHADf  COMPANY 
67  Swdbwry  SMton  14,  M«tsacli«s«IH 

Please  send  me  full  information  on  distributorship  in  my  territory. 

I  I  Please  send  me  full  information  on  dealership  in  my  area. 

lodlvUocI .  TMo . 

firm . . 


Awnlm§  lacfcfmiwe. 


NEW  AMERICAN 
ITDl  CARPORT 


Manufactured  to 
Sell  at  $399.50,  American^^ 
Carport  is  Delivered  to  You 
for  $200.00.  2%  Off  for  Cash 
Your  Price  —  $196.00  ' 

Suggested  Retail  Price 


DiAllR'S  PRICE 

^  F.O.B.  MIAMI 


MARKIe  COltPORATION 

OF  America 


ASSEMBLY  TIME 


•  ALL  ALUMINUM,  CUSTOM-DESIGNED  MARQUEE  ROOF 
MODERNISTICAUY  STYLED  STEEL  PIUSnRS  •  INFRA-RED  BAKED  ENAMEL  FINISH 
•  GENTLY  PITCHED  ROOF  DRAINS  WATER  OFF  ONE  SIDE 
•  REQUIRES  NO  UPKEEP-NO  MAINHNANCE 

FlU  OUT  AMD  MIAIL-TODAYI 


Mark**  Corp.  of  Amorico— ^Oopt.  BS-12 
4030  N.  W.  29Hi  Stroot,  Miami,  Florida 
GonHomon : 

Float*  tend  m*  complof*  information 
about  Ih*  Amoricon  K«0  Corport. 


Addrett. 


4030  N.  W.  29th  STREET 


<St  Home  Improvement  Dealer 


The  *Ce4iUac'*  of  the  Business 


America's 
Finest  Fastest- 
selling 

ALL-ALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  lift  doon, 
two  life  doon, 
self  -  storing 
doors. 

•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— tor  tolerances. 

•  Reenforced  cor¬ 
ners  tor  llte-time 
rigidity. 

•  Complete  with 
aluminum  en¬ 
semble  and 
stainless  steel 
hardware. 

ADVmriSING 
MATtniAL 
AYAILAail: 
Cuts,  Muts, 
LHuraturut 


aram 


Presents 


Cross  Section  View  of 
TRIflf  rHACfC  ftATUUS 

1.  TOP  GLASS  > 

2.  SCREEN  -  '  r' 

3.  BOnOM  GLASS 

Compfefe  r* 
WlAfHtK-STlUfUNe 


proltitrt  ot 
Ahnnimtm 
^kUlrraft 

PICTURE 

formal 

The  K-D  PLAN  that  brings  you  . . . 

Outstanding  GREATER  PROFITS 

Outstanding  LOWER  PRKB 
Outstanding  HIGHER  QUALITY 

paramount 

ALL-ALUMINUM 

CmiT  STM 

winiiHiiV"- 


What*s  More 
The  ONLY 
WINDOW  LINE 
with  the 
FOLLOWING 
FAST-SELLING 
SUPERIOR 
FEATURES 


NEWLY  IMPROVED 

paramount 

TRIPLE  TRACK 

all-aluminum  combination 

STORM  &  SCREEN 

WINDOWS 

with  built  in  weatherstrip 

•  TRIPLE  TRACK 

Not  Channel 

•  EASY  INSTALUTION 

Service  Free 


WITH 

tXCLUSIYi 

FUU 

lENfilN 

NANO 

HINGE 

Feature 


Some  other  Outstanding  Selling  features 


TWIN  VENTILATION 

Sashes  Raise  or 
Lower  to  Any  Level 

CHANGEOVER  NEVER  NECESSARY! 

Make  Self-Storing  Obsolete 
POSITIVE  100%  WEATHER  STRIPPING 
HEAVY  EXTRUSIONS 

Truly  the  window  and  deer  line  that  is  3  ways  hetterl 

QUICKER  AND  EASIER  TO  INSTALL  2.  SERVICE-PROC'F.  3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NO  CALL-BACKS 


1.  Full  Lenith  PIANO  HINGE. 

Permits  eesier  cleenini  tram  the 
eutelde. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(JtSS  ST.  S  Alley  Extruelene). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

Te  effect  a  perfect  teal  hetwean 
Cerement  wladew  and  eterm  win- 
daw.  EHminotae  Wladew  Cenden- 
eatiea. 

4.  FULLY  EXTRUDED  Weather 

StrippiBf  limtalled  an  each  Wla¬ 


dew  Vent  cpenini  fer  paeitUe 
seal. 

5.  Specially  datipned  ruhher  axtrueien 

ta  eaal  and  eaenre  plnee  in  plate, 
fer  parmaneney.  And  permittine 
simple  rnplacamants  ef  hrehen 
flnea  by  heme  ewnare. 

6.  Detipned  far  Slnple.  DeuMe  thick 

and  Damiplata  far  Picture  Wln- 
dawt. 

7.  Cantralled  vantllatian. 
a.  Draft  Free. 

9.  Rarnfcrced  far  permanent  rifidity. 

10.  Pi-iced  Rifht. 
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BUILDING 

SPECIALTIES 

&  HOME  IMPROVEMENT  DEALER 

Decemter  1953 


Business  Seen  Continumg  At  High 
Level  In  Fiist  Half  of  1954 


Reduced  taxes,  easier  loans,  high  government 
spending,  hnge  personal  savings,  and  low  new 
home  prices  expected  to  keep  nation  prosperons 


PREDICTIONS  about  business 
conditions  in  1954  are  definitely 
more  optimistic  than  they  were  a 
few  months  ago.  Wheareas  earlier 
in  the  year  there  was  talk  of  in¬ 
flation,  today  the  problem  seems  to 
be  to  halt  the  swing  toward  de¬ 
flation.  Some  of  the  most  conserva¬ 
tive  and  reliable  estimates  of 
future  business  conditions  in  the 
past  have  come  from  insurance 
companies  and  from  savings  and 
loan  associations. 

Continued  High 

A  group  of  savings  and  loan  as¬ 
sociation  officials  are  predicting 
the  American  economy  will  oper¬ 
ate  at  a  continued  high  the  first 
half  of  1954. 

The  year  as  a  whole,  they  said, 
“should  be  a  reasonably  good  one 
for  business  generally.” 

The  officials  comprised  a  com¬ 
mittee  on  economic  policies  which 
reported  a  survey  made  for  the 


U.  S.  Savings  and  Loan  League. 
The  league  opened  a  four-day  con¬ 
vention  here. 

The  committee  gave  these  rea¬ 
sons  for  its  report: 

1.  Government  cash  expendi¬ 
tures  apparently  are  not  going  to 
decline  significantly  from  1953 
levels. 

2.  Taxes  will  be  reduced,  put¬ 
ting  more  purchasing  power  in 
consumers’  pockets. 

3.  Relatively  “easy  money”  con¬ 
ditions  can  be  expected  to  prevail. 

4.  Accumulated  personal  sav¬ 
ings. 

New  Housing 

The  committee  said  new  housing 
units  in  1954  probably  will  run 
between  900,000  and  950,000,  or 
about  10  to  15  pev  cent  under  1953. 

Sales  of  new  houses  this  year, 
the  committee  reported,  are  a  little 
slower  that  at  this  time  last  year, 
especially  of  houses  more  than  10 
years  old. 


Home  prices  also  are  lower,  the 
committee  survey  stated. 

“In  the  case  of  low-priced  new 
houses,  the  tendency  toward  lower 
prices  is  not  pronounced,  but  for 
medium  and  especially  for  higher- 
priced  houses,  a  definite  downward 
tendency  is  evident. 

Clean-up  Program 

“Used  houses  show  an  even 
greater  tendency  toward  lower 
prices  than  prevailed  a  year  ago,” 
the  survey  said. 

Charles  L.  Clements,  president 
of  the  league,  which  has  4,100  sav¬ 
ings  groups  and  cooperative  banks 
among  members,  said  delegates 
will  be  asked  to  approve  a  program 
to  clean  up  American  slums.  The 
program,  sponsored  by  the  league, 
calls  for: 

Help  federally  chartered  associ¬ 
ations  obtain  cleared  slum  land  for 
building  small  apartment  buildings 
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and  single  family  homes ;  “boycott” 
borrowers  who  have  not  main¬ 
tained  their  buildings  to  conform 
with  health,  safety  and  sanitation 
standards ;  a  big  increase  in  financ¬ 
ing  repairs  and  improvements  on 
older  homes. 

Meanwhile  the  nation’s  second 
largest  insurance  company,  pledged 
to  protect  the  investments  of  its 
millions  of  policyholders,  declared 
recently  that  business  in  1954 
would  maintain  a  level  of  activity 
almost  identical  to  that  of  1953. 

The  Prudential  Insurance  Com¬ 
pany  of  America,  with  headquar¬ 
ters  in  Newark,  N.  J.,  and  offices 
throughout  the  country,  forecast 
that  next  year’s  gross  national 
product  would  approximate  the 
$369,000,000,000  annual  rate  pre¬ 
dicted  for  the  last  quarter  of  this 


year.  This  prediction  was  made 
despite  the  opinion  of  certain  ex¬ 
perts  that  business  in  general  next 
year  will  fall  5  to  10  per  cent  be¬ 
low  the  level  of  1953. 

Consumer  Buying 

Dr.  Gordon  W.  McKinley,  head 
of  Prudential’s  economic  staff, 
made  this  observation  with  respect 
to  next  year’s  business:  “Declines 
in  Government  purchases,  capital 
expenditures  and  home  building, 
plus  a  reduction  in  inventory  ac¬ 
cumulation,  will  be  offset  in  a  large 
measure  by  a  sharp  increase  in 
consumer  buying.” 

Due  to  adjustments  in  some  in¬ 
dustries,  according  to  Prudential’s 
top  economist,  a  slight  increase  in 
the  number  of  workers  gainfully 


Alt  Editorial 

"do  It  Youself"  Stom  Window  Ads  Hnrt 
The  Combination  Window  Indnstry 


In  the  October  1953  issue  of 
Building  Specialties  &  Home  Im¬ 
provement  Dealer  we  published  an 
article  and  two  pictures  about 
“Mr.  Peepers,”  the  well-known  TV 
comedian  who  is  sponsored  by  the 
Reynolds  Metals  Co.  Mr.  Peepers 
was  shown  examining  a  combina¬ 
tion  aluminum  window  and  a  com¬ 
bination  aluminum  door.  As  a 
trade  paper  vitally  interested  in 
the  health  and  progress  of  the  alu¬ 
minum  combination  window  and 
door  industry,  we  were  very  glad 
to  publicize  the  efforts  of  the  Rey¬ 
nolds  Metals  Co.  to  popularize 
these  products. 

It  is  regrettable  that  Reynolds 
has  apparently  chosen  not  to  con¬ 
tinue  its  policy  of  friendly  support 
for  the  aluminum  combination 
window  industry.  On  page  130  of 
a  recent  issue  of  Life  Magazine 
(Nov.  23,  1953)  Mr.  Peepers  is 
shown  in  a  Reynolds  advertise¬ 
ment  holding  an  aluminum  storm 
“window”  which  he  himself  seem¬ 
ingly  built  with  the  greatest  of 
ease. 


We  submit  that  advertisements 
of  this  sort  are  very  harmful  to  the 
best  interests  of  the  combination 
window  industry  because  (1)  they 
deprive  dealers  of  cu.stomers  and 
(2)  prevent  the  industry  from  ob¬ 
taining  a  legitimate  price  for  its 
product. 

Obviously  the  home  owner  who 
has  been  persuaded  by  such  an  ad 
that  he  can  make  his  own  alumi¬ 
num  storm  windows  will  not  buy 
combinations  from  a  local  dealer. 
Although  the  cost  of  making  this 
soft  aluminum  storm  sash  is  not 
mentioned,  the  implications  of  the 
ad  are  that  not  only  is  it  EASY  to 
make  this  window  but  that  it  is 
also  very  much  CHEAPER  if  the 
reader  does  it  himself. 

As  a  manufacturer  of  aluminum 
storm  windows  remarked,  “How 
can  a  dealer’s  salesman  hope  to 
sell  a  home  owner  a  $25  or  $30 
combination  when  his  prospect 
thinks  that  anybody  can  make  a 
storm  window  for  a  few  dollars  or 
less  a  piece.  The  home  owner 
(Continued  on  Page  128) 


employed  is  foreseen  for  1954.  At 
the  same  time.  Dr.  McKinley  said, 
the  average  work  week  will  de¬ 
cline  from  40.7  hours  to  40.1  hours. 
“Despite  this,”  he  forecast,  “an 
average  rise  in  wages  of  some  6 
cents  an  hour  seems  probable.” 

These  factors  combined  with  a 
moderate  increase  in  other  forms 
of  consumer  income  and  a  reduc¬ 
tion  in  income  taxes  will  bring 
$258,000,000,000  of  disposable  in¬ 
come,  he  said.  The  factors  were 
listed  as  rents,  interest,  dividends 
and  miscellaneous  income.  Allow¬ 
ing  for  saving  at  the  current  ratio 
to  business  activity,  the  company 
concluded  that  consumers  would 
spend  $240,000,000,000  in  1954. 
This  would  be  some  $6,000,000,000 
more  than  the  present  rate. 

In  spending  this  extra  $6,000,- 
000,000  the  American  public  will 
get  the  “first  real  break”  they  have 
had  since  1950,  Dr.  McKinley  said. 
A  decline  in  consumer’s  prices  of 
about  2  per  cent  is  expected  by 
conservative  economists  next  year. 
This  decline,  along  with  the  ex¬ 
pected  increase  in  personal  income 
will  mean  a  substantial  gain  in 
real  purchasing  power.  Prudential 
predicted. 

Next  year,  it  was  said,  “Looks 
to  us  like  a  year  which  can  be 
approached  with  confidence  and 
considerable  optimism.” 

Easier  Financing  for  New 
Homes  Seen  In  1954 

Financing  a  new  home  in 
1954  will  be  easier  than  it  has 
been  this  year,  Norman  Strunk, 
executive  vice  president  of  the 
United  States  Savings  and  Loan 
League,  said  at  its  annual  conven¬ 
tion. 

There  will  be  more  money  avail¬ 
able  for  mortgages  and  rates  may 
be  slightly  lower,  he  predicted. 

“In  our  judgment,  with  the  pos¬ 
sible  exception  of  a  few  veteran 
families,  there’ll  be  virtually  no 
homes  bougnt  with  no  money  down 
in  1954,”  he  said. 

{Continued  on  Page  119) 
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The  of  Dealer  Advertising 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associotes 
New  York 


(Building  Specialties  recently 
ran  a  series  of  articles  on  the 
Green  River  problem  by  Charles 
J.  Caudle,  head  of  Charles  J. 
Caudle,  Associates,  a  New  York 
advertising  and  public  relations 
firm.  The  good  interest  expressed 
by  B.  S.  readers,  personally  and 
through  the  mail,  prompted  the 
editors  to  ask  Mr.  Caudle  to  do 
a  series  of  articles  on  basic  ad¬ 
vertising  problems  and  oppor¬ 
tunities  for  manufacturers  and 
dealers  servicing  the  Home  Im¬ 
provement  Industry.  This  is  the 
first  of  this  new  series.) 

The  Home  Improvement  Indus¬ 
try  is  young,  energetic,  and 
growing  fast.  Its  full  potential  has 
yet  to  be  realized,  its  horizon  has 
yet  to  be  sighted.  As  a  result, 
many  opportunities,  available  to 
the  Home  Improvement  Dealer  and 
manufacturers  who  serve  this  field, 
have  not  yet  been  exploited  prop¬ 
erly,  or  to  the  fullest  extent.  Per¬ 
haps  the  most  important  oppor¬ 
tunity  that  has  yet  to  be  fully 
grasped  and  utilized  by  the  Home 
Improvement  Industry  is  advertis¬ 
ing. 


This  does  not  mean  that  many 
dealers  and  manufacturers  are  not 
now  using  advertising  to  good 
benefit,  because  facts  and  statistics 
show  that  they  are.  Rather,  adver¬ 
tising  embraces  so  many  facets  and 
ramifications  that  often  times  deal¬ 
ers  and  manufacturers  are  not 
aware  of  all  the  opportunities 
available  to  them. 
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Therefore,  it  is  felt  that  this 
series  of  articles  will  serve  as  a 
guide  to,  and  a  stimulus  for,  cur¬ 
rent  and  potential  advertisers  in 
the  Home  Improvement  Industry. 
This  introductory  article  will  cover 
the  “reasons  why”  of  advertising 
in  general  and  the  “reasons  why” 
of  advertising  for  the  Home  Im¬ 
provement  Industry  in  particular. 

It  would  take  a  good  salesman 
2  or  3  thousand  years  to  call  on 
every  housewife  in  this  country. 


Advertising,  properly  executed, 
can  do  this  same  job  quickly, 
efficiently,  and  economically. 

Advertising  is  the  organized  use 
of  all  methods  of  communication  to 
contact,  remind,  persuade,  and  sell 
the  consumer  —  your  customer.  In 
the  past  it  has  been  referred  to  as 
“salesmanship  in  print”.  It  has 
since  been  given  a  voice  through 
radio  and  animation  through  TV. 
It  still  remains  organized  sales¬ 
manship. 

Advertising  does  what  a  sales¬ 
man  does:  gives  information,  an¬ 
nounces  news,  and  persuades  to 
buy.  But  it  does  it  on  a  very  large 


scale.  It  does  not  replace  the  sale.s- 
man  or  make  him  obsolete.  Adver¬ 
tising  assists  the  salesman  by  pre¬ 
selling  his  market  for  him,  by 
(Continued  on  Page  92)  ■ 
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Wanted: 


Better  Awning  Finishes 


VY\TY\ 


Good  paint  finishes  on  aluminum  awnings 
mean  more  satisfied  cnstomers  lor  yon. 


Great  strides  have  been  made 
by  the  aluminum  awning  indus¬ 
try  in  a  comparatively  short  space 
of  time.  But  a  very  real  problem 
exists  within  the  industry,  a  prob¬ 
lem  which  is  paramount  in  import¬ 
ance  to  every  manufacturer  en¬ 
gaged  in  the  aluminum  awning 
business.  This  is  the  problem  of 
paint  and  finish  failures. 

Whereas  some  manufacturers 
are  now  producing  good  finishes 
for  aluminum  awnings,  unfor¬ 
tunately,  it  cannot  be  said  that 
this  is  true  across  the  board. 
Some  paints  and  finishes  now  being 
produced  crack,  chip  and  chalk  off 
in  fairly  short  order.  And  when 
this  happens  to  installed  metal 
awnings,  it  not  only  hurts  the 
manufacturer  of  the  awning  in 
question,  but  his  competitors  suffer 
as  well. 

The  aluminum  awning  business 
is  particularly  vulnerable  when  this 
happens.  One  unsightly  awning,  be¬ 
cause  of  bad  finish,  can  do  immeas¬ 
urable  harm  in  a  neighborhood.  Net 
only  is  there  a  dissatisfied  cus¬ 
tomer  who,  by  w'ord  of  mouth,  will 
kill  potential  sales  of  aluminum 
awnings,  but  also  the  imperfection 


\^  \  of  the  awning 

\  \  stands  out  like 

\  \  \  a  sore  thumb 

\  for  every  pass- 

\  erby  to  see. 

\  Each  alumi- 

\  \  num  awning 

\  \  \  \  that  is  hung  is 
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play. 

Fortunately, 
this  problem  is 
by  no  means  insurmountable.  The 
lasting  qualities  and  cosmetic 
effects  of  paints  and  finishes  are 
constantly  being  improved.  But 
more  research,  more  testing  is 
necessary  to  lend  added  impetus 
to  the  progress  which  has  already 
been  made.  This  means  research 
on  the  part  of  the  paint  manufac¬ 
turers  as  well  as  the  awning  people. 

Pigmentation 

According  to  one  paint  manu¬ 
facturer,  great  care  must  be  taken 
to  assure  proper  pigmentation  in 
the  paints  used  for  this  purpose 
to  obtain  durability  and  color  sta¬ 
bility.  This  means,  he  says,  that 
expensive  pigments  must  be  used. 
Another  problem  from  the  stand¬ 
point  of  the  paint  manufacturer  is 
the  preparation  of  resins  to  take 
these  pigments.  Shades  of  red  and 
maroon  give  the  paint  people  a  lot 
of  trouble.  But  good  paints  are 
now  available.  And  research  is 
going  on  to  develop  paints  wh'ch 
will  withstand  the  onslaughts  of 
ultraviolet  light  and  weather  to 
an  ever  greater  degree  than  they 
do  at  present.  Paint  men  also  stress 


that  customers  should  not  be  mis¬ 
led  by  sales  stories  promising  ever¬ 
lasting  life  of  present  aluminum 
awning  finishes. 

Finishing  a  metal  awning  is  an 
exact  science.  Conscensus  seems 
to  have  it  that  probably  the  most 
vital  factor  in  a  good  finish  is  the 
proper  preparation  of  the  metal 
prior  to  application  of  the  paint. 
This  means  the  use  of  the  right 
alodyne,  also  the  right  process  of 
applying  it.  And  it  means  that  the 
metal  must  be  properly  degreased 
and  rinsed  prior  to  alodizing. 

Then  comes  the  application  of 
the  paint  itself.  This  can  be  done 
by  air  pressure  spray,  electronic 
spray,  roll  coating  or  pressure 
coating. 

Next  we  have  the  drying  and 
curing  of  the  finish.  Here  paint 
men  point  out  the  importance  to  the 
awning  manufacturer  of  spending 
the  money  to  have  the  equipment 
to  do  the  job  right  or  buying  their 
coated  stock  from  the  right  source. 
Drying  can  be  done  by  air  or  heat 
methods.  The  controlled  tempera¬ 
ture  bake  seems  to  turn  out  the 
best  and  most  durable  finish.  Many 
finishing  plants  do  not  have  curing 
equipment  despite  the  importance 
of  this  vital  step. 

But  research  in  all  these  pro¬ 
cesses  must  continue,  if  the  metal 
awning  industry  is  to  have  the 
bright  future  that  is  forecast  for 
it  and  that  it  should  have.  Manu¬ 
facturers  must  begin  with  the 
finish.  ‘ 


(This  is  the  fir;t  in  a  series  of  articles  about 
coating.  We  will  continue  to  investigate  and 
report  new  facts  about  coatings  as  they 
develop.) 
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Right:  NMAA  Convention  Com¬ 
mittee;  seated,  left  to  right, 
W.  H.  Wynne,  Jr.;  George  Fer- 
ber,  chairman,  NMAA  Conven¬ 
tion  Committee;  George  Hughes; 
standing,  J.  E.  Orchard,  presi¬ 
dent,  NMAA.  Other  members 
of  the  committee  not  shown  in 
the  picture  ore  Wolter  Cleve¬ 
land  and  Jack  McCormack. 


IIMAA  Pifesident  Invites  Awning  Men 
to  Jacksonville  Convention,  Jan.  18-20 

If  you  are  a  manufacturer,  distributor,  dealer  or  salesman  in  any 
way  connected  with  the  fast  growing  metal  awning  industry  or  if  you 
are  contemplating  a  ride  in  any  one  of  these  capacities  on  the  metal 
awning  bandwagon,  you  are  cordially  invited  to  attend  the  fourth 
annual  convention  of  the  National  Metal  Awning  Association  which  is 
being  held  at  the  George  Washington  Hotel  in  Jacksonville,  Florida 
on  January  18th,  19th  and  20th,  1954.  You  need  not  be  a  member  of 
the  Association  in  order  to  attend  the  constructive  educational 
forums  which  are  on  the  program. 

Want  to  reduce  your  installation  costs?  Would  you  like  to  speed  up 
your  production  and  assembly?  Do  you  care  for  expert  advice  on  how 
to  train  salesmen,  and/or  on  how  to  conduct  a  hard  hitting  local-level 
advertising  program?  Interested  in  knowing  the  latest  methods 
of  proper  painting  techniques?  Have  you  a  desire  to  learn  the 
correct  procedure  to  mitigate  the  stringencies  of  local  building  codes 
and  discriminatory  municipal  ordinances?  Want  to  find  out  that  your 
competitors  are  friendly  Americans  rather  than  the  nasty 
obscenities  you  think  they  are? 

Then  come  on  down  to  Jacksonville.  It  will  be  well  worth  your 
while.  I  realize  that  in  probably  80%  of  the  companies  in  this  new 
industry  of  ours,  the  owner  is  his  own  production  boss,  installation 
supervisor,  and  sales  manager.  But  still,  in  many  instances,  these 
jobs  have  been  assigned  to  specific  individuals  who  would  also  benefit 
from  one  or  more  of  the  educational  forums  in  Jacksonville. 

They  too  are  included  in  this  invitation. 

See  you  in  Jacksonville. 

NATIONAL  METAL  AWNING  ASSOCIATION 
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Hotel  George  Washington,  Jacksonville, 
Florida,  where  Convention  will  be  held. 


rpHE  fourth  annual  convention 
-L  of  the  National  Metal  Awning 
Association  at  the  Hotel  George 
Washington  in  Jacksonville, 
Florida,  Jan.  18-20,  promises  to 
be  the  largest,  and  undoubtedly 
the  best  planned,  meeting  in  the 
history  of  the  organization.  Awn¬ 
ing  dealers,  distributors,  and 
manufacturers  attending  the  con¬ 
vention  will  find  a  carefully  ar¬ 
ranged  program  replete  with 
forums  on  all  subjects  of  major 
interest  to  members  of  the  indus¬ 
try. 

Forums 

The  forums  include  panels  or 
clinics  on  Sales  and  Promotion ; 
methods  of  painting  metal  awn¬ 
ings;  Production  and  Installation; 
and  ways  and  means  of  combating 
building  codes.  Experts  in  all  of  the 
above  fields  have  been  chosen  by 


Fourth  Annual  Convention 
To  Meet  in  Jacksonville, 


the  convention  committee  to  give 
those  attending  the  meeting  the 
very  best  possible  information  on 
these  subjects. 

All  members  and  prospective 
members  have  been  sent  the  com¬ 
plete  program  of  the  convention 
listing  the  personnel  and  time  of 
all  forums  as  well  as  the  various 
luncheons  and  banquets.  In  addi¬ 
tion  to  the  program  the  association 
is  also  sending  a  room  reservation 
and  advance  registration  card  and 
a  question  card.  Awning  men  in¬ 
terested  in  any  particular  problem 
are  invited  to  fill  out  the  question 
cards  and  either  bring  them  along 
to  the  convention  or  mail  them  to 
NMAA  headquarters  at  328  Lafay¬ 
ette  Building,  5th  &  Chestnut 
Streets,  Philadelphia  6,  Penna.  Ex¬ 
perts  on  the  panels  of  the  various 
forums  will  answer  all  questions 
from  the  cards.  This  will  take 
place  during  the  question  and 
answer  period  which  will  follow 
speeches  by  panel  members. 

There  will  also  be  a  special  pro¬ 
gram  for  the  ladies  who  are  also 
invited  to  take  part  in  the  various 
luncheons,  cocktail  parties,  and 
banquets. 

The  convention  will  open  offici¬ 
ally  on  Sunday,  January  17th,  with 


CONVENTION  SCHEDULE 

Monday,  january  18,  1954 

10:00  A.M. — Awning  Paint  Clinic 
1 :00  P.M. — Luncheon 
2:00  P.M. — Sales  and  Promotion 
Panel 

5:00  P.M. — Cocktail  Party 

Tuesday,  January  19,  1954 

10:00  A.M. — Shop  Production  & 
Installation  Panel 
2:00  P.M. — Business  Meeting 
5:00  P.M. — Cocktail  Party 
7:00  P.M. — Banquet,  Entertain¬ 
ment  and  Dance 

Wednesday,  January  20,  1954 

10:00  A.M. — Ordinance  Clinic 
12:30  P.M. — Cocktail  Party 
1 :30  P.M. — Luncheon 


registration  open  from  1  p.m.  to 
4  p.m.  NMAA  directors  will  meet 
at  2:30  p.m.  and  the  Nominating 
Committee  will  hold  its  meeting 
at  3:00  p.m. 

On  Monday,  January  18th,  regis¬ 
tration  will  be  open  from  8  a.m. 
to  10  a.m.  At  10  a.m.  the  first 
forum  of  the  convention  will  be 
held.  This  is  the  very  important 
Paint  Clinic  at  which  will  be  dis- 


Julius  C.  Dubin 


J.  E.  Orchard 


Clyde  Phillips 


Orville  J.  Spawn 


J.  M.  Brennan 


H.  D.  Kraft 
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of  National  Metal  Awning  Association 
Fla.,  lannary  18-20 


cussed  the  latest  techniques  in  pre- 
parinpr  for  and  painting  metal 
awnings.  Glenn  Sinnott,  past  di¬ 
rector  of  the  NMAA,  will  act  as 
moderator  of  the  discussion. 

Among  the  experts  who  will 
speak  on  paint  problems  and  tech¬ 
niques  are: 

F.  P.  Spruance,  Jr.,  Assistant 
Sales  Manager  of  American  Chemi¬ 
cal  Paint  Co.,  Ambler,  Pa.,  (Alo- 
dine  producer). 


H.  S.  Klund,  Technical  Director, 
Jones  Blair  Paint  Co.,  Inc.,  Hou.s- 
ton,  Tex. 

The  Dupont  Co.  has  agreed  to 
send  one  of  its  top  technical  men, 
Orville  J.  Spawn,  to  discuss  coating 
for  before  forming. 

A  question  and  answer  period 
will  follow  the  speeches  of  the 
paint  experts. 

After  a  luncheon  at  1  p.m.  cour¬ 
tesy  of  NMAA  there  will  be  a 


Sales  and  Promotion  Panel  moder¬ 
ated  by  Henry  Williams,  Sales 
Manager  of  the  Victor  Awning 
Co.,  St.  Joseph,  Mich.  This  forum 
will  begin  at  2  p.m.  Listed  as 
speakers  for  this  forum  are: 

Julius  C.  Dubin,  Dubin  &  Feld¬ 
man,  Inc.,  Pittsburgh,  Pa.,  account 
executive  of  Alumaroll  and  adver¬ 
tising  consultant  for  the  NMAA 
who  will  discuss  national  advertis¬ 
ing  programs. 

Jay  Victor  of  Victor  Associates, 
Newark,  N.  J.,  account  executive 
of  Kool-Vent  of  N.  J.,  who  will 
discuss  how  to  conduct  a  local  ad¬ 
vertising  program. 

Clyde  Phillips,  Vice  President  of 
the  Elmer  Wheeling  Sales  Train¬ 
ing  Institute,  whose  topic  will  be, 
“Selling  Our  Way  To  Continued 
Prosperity.”  Mr.  Phillips  will  em¬ 
phasize  methods  of  training  am 
awning  sales  force,  developing  a 
good  sales  manual,  and  setting  up 
a  Sizzle  Lab.  (This  is  the  famous 
“Sell  the  sizzle,  not  the  steak” 
approach). 

Following  this  panel  there  will 
be  a  question  and  answer  period  to 
allow  for  full  discussion  of  sales 
{Contimied  on  Page  120) 


I.  S.  Klund 


Jay  Victor 


T.  S.  Bottom 


Henry  Williams 


F.  P.  Soruance.  Jr. 
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Faith  Moved  Nonntam  of  Muminiim 

For  National  Metal  Awning  Association 


By  STANLEY  W.  HOFFMAN 
Executiye  Secretary,  NMAA 


Faith  in  the  metal  awning  indus¬ 
try  moved  a  mountain  of  aluminum 
this  year.  Greatest  source  of  this 
faith  was  the  National  Metal  Awn¬ 
ing  Association. 

The  growth  of  the  NMAA  came 
as  the  result  of  a  determined  effort 
by  a  group  of  desperate  business¬ 
men  from  the  death  that  aluminum 
curtailment  was  certain  to  bring. 

Their  united  front  enabled  them 
to  ride  out  the  problem  and  to 
emerge  without  too  many  scars. 
The  common  enemy  gone  and  the 
fight  for  survival  currently  in  the 
background,  many  of  the  Old  Sol¬ 
diers  of  the  Aluminum  Curtailment 
Campaign  have  gone  back  into  civ¬ 
vies  and  are  interested  again  in  the 
profit  possibilities  of  an  industry 
destined  to  grow  even  larger  than 
the  canvas  awning  industry. 

The  job  of  NMAA  today  is  to 
secure  that  profit  for  the  member¬ 
ship.  Hence  our  theme — BUILD¬ 
ING  THE  INDUSTRY  WITH 
PRACTICAL  ORGANIZED  SER¬ 
VICES. 

The  association  has  planned  for 
the  metal  awning  industry  one  of 
the  most  informative  and  practical 
conventions  in  the  home  improve¬ 
ment  field.  This  takes  form  Janu¬ 
ary"  18-20,  1954,  Jacksonville,  Fla. 
The  Convention  Committee  headed 
by  Mr.  George  Ferber  is  talking  in 
terms  of  200  delegates  and  up,  with 
good  reason. 


Stanley  W.  Hoffman 


Men  wdth  know-how  are  featured 
for  every  phase  of  the  program. 
The  convention  is  bringing  dele¬ 
gates  to  Florida,  instead  of  Florida 
attracting  delegates.  Fabulous  pro¬ 
grams,  including  one  for  the  ladies, 
will  be  announced  later. 

Association  membership  has 
jumped  more  than  25  per  cent  the 
last  four  months.  NMAA  had  at 
this  writing  126  active  members 
contributing  to  the  largest  bank 
account  in  the  history  of  the  group. 

Membership  Money 

This  membership  money  will  be 
used  directly  to  assist  the  members 
in  planning  for  distribution  and 
production;  maintaining  and  ad¬ 
vertising  our  highly  ethical  selling 
code ;  providing  installation,  selling, 
painting  and  other  know-how  in¬ 
formation;  wooing  the  opinion  of 
people  with  direct  mail  releases  to 


groups  such  as  awning  owners, 
building  inspectors,  home  builders, 
motel  owners,  and  the  public  and 
trade  press. 

These  services  will  be  taken  on 
one  at  a  time,  with  the  more  im¬ 
portant  being  put  into  operation  in 
1954,  starting  with  the  huge  Janu¬ 
ary  convention. 

Publication 

NMAA  now  has  a  monthly  news 
publication.  Corny,  but  apt,  is  its 
title  of  “Let’s  Hang  Together.”  This 
publication  has  gotten  a  warm  re¬ 
sponse  from  many  individual  mem¬ 
bers  for  its  timely  information  on 
the  association  affairs,  government 
regulations,  business  statistics  and 
member  personals.  Currently,  the 
publication  is  going  through  an  ex¬ 
perimental  phase  with  various  fore¬ 
mats  and  type  faces,  to  determine 
which  w'ill  receive  the  most  reading 
at  the  most  economical  compromise. 
All  our  services  will  evolve  tailored 
to  the  membership. 

This  is  a  membership  to  be  proud 
of.  The  leadership  of  President 
Jack  Orchard  and  his  capable 
Board  of  Directors  has  enabled  the 
NMAA  to  put  on  long  pants.  Their 
enthusiasm  generated  such  interest 
that  NMAA  was  compelled  to  ob¬ 
tain  the  services  of  a  salaried  Ex¬ 
ecutive  Secretary,  Stanley  W.  Hoff¬ 
man,  and  move  its  office  to  larger 
quarters  in  Philadelphia,  Pa. 

It  is  Hoffman’s  responsibility  to 
channel  correspondence,  coordinate 
services,  present  situations  impar¬ 
tially,  and  look  after  the  various 
specialized  details  of  administra¬ 
tion.  The  association  headquarters 
{Continued  on  Page  114) 
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Above:  Venetian  Jalousie  Co.  of  Clevelond 


Fast,  Competent  Service  Spells 
Success  for  this  Cleveland  Dealer 


By  HOMER  L.  HENDRICKSON 
Special  Correspondent 
Building  Specialties 


That  age-old  theory  that  fast 
and  competent  service  spells 
success  is  still  paying  off  handsome 
dividends.  Or,  so  it  has  for  Myron 
C.  Force,  owner  of  Venetian  Ja¬ 
lousie  Co.  of  Cleveland.  By  adopt¬ 
ing  this  as  a  guiding  principle. 
Force,  in  only  two  years,  has  sky¬ 
rocketed  his  young  firm  into  the 
enviable  position  as  Ohio’s  largest 
jalousie  dealer. 

No  more  than  10  days  elapses 
from  the  time  a  customer’s  order 
is  taken  until  Venetian  has  the  job 
completed.  “Speed”,  say  Force, 
“is  indispensable.” 

“Potential  customers  lose  inter¬ 
est  fast  if  they  learn  they  have; 
to  wait  weeks  or  months  before 
their  order  can  be  filled,”  he  said. 
“We  have  increased  our  sales  by 
providing  fast  service  and  adver¬ 
tising  the  fact.” 


Myron  C.  Force 


However,  speed  doesn’t  mean  a 
slip-shod  installation  job  or  sacri¬ 
fice  in  quality  or  workmanship. 

One  of  the  main  reasons  for 
Venetian  being  able  to  guarantee 
speedy  installation  is  the  fact  that 
it  maintains,  at  all  times,  an  ade¬ 
quate  and  complete  stock  of  KD 
jalousie  window  parts.  Head  and 
sill  sections  are  cut  from  long 
lengths  and  can  be  fabricated  to 


any  size  window’  in  a  matter  of 
minutes  from  the  time  the  orders 
are  received. 

Further,  they  make  their  own 
.screens  and  maintain  no  le.ss  than 
a  truckload  quantity  of  gla.ss  in 
stock  at  all  times.  All  this  elimin¬ 
ates  the  need  for  special  rush 
orders  from  the  manufacturer  and 
assures  cu.stomers  fast  delivery. 

Busine.s.s  Unique 

The  business  is  unique  in  that 
only  jalousies  are  sold  by  the  com¬ 
pany.  Venetian  handles  no  other 
product.  It  is  the  Ohio  distributor 
for  Pro-Tect-U  Jalousie  Corp.  of 
Coral  Gables,  Fla.  Force  attributes 
a  great  deal  of  his  success  to  Pro- 
Tect-U,  not  only  because  of  the 
quality  and  flexibility  of  their 
product,  but  because  of  their  fine 
company  policies,  excellent  dealer 
aids  and  national  advertising. 

A  large  percentage  of  the  volume 
done  by  Venetian  is  so-called  “do- 
it-yourself”  sales  where  jalousie 
materials  are  delivered  to  the  cus¬ 
tomer  for  his  own  installation. 

(Continued  on  Page  96) 
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Add  to  Your  Sales  Volnme  with 


Pre-Engineered  Garages 


By  MARK  SYRKIN.  Vice  Pres., 
Lock-Rrite  Structures,  Inc. 
Lawrence,  N.  Y. 


rpHERE  are  thousands  of  home 
owners  who  lack  satisfactory 
jfarapres  for  their  cars.  In  some 
cases  builders  have  completed 
small  homes  without  adding  a 
garage  in  order  to  make  the  asking 
price  for  the  house  lower.  The 
prospective  home  owner  may  ask 
the  builder  to  construct  the  garage 
or  he  may  wait  to  have  this  done 
at  a  later  date.  Very  often  he  finds 
that  he  cannot  afford  both  the 
garage  and  the  house  at  the  same 
time  and  delays  building  a  garage 
until  he  is  better  able  to  finance  it. 
In  addition,  many  older  homes 
which  were  originally  constructed 
without  garages  are  now  being 
modernized  to  meet  the  needs  of 
larger  families  who  cannot  be 
accommodated  in  the  small  new 
houses  being  built  today.  Almost 
invariably  such  modernization  in¬ 
cludes  the  addition  of  a  new  garage 
if  there  is  space  for  it.  There  is 
thus  a  very  extensive  market  for 
garages  and  the  alert  dealer  who 
promotes  this  product  intelligently 
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can  expect  a  very  satisfactory  re¬ 
turn. 

The  dealer  now  selling  combina¬ 
tion  windows,  metal  awnings,  and 
other  home  improvement  products 
will  find  that  Pre-engineered  Wood 
Garages  tie  in  ideally  with  his 


2  Measurements  ore  made  diagonally 
■  across  foundation  from  comer  to  cor¬ 
ner.  When  bvth  measurements  read  the 
same,  sills  ore  square  on  foundation.  Four 
comers  of  sills  are  secured  to  foundation. 
Next,  all  four  sides  are  sighted  to  make 
sure  sills  are  straight.  Once  they  are 
straight,  they  are  secured  all  along. 


other  items.  Like  so  many  of  his 
other  products  this  type  of  garage 
is  assembled  on  the  job  out  of  pre¬ 
built  panels  and  precision  cut  parts. 
It  is  delivered  to  the  site  by  a  trailer 
truck  as  a  complete  package  with 
all  the  parts  and  hardware  neces¬ 
sary  for  erection. 

The  only  preparatory  require¬ 
ments  are  a  level  site  foundation 
when  required  and  a  con- 
(Continued  on  Page  114) 


3  Sections  are  placed  on  sills  in  order 
■*  numbered.  Seam  formeJ  by  wall  sec¬ 
tions  must  be  tight  before  nailing  together. 
Gables  are  placed  on  top  of  sections  and 
nailed.  Lip  on  guble  must  be  tight  up 
against  full  length  of  wall  section.  Double 
plate  is  nailed  on  top  of  sections  in  space 
provided.  Next,  bottom  sections  are  lined 
up. 
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4  After  oil  sections  ore  nailed  securely  to  sills,  tops  of 
■  sections  ore  lined  up  and  braced  from  inside  structure. 
Roofing  boards  ore  used  for  bracing.  Braces  at  center  seam 
must  be  installed  from  inside  os  shown. 


IB  Tie  beams  ore  nailed  every  four  feet  across  tops  of  sec- 
tions.  Ridge  and  plotes  on  tops  of  sections  ore  marked 
out  in  preparation  for  nailing  rafters.  Spacing  is  16  inches 
from  center  of  rafter  to  center  of  next  rafter. 


6  After  ridge  has  been  cut  to  proper  length, "one  end  is 
*  placed  in  slot  provided  in  gable.  Next,  two  rafters  are 
nailed  from  both  sides  of  structure  to  the  other  end  of  ridge. 
One  end  of  second  piece  of  ridge  is  placed  in  slot  of  other 
gable  and  connected  to  ridge  board.  Before  more  rafters  are 
nailed  in  place,  ridge  must  be  checked  to  make  sure  it  is 
straight  and  level.  A  line  is  strung  from  gable  top  to  gable  top 
to  insure  that  ridge  board  is  level. 


7  After  all  rafters  are  nailed  in  place,  suffit  board  is 
■  placed  underneath  overhang  of  roHers  and  noiled.  Roof¬ 
ing  boards  ore  started  by  bringing  first  board  out  even  with 
edge  of  rafter.  After  this  is  done,  rest  of  roof  is  then  sheathed. 
Roofing  boards  ore  alternated  so  that  all  joints  ore  not  on  one 
rafter. 


8  Roofing  boards  are  trimmed  evenly  on  both  ends  of 
■  garage.  1x4  boards  marked  "rake"  ore  nailed  to  edge 
of  sheathing.  Next,  1x4  boards  marked  "facia"  are  nailed  on 
ends  of  rafters.  Next,  shingles  are  nailed  on  roof.  Manufac¬ 
turers'  instructions  on  shingle  package  should  be  followed. 
After  shingling,  corner  boards  are  nailed  on. 


9  Braces  are  remaved  frofn  inside  structure;  windows  fitted 
■  in  openings.  Shutters  ore  then  nailed  on  sides  of  windows. 
Door  is  hung  according  to  manufacturers'  instructions  con¬ 
tained  in  box  of  door  hardware. 
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Factoring  is  a  Powerful 
Management  Sales  Tool 


By  WALTER  M.  KELLY 
Vice-President 
Commercicd  Factors,  Inc. 


■JVTANY  manufacturers  and  fab- 
ricators  of  aluminum  building 
products,  particularly  manufactur¬ 
ers  of  storm  doors  and  windows, 
screens  and  awnings,  have  dis¬ 
covered  that  the  lush  days  of  a 
seller's  market  have  disappeared. 

What  has  brought  about  this 
rather  sudden  change?  In  our 
opinion  it  is  due  to: 

1.  Increase  in  availability  of 
aluminum.  Production  of 
aluminum  in  the  first  nine 
months  of  1953  totaled 
1,855,000,000  pounds.  Total 
production  for  1953  will  be 
approximately  25%  great¬ 
er  than  1952  which  set  a 
previous  all-time  high 
record. 

2.  Increase  in  number  and 
productive  capacity  of 
manufacturers  of  finished 
aluminum  products. 

3.  Decrease  in  new  home  con¬ 
struction.  New  homes  for 
1954  are  estimated  in  the 
vicinity  of  850,000,  some 
15%  less  than  the  number 
built  in  1953. 

•  On  the  other  hand,  we  believe 
that  there  are  many  favorable  de¬ 
velopments  which  can  work  to  the 


advantage  of  the  progressive, 
wide-awake  manufacturer.  The 
favorable  conditions  are: 

1.  Greater  availability  of 
aluminum. 

2.  More  effective  and  econo¬ 
mical  productive  facilities 
and  equipment. 

3.  Increased  need  for  home 
improvement. 

4.  Rapidly  expanding  popu¬ 
lation 

5.  Population  movement  to 
suburbs 

6.  High  level  of  national  in¬ 
come  and  savings 

These  various  and  conflicting 
conditions  spell  out  a  restoration 
of  competitive  conditions  that  once 
were  normal  and  probably  will 
again  be  considered  as  such.  But, 
they  point  up  the  need  for  in¬ 
creased  selling  effectiveness. 

Because  of  this  most  manufac¬ 
turers  will  want  to  step  back  a 


moment  to  determine  whether  they 
are  geared  to  meet  competition  and 
expand  their  sales  on  a  sound 
basis.  In  doing  so  they  will  prob¬ 
ably  want  to  re-examine  their 

1.  Product  line. 

2.  Marketing  opportunities 
by  type  of  product,  by 
geographical  locations. 

3.  Basic  distribution  policies. 

4.  Actual  selling  practices. 

Finally,  they  will  want  to  de¬ 
termine  their  financial  ability  to 
reach  their  goals;  also  the  risks 
involved  in  attaining  the  end  ob¬ 
jectives. 

Let  us  assume  now  that  each 
manufacturer  has  examined  and 
determined  the  approach  which 
will  enable  him  to  meet  competi¬ 
tion.  Then  he  discovers  that  his 
present  working  capital  will  not 
permit  him  to  put  into  effect  these 
policies;  or  perhaps,  he  has  the 
necessary  capital  but  feels  that  the 
risks  involved  are  too  great.  He 
will  probably  make  compromises 
on  variety  of  product  line  and 
quantity  discounts,  go  more  slowly 
in  adding  more  salesmen  and  dis¬ 
tributors,  and  be  less  willing  to 
grant  competitive  lines  and  credit 
terms  to  his  customers.  However, 
if  some  one  were  able  and  willing 
to  share  the  financial  load  and 
credit  risks,  and  also  assist  in 
pointing  out  sales  opportunities, 
he  would  be  more  inclined  to  pro¬ 
ceed  with  his  original  plans. 

In  our  article  last  month  we 
pointed  out  that  the  experienced 
Factor  buys  his  clients’  sales  for 
cash  and  without  recourse,  takes 
over  the  financial,  credit,  book- 

(Continued  on  Page  110) 
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Tub  Enclosues  Can  Be 
One  of  Yonr  Best  Winter  Sellers 


The  rapid  improvements  in  the 
design  and  construction  of  tub 
enclosures  in  recent  years  has 
made  it  possible  for  specialty  deal¬ 
ers  to  sell  and  install  doors  that  are 
produced  by  assembly  line  tech¬ 
niques.  Modern  tub  enclosures  are 
so  well  designed  that  it  is  easy  to 
secure  a  permanent,  close-fitting, 
water-tight  job. 

Thus  the  homeowner  can  enjoy 
all  the  pleasures  and  convenience 
of  a  tub  enclosure  that  appears  to 
be  custom-made,  but  which  is  in¬ 
stalled  at  a  fraction  of  custom-job 
cost. 

For  the  dealer,  these  qualities  of 
sure,  easy  installation  and  custom- 
made  appearance  result  in  a  poten¬ 
tially  tremendous  middle-income 
bracket  homeowner  market.  It  is 
a  market  particularly  receptive  to 
home  improvements,  and  the  tub 
enclosure  —  because  it  has  now  be¬ 
come  a  relatively  low-cost  specialty 
item  which  adds  a  note  of  real 
richness  and  “custom-made”  lux¬ 
ury  to  the  home  —  is  fast  becoming 
a  best  seller  for  these  dealers  who 
have  realized  its  potential  and  are 
promoting  it  aggressively. 

Non-Seasonal 

Like  most  building  specialties, 
the  tub  enclosure  is  non-seasonal, 
and  now,  during  the  winter  months 
when  your  installation  crew  is  not 
quite  as  pressed  for  time  as  during 
other  months,  there  is  a  good  op¬ 
portunity  to  advertise  and  promote 
the  product  with  the  added  advan¬ 
tage  of  being  able  to  guarantee  the 


homeowner  —  “no  waiting ;  imme¬ 
diate  installation.”  You  will  find 
that  at  least  ninety  per  cent  of 
installations  can  be  made  from 
your  standard  stock. 

Sales  Points 

In  regard  to  selling,  there  are 
many  strong  points  the  salesman 
can  stress  to  increase  the  natural 
desire  of  the  homeowner  to  refur¬ 
bish  and  beautify  his  bathroom 
with  enclosure  doors.  Keep  in  mind 
the  following: 


Tub  enclosures  literally  trans¬ 
form  old-fashioned,  dated  bath¬ 
rooms  into  modern  streamlined 
beauties. 

Installation  is  quick,  simple ;  the 
homeowner  will  not  be  inconveni¬ 
enced;  usually  only  a  short  time 
is  required  for  a  skilled  workman 
to  install  an  up-to-date  enclosure 
guaranteed  to  be  splash-tight  and 
draft-free. 

Tub  enclosure  installation  cre¬ 
ates  new  comfort  and  health  bene¬ 
fits.  Family  members  can  shower 
or  bathe  in  warmth,  without  fear 


Simple,  modern  beauty 
of  a  shower  door  in¬ 
stallation  is  shown 
right.  No  more  wet 
hoiardous  doors  or 
drafty  shower  cur- 
toins!  Dealers  can 
profit  by  promoting 
and  selling  this  popu¬ 
lar  item  now. 
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of  drafts,  chills  or  the  clammy  cold 
clinging  of  (frequently)  germ¬ 
laden  shower  curtains.  Because 
such  enclosures  are  splash-tight, 


there  are  no  more  wet  slippery 
bathroom  floors  to  contend  with ; 
footing  is  dry  and  sure  and  present 
no  hazards  to  life  and  limb.  There 
are  also  no  pools  of  water  to  mop 
up  after  each  shower  or  bath. 

Shower  curtains  require  fre¬ 
quent  laundering  or  replacement; 
shower  doors,  on  the  other  hand, 
present  a  bright  permanent  spark¬ 
ling  surface  that  wipes  clean  and 
dry  in  a  jiffy. 

Advantages 

Armed  with  a  list  of  tub  enclo¬ 
sure  advantages  such  as  the  above, 
salesmen — particularly  if  they  are 
equipped  with  a  miniature  model 
of  the  enclosure  and  a  good  supply 
of  photos  —  are  finding  it  easy  to 
sell  the  idea  of  this  new  bathroom 
convenience,  comfort  and  beauty. 

Any  woman  is  naturally  inter¬ 
ested  in  a  home  improvement  prod¬ 
uct  which  lightens  her  housework, 
improves  her  family’s  health  and 
at  the  same  time  beautifies  her 
home.  She  readily  sees  the  many 
advantages  of  eliminating  wet 
floors  and  discarding  out-model 
shower  curtains  as  well  as  the  new 
note  of  luxury  shower  doors  will 
add  to  her  bathroom.  And  it  is  a 
fact  that  men,  too,  like  tub  enclo¬ 
sures  not  only  because  of  their 
convenience,  attractiveness  and 
economy,  but  because  they  elimi¬ 
nate  possible  damage  to  the  ceiling 
below  the  bathroom  caused  by 
water  seepage. 

In  addition,  the  materials  used 
in  the  construction  and  manufac¬ 
ture  of  modern  shower  doors  will 
be  of  interest  to  the  customer. 

Aluminum  Used 

Aluminum  is  used  to  give  the 
doors  an  ultra-modern  appearance. 
Door  frames  are  made  of  thick, 
rust-proof  polished  aluminum  that 
keep  its  luster  and  beauty  with  a 
minimum  of  care.  The  doors  them¬ 
selves  are  made  of  heavy  glass  set 
in  water-tight  rubber  gaskets.  The 


glass  is  translucent,  providing  suf¬ 
ficient  privacy  yet  full  illumina¬ 
tion.  Added  to  the  above  improve¬ 
ments,  is  a  selective  assortment  of 
glass,  including  new  sand-blasted 
designs  and  monograms  if  desired. 

Installation  Methods 

Methods  of  installation  vary 
somewhat  depending  on  the  manu¬ 
facturer,  but  all  installation  meth¬ 
ods  are  extremely  simple  and  in¬ 
volve  no  special  problems.  Even 
unskilled  help  can  be  very  easily 
trained  to  do  the  work  necessary. 

One  example  of  installation  pro¬ 
cedure  based  on  the  model  shown 
is  as  follows : 

Shower  door  carton  contains  the 
following  parts:  1.  Upright  jamb 
(two  sections)  ;  2.  Top  bearing 
track  (one  section)  ;  3.  Bottom 
guide  track  (one  section)  ;  4.  Two 
shower  doors;  5.  Tube  of  mastic; 
6.  Six  screws  for  fastening  upright 
jambs;  7.  Wand;  8.  Handles  and 
two  screws. 

The  first  step  is  to  check  the  tub 
rim.  If  not  level,  the  upbottom 
of  the  upright  jamb  is  shimmed  to 
level  mark  (Fig.  1). 

Next  Step 

Next,  the  upright  jamb  on  tub 
rim  is  centered  and  plumbed  in 
both  directions,  using  a  shim 
where  wall  is  not  in  plumb  (Fig. 
2).  Location  of  screw  holes  are 
marked  on  wall  through  holes 
already  in  upright  jamb.  Mastic 
is  then  put  on  center  section  on 
back  of  upright  jamb  (Fig.  3) 
which  is  fastened  to  wall  at  pre¬ 
viously  marked  locations,  using 
mastic  to  cover  any  necessary 
fillers  between  wall  and  upright 
jamb. 

After  this,  the  distance  inside 
of  upright  jambs  on  tub  rim  is 
measured.  Bottom  track  is  cut  to 
this  measurement  with  a  hacksaw. 
If  tub  rim  is  not  level,  it  is  neces¬ 
sary  to  shim  up  low  end  of  guide 
track  to  level  line  (Fig.  1).  Mastic 
{Continued  on  Page  113) 
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Frank  Sondola  at  his  desk. 


One  of  the  snappy  Ramblers  which  Sell* 
Your-Self  provides  for  the  representatives. 
They  go  on  vacation  with  the  boys,  too. 


The  soles  boord  in  the  "estimators"  room 
of  Sell*Your-Self. 


Headquarters  of  Sell*Your-Self  Company, 
at  165  Franklin  Ave.,  Nutley,  N.  J. 


Television  Advertising  Boosts 
Business  for  N.  I.  Dealer 


By  O.  J.  MARK 
Specicd  Correspondent 
Building  Specicdties 


WHEN  is  a  salesman  not  a 
salesman?  When  he’s  an  “esti¬ 
mator.”  Frank  Sandola  of  the 
booming  Sell-Your-Self  Company, 
with  three  branches  so  far  in  Nut- 
ley,  Newark,  and  Dunellen,  New 
Jersey,  insists  that  more  than  a 
verbal  trick  is  involved.  His  rep¬ 
resentatives  are  trained  to  stress 
the  legally  registered  name  of  the 
company  in  their  sales  approach, 
and  to  insist  that  the  customer 
saves  the  salesman’s  commission 
by  making  up  his  mind  himself  on 
the  basis  of  the  estimate  left  with 
him. 

Sandola  says  he  will  not  un-traiu 
men  who  have  worked  for  other 
companies,  “even  if  they’re  the  hoi 
shots  they  say  they  are.” 

Whatever  the  words  Sandola 
uses  to  describe  Sell-Your-Self’s 
way  of  doing  business,  the  results 
seem  to  justify  him.  With  an  over¬ 
all  staff  of  38  employees,  a  gross 
of  $750,000,  and  his  own  advertis¬ 
ing  staff  with  a  budget  of  10%  of 
the  gross,  he  is  confident,  riding 
high,  and  pushing  for  more  of  the 
business  around. 

Public  relations  and  staff  rela¬ 
tions  are  the  twin  keys  to  the  com¬ 
bination  door  of  Sell-Your-Self’s 
success.  With  a  heavy  expenditure 
on  television  and  radio,  an  elabo¬ 
rate  follow-up-the-customer  and 
let -the -neighbor -know  program. 


and  a  snappy  fleet  of  “estimators’  ” 
station  wagons  and  delivery  trucks 
well  marked  with  the  company’s 
message,  Sandola  is  building  up  a 
healthy  capital  of  public  conscious¬ 
ness  of  his  outfit.  And  at  home,  a 
generous  salary,  vacation,  bonus, 
and  insurance  program  keeps  his 
sales,  administrative,  and  mechan¬ 
ical  staffs  punching  away. 

With  a  mailing  list  approaching 
25,000,  derived  from  home-owners 
lists,  the  street-by-street  telephone 
directory,  and  personal  recommen¬ 
dations,  as  well  as  past  customers, 
Sell-Your-Self  has  a  steady  target 
for  spot  messages. 

Spot  Messages 

One  standard  piece  of  literature 
has  the  headline  “Prevent  Acci¬ 
dents  with  Keystone  Trackless 
Aluminum  Combination  Storm  and 
Screen  Windows”  and  a  bonus  offer 
of  a  storm  door  for  $39.95  with  the 
purchase  of  ten  windows.  Pointing 
to  the  detachable  post-paid  busi¬ 
ness  reply  card  is  a  little  box 
entitled  “A-B-C’s  of  Sell-Ur-Self : 
A.  No  salesmen;  B.  You  Save  and 
Save  and  Save ;  C.  You  buy  the  best 
for  less.”  The  other  side  has  a 
picture  of  the  free  gift  which  the 
estimator  will  bring,  an  outdoor 
thermometer  that  retails  for  $2.00. 
(Sandola  says  he’s  already  distrib¬ 
uted  $4,000  worth  of  thermom¬ 
eters,  bought  in  bulk  at  about  55 
cents  apiece.)  There  is  also  a  re¬ 
duced  reproduction  of  the  Sell- 
Your-Self  ten-year  guarantee,  and, 
next  to  the  address  space,  a  re- 
(Continued  on  Page  100) 
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From  Data  Furnished  By 
Notional  Mineral  Wool 
Association 


Part  111 

ly  T OISTURE  may  be  an  insidious 
and  dangerous  enemy  to  the 
homeowner.  As  was  pointed  out  by 
Building  Specialties  in  its  last  two 
issues,  householders  sometimes  dis¬ 
cover  too  late  that  excessive  mois¬ 
ture  can  cause  extensive  and  ex¬ 
pensive  damage  in  the  form  of 
mildew,  rust,  spoiled  decorations, 
blistered  and  peeling  paint  and 
even  structural  deterioration  by 
rotting  timbers  and  sheathing.  It 
was  pointed  out,  too,  that  direct- 
to-consumer  salesmen  in  home  im- 
))rovement  lines  have  a  substantial 
stake  in  problems  rising  from  the 
presence  in  homes  of  excessive 
moisture.  For,  too,  often,  sound 
building  products,  including  some 
of  those  sold  by  the  direct-to-con- 
sumer  salesman,  are  blamed  un¬ 
fairly  for  damage  caused  by  un¬ 
trolled  moisture.  Such  things  as 
paint,  insulation,  storm  windows 
and  storm  doors  are  among  prod¬ 
ucts  w'hich  have  been  wrongly 
blamed  for  such  damage. 

As  a  service  to  customers,  and 
also  for  .self-defense,  the  direct-to- 
consumer  salesman  in  the  home  im¬ 
provement  field  should  become  well 
acquainted  w'ith  the  home  moisture 
problem  and  its  solution.  To  help 
the  salesman  build  goodwill  and 
customer-acceptance  of  his  prod¬ 
ucts,  Building  Specialties  already 
has  discussed  the  control  of  ex¬ 
cessive  moisture  arising  from 
sources  inside  the  home  and  be¬ 


neath  the  structure.  In  this  con¬ 
cluding  article  we  will  survey  ad¬ 
ditional  underside  moisture  sources 
as  well  as  remedial  measures  for 
moisture  coming  into  the  house 
from  outside  sources. 

But,  first,  an  important  distinc¬ 
tion  should  be  made:  Moisture 
damage  to  a  home  does  not  neces¬ 
sarily  mean  that  a  “condensation” 
problem  exists  in  that  home.  Frank 
E.  Parsons,  engineer  with  the  Na¬ 
tional  Mineral  Wool  Association 

and  author  of  the  association-spon-  ax^ - 

sored  booklet,  “How  to  Control 
Moisture  in  Homes,”  says: 

“The  public  at  large,  unedu¬ 
cated  in  moisture  problems,  some¬ 
times  mistakenly  attributes  any 
damage  to  a  house  caused  by  mois¬ 
ture  from  any  source  to  be  a  con¬ 
densation  problem.  But,  condensa¬ 
tion  is  the  change  of  water  from 
the  vapor  state  to  the  liquid  or  solid 
.state.  It  is  a  common  phenomenon 
about  which  there  is  nothing  mys¬ 
terious  or  unusual.  The  funda¬ 
mental  cause  of  condensation  is  too 
much  moisture,  or  water  vapor, 
within  the  air. 


“But  moisture  damage  also  may 
be  caused  by  water  entering  the 
home  from  the  outside — water  that 
has  no  relation  to  the  problem  of 
condensation.  This  moisture  might 
be  blown  as  rain  through  a  poor 
pattern  of  siding.  It  might  come 
from  ice  dams  backing  up  under 
roof  shingles  to  melt  and  drip  into 
wall  spaces.  It  may  be  from  other 
outside  sources. 
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Chimneys  should  be  well  constructed  with 
details  properly  arranged  as  shown  in  the 
sketch. 


“When  the  homeowmer  learns 
that  all  moisture  problems  are  not 
condensation  problems,  he  is  bet¬ 
ter  prepared  to  find  the  source  of 
the  problem  as  well  as  the  solution 
to  it.” 

Recognition  of  where  moisture 
comes  from  is  the  key  to  success  in 
combatting  it.  The  .salesman  who 
can  help  the  homeowner  in  this  re¬ 
spect  renders  a  service  that  cannot 
fail  to  be  of  value  to  him  in  secur¬ 
ing  goodwill  and  consumer  accept¬ 
ance  of  sound  products  which  may 
have  been  blamed  unfairly  for  the 
damage  caused  by  moisture. 

As  was  pointed  out  in  the  pre¬ 
ceding  article,  the  underside  of  the 


diuum. 


Drawings  courtesy  Nat’l  Mineral  H''ool  Assn. 

Ventilation  of  crawl  space  should  be  pro* 
vided  with  use  of  at  least  four  vent  open¬ 
ings,  one  near  each  corner  of  the  building. 
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For  You! 


house  is  a  major  source  of  water 
vapor  which  can  cause  true  con¬ 
densation  problems.  Corrective 
measures  for  problems  originating 
with  basement  floors,  crawl  spaces 
and  concrete  slab  floors  have  been 
outlined  in  preceding  articles. 
There  are  numerous  other  pos¬ 
sible  sources  of  troublesome  water 
vapor,  evaporated  into  the  air  by 
damp  basement  walls  and  footings, 
cored  masonry  construction  in 
walls  and  foundations,  areaways 
and  basement  doors,  sumps,  drains, 
gutters,  downspouts  and  cisterns. 
All  these  should  be  kept  in  mind 
when  checking  for  possible  sources 
of  trouble.  However,  any  trouble 
here  generally  stems  from  faulty 
construction  and  its  elimination 
may  be  a  major  project,  calling  for 
the  services  of  building  experts. 

The  main  avenue  for  the  en¬ 
trance  of  water  from  the  outside  is 
the  roof.  Moisture  entering  here  is 
not  condensation.  Nevertheless,  it 
can  be  troublesome  and  dangerous. 
Critical  areas  are  the  roof  cover¬ 
ing,  the  various  flashings  and,  in 
many  cases,  gutters  and  down¬ 
spouts. 


Outside  Moisture 

Another  source  of  outside  mois¬ 
ture  is  driving,  windblown  rain 
which  can  enter  frame  walls  that 
have  been  improperly  constructed 
or  have  been  permitted  to  deterio¬ 
rate.  Obviously,  cracked  weather¬ 
boards  which  permit  rain  to  get 
inside  the  wall  should  be  replaced. 
Nails  should  be  properly  set  and 
adequately  covered  with  putty.  If 
this  is  not  done,  the  paint  film 
{Continued  on  Page  116) 
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OUTSIDE  SURVEY - - 

LOCATIONS  WHAT  TO  LOOK  FOR 

1.  Roofs  Slate,  shingles,  or  tile — broken,  loose,  or  missing  units;  wood  or  composi¬ 

tion  shingles — warping,  decay,  or  huffing;  asphalt  shingles,  roll  roofing, 
or  metal — blistering,  pitting,  open  joints,  or  worn  coatings. 


2. 

Flashings 

Chimney,  vent  pipes,  roof  valleys,  and  junction  of  roof  and  vertical  walls 
— look  for  rust,  corrosion,  or  displacement. 

3. 

Gutters 

Gutters — look  for  debris,  leaves,  leaks,  rust,  lack  of  waterpro<^ing,  do  not 
tip  toward  house,  properly  connected  to  downspouts,  strainer  at  connec¬ 
tion,  Vi"  hardware  cloth  on  gutters  if  near  trees. 

4. 

Downspouts 

Downspouts — look  for  proper  cormections,  adequate  size;  if  they  drain 
into  sewers,  dry  wells,  or  onto  splash  blocks  to  direct  water  away  from 
house. 

5. 

Roof  Eaves 

Eaves — look  for  evidence  of  leaks,  blistered  paint,  need  for  flashing 
under  shingles  at  lowest  3'  of  roof  slope  to  protect  against  ice  dams. 

6. 

Chimneys 

Chimney— check  flue  lining,  soot  deposit,  draft,  pointing  or  replacement 
of  brick.  Also  if  undersized. 

7. 

Skylights 

Skylights  or  other  roof  openings — check  for  leaks,  loose  putty,  cracked 
or  broken  glass,  flashing,  or  paint  condition. 

8. 

Walls 

Brick — check  for  flashing  and  calking  around  openings. 

Stucco — check  for  cracks,  discoloration,  or  wet  streaks  after  rain. 

Wood — check  for  paint  blistering,  moisture  content  of  bottom  sidings,  and 
around  openings,  need  for  paint,  calking,  protection  at  joints  and  exposed 
nail  heads.  Also  if  wood  siding  is  in  contact  with  ground. 

9. 

Windows 

Check  putty,  paint,  flashing,  calking  and  weatherstrip,  storm  sash,  exces- 

sive  sweating.  Also  for  drip  grooves  under  window  sills. 


UNDERSIDE  SURVEY 


10.  Crawl  Spaces  Check — ventilation  area,  soil,  drainage,  humidity,  vapor  barrier 

(basementless  protection, 
semi-basement) 


11.  Concrete  Slab 
Floors  (base- 
mentless) 

Check — floor  for  moisture  with  rubber  mat;  is  floor  isolated  from  founda¬ 
tion;  perimeter  insulation. 

12.  Basement 

Floors 

Check  with  rubber  mat,  humidity  level  with  psychrometer,  evidence  of 
flooded  basement. 

13.  Foundations. 
Basement  Walls 

Check  for  leaks,  flooding,  type  of  wall,  soil  and  drainage,  drain  tile. 

14.  Basement  Area- 
ways,  Doors, 
Sumps.  Drains. 
Cisterns, 

Gutters 

Check  for  damp  areas;  sumps  should  be  provided  with  large  pump  to 
discharge  drainage  properly;  basement  areaways,  doors,  and  down¬ 
spouts  should  drain  away  from  the  foundations  and  into  storm  sewers  cr 
drag  wells. 

15.  Capping 

Basement 

Foundation 

Be  sure  sill  and  outside  sheathing  and  sidings  are  isolated  from  masonry. 

16.  Building  Site, 
Landscaping 

Check  drainage,  location  of  frees  and  shrubs.  Should  not  be  less  than  3 
feet  from  foundations. 

lXvi9li^£»  dUXtVbZ 

17.  Bathroom 

Ventilation,  signs  of  condensation.  See  if  tile  around  tub  or  shower  is 
watertight  and  properly  calked. 

18.  Kitchen 

Fan  installed,  signs  of  condensation. 

19.  Laundry 

Are  appliances  vented,  fan  in  use. 

20.  Windows 

Check  for  signs  of  sweating,  loose  putty,  worn  paint,  stained  wallpapei 
below. 

21.  Humidiliers  and  i 
Appliances 

Check  if  humidifier  is  required,  if  appliances  are  vented  to  chimney  or 
outdoors,  portable  space  heaters. 

22.  Attic 

Ventilation — check  size  and  location  of  louvers. 

23.  Basement  and  Check  lor  leaks,  humidity  level,  ventilation,  summer  condensation, 
other  areas  mildew,  unvented  appliances. 

beneath  Uving 
quarters 

*  See  "How  To  Get  The  Most  Value  From  Your  Mineral  Wool  Insulation'’  published  by  Sational  Mineral 
Wool  Association. 
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New  NERSICA  Folder  Fights  Advertising 

Outlines  salegnards  for  combination  storm  window  and  door  prospects 


rpHE  illustration  reproduced  be- 
low  shows  the  eye-catching 
cover  of  a  4-page  pamphlet  re¬ 
cently  prepared  and  released  to  its 
members  by  NERSICA  in  its  con¬ 
tinued  effort  to  stamp  out  “Bait” 
advertising. 

These  leaflets  can  be  stamped  with 
the  member’s  firm  name  and  are  in¬ 
tended  for  distribution  to  prospec¬ 
tive  customers  buying  combination 
storm  sash  and  doors.  500,000  of 
the  circulars  are  being  printed  and 
are  priced  at  '<4  of  a  cent  in  multi¬ 
ple  lots  of  500. 

Headline  inside  folder  reads,  “Go 
to  a  Reliable  Dealer.”  Text  stresses 
the  fact  that  the  finest  combination 
.storm  window  or  door  is  no  better 
than  the  company  who  .sells,  in¬ 
stalls  and  services  it.  “Mo.st  dealers 
who  sell  combination  windows  and 
doors,”  text  states,  “are  responsi¬ 
ble,  reputable,  reliable,  honest  busi¬ 
nessmen.”  There  is,  however,  a 
“ruthle.ss  minority”  of  dealers  who 
re.sort  to  vicious  ‘bait’  advertising 
to  lure  its  cu.stomers.” 

“Alluring  Offer” 

The  booklet  defines  “bait”  ad¬ 
vertising  as  “an  alluring  offer  to 
sell  .something  which  the  advertiser 
does  not  actually  intend  to  sell,  tries 
not  to  sell,  or  deliberately  avoids 
selling.”  If  the  customer  “bites”  at  a 
low  priced  combination  window  or 
door,  the  baiter  then  uses  any  tac¬ 
tics  to  pressure  the  consumer  to  a 
switch  to  a  much  higher  priced 
product.  ' 

The  text  further  warns  custo¬ 
mers  against  bait  advertising  by 
outlining  a  number  of  tests  to  ap¬ 
ply  as  safeguards  against  it,  with 


emphasis  on  “Be  Wary  of  the 
Switch!”  Also  included  is  a  con¬ 
cise  check  list  for  prospects,  and 
.several  “Important  Points  to  Re¬ 
member.” 

The  object  of  the  booklet  is,  of 
course,  to  give  3-R  (Responsible, 
Reliable  and  Reputable)  dealers 
ammunition  to  counter  the  vicious, 
actions  of  a  minority  of  unethical 
operators  who  can  give  the  indus¬ 
try  as  a  whole  a  bad  name  in  the 
minds  of  many  consumers. 


Dealers  to  whom  an  advance 
draft  of  the  folder  was  shown  were 
most  enthusiastic  and  placed  im¬ 
mediate  orders  for  considerable 
quantities. 

The  bait  folder  itself,  with  the 
concise  information  contained  in 
it,  was  carefully  designed  so  that 
the  dealer  can  spread  it  over  an  en¬ 
tire  area  he  wants  to  sell  at  a  mini¬ 
mum  of  effort  and  expense. 

P.  O.  Cooperation 

The  Post  Office  Department  has 
issued  instruction  under  date  of 
September  15,  1953  permitting 
mailers  to  request  the  Postmaster 
to  advise  the  mailer  of  the  number 
of  residential  and/or  business  de¬ 
liveries  in  an  area  where  he  desires 
to  di.stribute  direct  mail  material. 
Upon  receipt  of  this  information 
from  the  Postmaster,  the  dealer 
has  only  to  write,  .stamp  or  type  on 
the  envelope  containing  his  mes- 
.sage,  the  words  “RESIDENTIAL 
PATRON”  or  “BUSINESS  PA¬ 
TRON”  depending  upon  the  class  of 
prospect  he  wishes  to  reach.  The 
dealer  then  delivers  the  necessary 
folders  to  the  Post  Office,  securely 
tied  in  bundles  and  carrier  delivers 
one  to  each  patron  in  the  area 
designated.  Single  Route  deliveries 
up  to  complete  deliveries  from  the 
Post  Office  can  be  designated  or 
smaller  areas,  even  down  to  indi¬ 
vidual  blocks,  can  be  covered.  (The 
postage  fee  is  I'/o  cents  up  to  two 
ounces  and  must.be  attached  to  the 
envelope.) 

Distribution  by  the  above  meth¬ 
od  can  be  supplemented  by  the 
dealer’s  personal  mailing  lists, 
(Continued  on  Page  118) 
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Horizontol  conitniction  in  this  louvred  awning  admits  cool 
light,  provides  full-height  ventilation. 


Photo  courtesy  C-Thru  Aluminum  Awning  Co. 


Awning  supports  are  of  ornamental  iron  which  blends  with 
metal  furniture  and  diamond  cross  bars  on  window. 


Aluminum  Awnings  and  Wronght  Iron  Fnmitnie 
Now  an  Extra -Profit  Combination  for  Dealers 


From  Data  Furnished  By 
C*Thru  Aluminum  Awning  Co. 


The  money-making  combination 
of  patio  awnings,  ornamental 
iron  and  wrought  iron  garden  or 
outdoor  furniture  is  well  illustrat¬ 
ed  in  the  pictures  above.  More  and 
more  American  families  are  “mov¬ 
ing  outdoors”  to  patios  and  awn¬ 
ing-shaded  garden  areas  for  the 
health  benefits  afforded  and  the 
fun  of  easy,  relaxed  out-of-doors 
entertaining.  The  smart  dealer  has 
taken  this  trend  as  a  profit-cue  and 
is  selling  furniture  and  awnings 
together. 

The  home  shown  here  is  that  of 
Charles  Luckman,  former  presi¬ 
dent  of  Lever  Bros.  Co.,  and  now 
partner  of  the  well-known  archi¬ 
tectural  firm  of  Pereira  &  Luck- 
man,  and  it  indicates  better  than 
words  how  well  the  modernly 
styled  aluminum  awning  combines 
with  traditional  iron  columns  and 
wrought  iron  furniture  to  create 
a  patio  atmosphere  that  is  tasteful, 
comfortable  and  inviting. 

Note  how  ornamental  iron  was 
also  employed  as  structural  sup¬ 
ports  for  the  awning,  and  as  a 
simple  but  very  sturdy  railing 
around  the  whole  outdoor  area. 


The  photographs  shown  here  are 
particularly  significant  since  they 
constitute  recognition  by  a  well 
known  architect  of  the  usefullness 
and  beauty  of  metal  awnings.  They 
also  point  up  a  growing  trend 


toward  the  use  of  ornamental  iron 
columns  instead  of  pipes  as  sup¬ 
ports  for  large  patio  awnings.  In 
addition  to  its  attractive  appear¬ 
ance  the  large  metal  awning  when 
{Continued  on  Page  88) 


Modern  Carport  Adds  Beauty,  Value  to  Home 

Shown  here  is  a  new  type  modemly-styled  American  Carport  built  of  aluminum  and  steel. 
This  unusual  shelter  affords  protection  for  cars  from  sun,  rain,  snow  and  sleet.  The  struc¬ 
ture  is  anchored  in  concrete  so  there  is  no  warping,  rattling  or  twisting.  Although  the 
shelter  is  ideal  as  a  carport,  it  has  many  other  possible  uses.  For  garden  or  patio,  it  makes 
a  fine  shade  recreation  or  entertainment  area  for  homeviwners.  It  can  also  be  used  beside 
u  pool  or  barbecue  pit,  as  well  as  over  a  playground  where  it  protects  children  from 
over-exposure  to  sun  and  makes  a  good  area  in  which  to  place  slides,  swings,  sand  piles, 
etc. 

Carport  is  10  x  20  feet;  roof  is  all-aluminum,  and  gently  pitched  to  drain  water  off  one 
side.  Unit  is  said  to  require  no  upkeep  or  maintenance. 
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(for  double  hung  windows)  Does 
Perfect  Selling  Job  for  Dealers 

Sell  ’em,  Install,  ’em.  Forget  ’em.  .  .  .  Thanks  to  the  amazing 
simplicity  of  the  newest  storm  windows  on  the  market  today. 
Only  2  working  parts  in  the  entire  installation  give  all  the  features 
of  ordinary  double,  triple  and  even  quadruple  track  windows.  Needs 
only  2  tools  to  assemble. 

This  new  storm  window  costs  less  ...  so  you  sell  more!  You’ll 
make  more  money  selling  these  storm  windows  at  a  price  every 
storm  window  should  be,  BUT  ISN’T. 


Price  $6.50  K.D. 

Also  Available  Assembled 


Eagle's  NEW  (asemeni  Slorm  Window 

(All-Aluminum)  Practically  Sells  Itself 

This  brand  new  Casement  Storm  Window  is  available 
for  immediate  delivery.  .  .  .  IV2"  Dead  air  space  to 
control  condensation  .  .  .  installed  permanently.  .  .  . 
Drafts  through  primary  windows  are  prevented  by 
weather-stripping  seal.  .  .  .  Unlimited  quantity. 


Get  This  Valuable  Franchise  While  Territories  Are  Available 


Even  after  faxes 


■ 

I 

■ 

■ 

1 

Li 

EAGLE  ENGINEERING  COMPANY 

P.O.  Box  175 

Bronchville  Station,  Maryland 

Please  send  me  complete  information  on  how  I  can  make 
bigger  profits  with  your  Double  Eogle. 


NAME  . 

ADDRESS  . 

CITY  . ZONE. 


EAGLE 

_  ENGINEERING  CO. 

If.  O.  /|0.v‘i75 

iirauchvillc  Statiou,  ^Id. 

.VI am  Plant:  ^H/26  Sl.st  /'/.,  ('olh  i^r  Park.  Md. 
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ALUMINUM 
COMBINATION 
STORM  ^ 
WINDOWS  ^ 
AND  DOORS 


READY 

FOR 

INSTALLATION 


OUTSIDE  a 
EXPANDER  ■ 
JAMB  1 

BOTTOM  1 
ADJUSTABLE  1 
SILL  ' 

3  S.  S.  HINGES 

AIR  ARM  & 
CHAIN  STOP 

2  GLASS  & 

2  SCREEN 
INSERTS 


FEATHER-LITE'S  COMPLETE  LINE  OF  ALUMINUM  COMBINATION 
STORM  WINDOWS  AND  DOORS  WILL  ENABLE  YOU  TO  NET 
BIG  PROFITS  ON  THOSE  BIG  JOBS. 

INQUIRE  TODAY  ABOUT  THE  LINE  WITH  THE  BIG  FEATURES 
.  .  .  FEATHER-LITEII 


EXTRUDED 


•  NATIONALLY 


ADVERTISED 


Eastern  Oist. 

Feather-Lite  of  Pennsylvania 
2021  N.  63rd  St. 
Philadelphia  31.  Pa. 


SELF-STORING 


PiCr^Now/ 


EXCLUSIVE  TERRITORIES  OPEN  TO 
ALERT  DEALERS  AND  DISTRIBUTORS 


DEPT  GS,  15889  SCHAEFER 
DETROIT  27,  MICH.  VErmont  6-2005 


6t  Home  Improvement  Dealer 


An  Important 

OPPORTUNITY 

for  You  To  Join  the  Growing  family  of  _ 


For  Dealership  Details 
In  Michigan  Area  Write: 

ALUMAROLL  Co.  of  Detroit 
380  24th  Stroot 
Detroit  18,  Michigan 

In  Wisconsin  Area  —  Write: 

LUEOTKE  DISTRIBUTING  CO. 

20  •  4th  Street 
Fon-du-Loc,  Wisconsin 

In  1.  Mass.-N.  H.  Area: 

ALUMINUM  ROLL-UP  AWNING  CO. 
of  Boston 

725  Boylston  Street 
Boston  16,  Massachusetts 
In  All  Other  Areas  —  Write: 

ORCHARD 
BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 
Phono  Rutherford  2-7400 


the  Only  Aluminum 
Awning  that  recognizes 
No  Competition 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn¬ 
ing —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too— for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 
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s<ft!*vic© 


fo  rwmon  Alumex  d«p«n<lobility  ond  luMhi^liow. 

Our  uugl^iw  will  study  your  product,  ilificlios  or  idoos,  ond 
9i¥0  you  fhoir^cpiiipltfs  ond  profossiono^l^lt^inmondotions,  botod 
on  Hioir  nHpy  yoors  of  work  ond  rM«Ofcb  in  fko  ontnisioi  ip^ 
Ultinioto  succost  or  foiluro  of  your  product,  or  ovon  your*'" 

compony,  moy  octuolly  dopond  on  tl^^ty|>#  of  high  quolity  ^ 
ions,  superior  finish,  c|c«o  toleronco%liliit  dolirory, 
ond  tho  colibro  of  onginooring  obilityi,*  ^hich  stands  roody 
Jifihi  your  every  need  ot  Alumex. 


.  160-16  JAMArCA  AVI.,  JAMAICA, NY. 


IN  NEW  ENGLAND  I.  W.  BURNHAM  DIST.  CO.,  INC.  125  ALBANY  STREET,  BOSTON,  MASS  HA  ncock  6-3577 
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GEjM'RLUM 

l^Cuminum  l^umina^ 


Get  your  share  of  this 
profitable  business  — 
they're  easy  to  assemble 
and  install. 


one  H044/t 

in  ieaion 


Order  o  stock  of  these  standard  sizes. 

Projection 

DROPS 

Lengths 

42" 

lOVx"  IZVt"  leVi"  291/2" 

48",  60",  72",  84" 

49" 

19"  22"  26"  291/2" 

48",  60",  72",  84" 

Gem-Alum  is  a  complete  line  of  standard  size  and  custom  made  aluminum 
canopies  and  awnings  for  entrances,  windows,  terraces,  and  porches. 

This  is  your  fastest  selling  and  most  profitable  line;  because  Gem-Alum 
awnings  are  roll-formed  from  pre-coated  aluminum  with  low  cost  and  fast 
delivery  to  you. 

Write  or  wire  direct  to  our  factory 

GENERAL  ALUMINUM  PRUDUCTS  CDRP. 


3949  S.  Federal  Street 


Chicago  9,  Illinois 


*  Mats  available  for  newspaper  advertising 
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uiinsTRom 

mPlE  TPACH 

ALUMINUM 

COMBINATION 

STORM  and  SCREEN 

WINDOWS 


with  ^£l¥,  REVOLUTIONARY 

PIVOT  CONTROL 


always  a  pleasure 
to  demonstrate . . . 
so  sure  to  sell! 


Winstrom  Windows  are  taking  the  country  by  storm. 
They  incorporate  every  desirable  quality  feature 
for  customer  saitsfaction  .  .  .  and  exclusive  new 
Pivot  Control  too!  Winstrom  allows  blind  stop  in¬ 
stallation,  has  telescopic  expanders  on  all  sides  and 
is  made  of  extruded  aluminum  with  a  beautiful 
satin  finish  overall.  Once  these  easy-operating,  long- 
lasting,  trouble-free  features  are  demonstrated  a 
sale  is  sure. 

Delivered  when  desired  by  our  own  trucks  in  eleven 


Eastern  states.  Winstrom  windows  are  individually, 
protectively  packaged  and  shipped  on  a  two  week 
delivery  schedule.  Trained  field  men  are  at  your 
disposal  to  aid  in  sales  and  installations.  Dealers 
are  notified  in  advance  of  delivery.  Mailing  pieces, 
demonstration  samples,  point  of  sale  material,  ad 
mats  and  home  show  display  kits  are  available  on 
request.  Winstrom  Products  are  nationally  adver¬ 
tised  and  have  The  Good  Housekeeping  Seal  of 
Approval.  Written,  registered  guarantees  provided. 


WINSTROM  CASEMENT  WINDOWS 
All  extruded  aluminum  with  beauti¬ 
ful  satin  finish.  Complete  interlock 
weatherstripping,  has  expanders  on 
all  sides  and  finger  tip  control. 
Enables  one  trip  installation. 


WINSTROM  TRIPLE -SHI  ELD 
INVISIBLE  HINGE  DOOR 

Available  in  two  or  one  lite  set-up, 
this  finest  of  all  extruded  aluminum 
doors  is  completely  weatherstripped. 
Ask  to  see  this  exclusive  no  sag 
mortise  tenon  corner  construction  for 
service-free  operation. 


Write,  wire  or  telephone  today  for  the  profit-making  factsl 


MANUFACTURING  CORPORATION 


A  DIVISION  OF 
SUBURBAN  BRONZE 
CORPORATION 


15-40  127th  STREET.  COLLEGE  POINT  56,  N.  Y.  Tel.:  FLUSHING  3-5550 
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'^ALL-ALUMINUM  B 

and  SPECIAL  EXTRUDED  KOROSEAL 

WEATHER  STRIP  CHANNEL 

AVAILABLE  FOR  IMMEDIATE  DELIVERY 


Inquiries  for  Franchise  privi¬ 
leges  are  invited  from  well¬ 
rated  and  fully  established 
storm  sash  dealers  and  dis¬ 
tributors. 

MANUFACTURED  lY 
JIRITN  IMANUFACrUMNO  CO.,  Inc. 


NATIONALLY  DISTRIBUTED  BY 

JERITH  SALES  CO. 

2025  E.  lOSTON  STREET 
PHILADELPHIA  25.  PA. 
TELEPHONE:  GArFIELO  3-1407 


THE  LAST  WORD  IN 
ALL-WEATHER  PROTECTION 

•  Enginearad  for  troubla-fra* 
eparatien. 

•  Haavy  duty  axtrusiens  throughout. 

•  Parmonant  outsida  installation. 

•  Nothing  to  ramova  whan  claoning 
gloss. 

THE  SALES  LEADER 
ACROSS  THE  NATION 

CADILLAC*  HttY 

^  TRIPLE  TRACK 

^ALUHiNUM  COMBINATION 
2/  STORM  WINDOWS 

U  AND  SCREEilS 

Monarch  of  Tham  All" 


a  profit-making  addition 
to  th*  Cadillac 
dealer  family 


OUR  "NEW  BABY"  IS  MAKING  MONEY! 
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The  HOLDEN  Casement  is  READY! 


IT  WILL  BE  UNVEILED  MOMENTARILY! 


DON’T  DUCK  CASEMENT  STORM  WINDOW 


SALES  ANY  LONGER  BECAUSE  YOU  THINK 


THEY’LL  ONLY  RESULT  IN  COSTLY  SERVICE. 


The  HOLDEN  WINDOW  is  completely  new  '  • 

and  foolproof. 

Get  your  FRANCHISE  NOW  —  Don’t  have  Regrets  later. 
INVESTIGATE  this  WINDOW  —  it’s  the  hottest  item  in  the 
HOME  IMPROVEMENT  FIELD 


J.  MINSHALL  HOLDEN 

BROOKHAVEN  ROAD,  WALLINGFORD,  PA. 


A  closc-up  of  the  front  of  the 
"Robertson  Squore,"  showing  details 
of  construction.  Note  how  SUN-SASH 
wos  mullior>ed  directly  together. 


INSTALLED  IN  THE  NEW 
ROBERTSON  SB.  "  BUILDING! 

Architect,  Robert  E.  Faxon  chose  SUN-SASH  louvred 


I 


A  view  of  the  inner  court,  showirM 
how  louvred  windows  provide  both 
display  spoce  ond  ventilation  for  the 
shops  focirtg  on  the  court. 


windows  for  the  “Robertson  Square”  building  in  California 
to  provide  comfortable  no-draft  ventilation,  while 
utilizing  the  vertical  and  horizontal  rhythms  of  the  six-inch 
glass  strips  to  add  to  the  beauty  of  the  basic  design. 
Another  significant  factor  in  his  choice  was  the  sturdy 
construction  of  SUN-SASH  hardware,  enabling  him  to  mullion 
the  fittings  together  and  doing  away  entirely  with  wood 
mullions.  He  saved  money  and  space,  while 
providing  light  and  air,  and  designed  an  unusually 
striking  building  .  .  .  thanks  to  SUN-SASH! 
Dealers  .  .  .  here  is  another  example  of  the  great  swing  to 
SUN-SASH!  No  other  window  offers  more  selling 
features  than  SUN-SASH.  .  .  .  get  the  complete  story  now! 


Comfortable  ventilotion  is  ovoiloble 
within  the  building  ot  any  hour,  with 
no  drafts  to  disturb  carefully  or- 
ronged  disploys. 


♦KNOWN  AS  NACO  ON  MOST  EXPORT  MARKETS! 


WRITE  FOR  FULL  DETAILS  AND  PRICES  NOW’ 


’’SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38.  N.  Y. 

,  Pleosc  send  me  full  information  on  how  I  con 
become  o  Sun-Sosh  deoler. 

Nome . . 

Address . 

City . . Stote . 
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AMERICA'S  ONLY  UNCONDITIONALLY 
GUARANTEED  LOUVER  WINDOWS 


WINDOWS 

Presenting  The  New 

"711  JALOUSIE" 

STAINLESS  STEEL  WEATHERSTRIPPED 

< - - - 

1  — A  natural  to  assemble  (8  screws) 

2  —  Reduces  freight  costs 

3  —  Reduces  installation  costs 

4  —  Reduces  storage  area  required 

5  —  Fits  any  width  masonry  opening 

6  —  Fits  any  height  —  1  increments 

7  —  Completely  weatherstripped. 

8  —  4"  Louver  blades 

9  —  Extra  heavy  duty  clips 

10  —  Lowest  price  in  the  history  of  jalousies 

EXCLUSIVE  territories  open  to 
LIVE-WIRE  dealers  and  distributors 
Write  for  full  particulars  to: 


AIR-VUE  PRODUCTS  CORP. 

3649  N.W.  50th  STREET 

MIAMI,  FLORIDA  dep'tb'6 


OVER  Va  million  PARKCHESTER  WINDOWS  NOW  IN  USE! 
INTRODUCING— All  TROUBLE  FREE' 

OARKCHESTER  ^400’ 

ALL  ALUMINUM  COMBINATION  CQ 

STORM  &  SCREEN  Al^ - 


WINDOWS 


^  K.D.  UP  TO  40  X  80 

★  SMOOTH  TO  OPERATE  fdaaap  <;i7F 

★  EASY  TO  DEMONSTRATE 

★  GLIDE  "O"  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 

The  Leader  Window  You  Really  Sell! 


*MORE  PROFIT 

MANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


FKtary: 

PAMCO  WINDOW  MFG.  CO.,  INC. 
1651  L  233rd  Street 
New  Yerk  66.  N.  Y. 
FAirbanks  4-7233 


FMtery  Braeck: 

TRENTON  STORM  WINDOW  CO.,  INC. 
128  Senth  Warree  Street 
Treetea,  N.  J. 

TRenton  4-3940 


DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 
FKtery  Branck: 

PARKCHESTER  OF  WILMINGTON.  INC. 
723  New  Castle  Avenee 
Wilminfteii,  Del. 
Wllmingten  4-9R8 
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%  FRANCHISERS 
TOP  DISTRIBUTORS 
and  DEALERS 


Translucent  Fiberglass  K-D  Awning  Kits! 


You  cannot  afford  to  overlook  this  TOP- 
PROFIT  all  weather  awning  kit  that  has 
a  sales  potential  to  over  50,000,000  home 
owners. 


This  amazing  lifetime  awning  can  be  in¬ 
stalled  by  anyone,  sells  for  30%  less  than 
other  permanent  types,  yet  offers  you  the 
largest  profit-making  plan. 

Here  is  an  Awning  Kit  that  has  more  in 
value,  more  in  features  and  the  most  in 
cooperative  selling  aids!  Counter  Cards, 
Catalogs,  Envelope  Stuffers,  Mat  Service, 
Publicity,  National  Advertising,  plus  re¬ 
ferral  of  all  national  inquiries  to  their 
territorial  franchiser  or  dealer! 


Packaging  is  in  a  flat  compact  kit,  com¬ 
plete  with  all  hardware,  requires  minimum 
storage  space  and  is  available  in  38  sizes 
that  fit  any  standard  window,  door  and 
vestibule.  No  waiting,  immediate  ship¬ 
ment  of  SNAPAWNING  Fiberglass  K-D 
Awning  Kits  to  qualified  dealers  or 
distributors. 


]/ih»  ONLY  Awning  with  a  patnnttd  buih-in  gutter,  cenceoUd  flashing. 

In  20  minutes  with  pre-cut,  pre*drilted,  pre-ossembled  sections,  awning  is  installed 
^  with  a  Krew  driver  and  a  hammer.  No  skillful  labor  needed.  12  Krews  installs 
awning  and  by  unfastening  4  screws,  it  is  removed. 


Impregnated  sun-filter  admits  diffused  illumination  without  shadow.  Eliminates 
fading  of  drapery,  rugs  and  furniture. 


Special 


air-vent  design  gives  you  Summer  air  circulotion.  Retards  Winter's  blosts. 


SNAPAWNINGS  are  hurricane  proof,  fire  resistant,  and  will  not  rot,  craze,  warp  or  bucklel 
Lifetime  construction. 

1^13  vibrant  and  desirable  colors. 


CO'tite  otCcUC 


Become  the  exclusive  Snopawne  Building  Specialty  Agent  for  your  territory! 
You  must  act  at  once  to  insure  this  profitoble  opportunity. 


SNAPAWnrE 
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Pr«hmd  by  homeowners . . . 

Prefomtl  by  dealers 
B£CAKE  Season-all— and  ONLY 


GmroBtMdby 
.Good  Houoko^piiif 


PERMANENTLY 


W 


INSTALLED  |  | 

Season 'all 

ALUMINUM 

Storm  Windows 


Offer  patented  BUILT-IN 


U.S.  rat.  No.  2570470 


Th«  only  provod  design  for  complolely  woothorproofing 
and  insulating  cosomont  windows  | 


ONLY  SEASON-ALL  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWl 


Once  customers  learn  about  Season^all’s  patented 
built'in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advanuges  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season>all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather^edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  all  four  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Further¬ 
more,  each  Season-all  Storm  Window  has  a  special 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  **Buy-Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash ! 

Parmanent  outsida  installation  •  Pracision  made  of  highest 
quality  materials  •  Open  and  close  automatically  with  the  prime 
windows  •  Never  need  be  removed — not  even  for  cleaning 
•Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


'•“'“ring  2nd  t'* 

'omou,  Sooson  «  •'"®''‘»‘>/e  frock, 
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The  famont  Poreenamel  teal  it  attached  to  every 
finithed  prodnct  for  consamer  identification,  and 
at  a  warranty  of  Poreenamel  performance. 


The  Poreenamel  Incentive  Booklet  it  made 
available  to  hang  on  every  finithed  product,  to 
ttimnlate  ‘‘plot”  talet  throngh  coniomer  leadt. 


Poreenamel  hackt  np  mannfactnrert  with 
hard-hitting  national  advertising,  matt 
for  dealer  newspaper  space. 


Porcenamel’t  color  selector  it  a  smart 
color  guide  for  dealers  to  help  sell 
Porcenamel’s  fifteen  smart  colors. 


Poreenamel  keeps  manufacturers  in 
front  of  the  industry  with  constant  new 
developments  for  a  better,  more 
saleable  product. 


Dealers  write  that  Poreenamel 
cuts  manufacturing  costs,  lowers 
inventory,  stimulates  sales  volume. 


•1 


ITorcenamel... because  it  sells! 

Poreenamel  preH;oating  sells . . .  sells  more  awnings,  more  finished 
metal  products  of  all  kinds.  Consumers  recognize  it,  trust  it, 
buy  it.  And  Arrow  helps  you  sell  with  Poreenamel. 

No  wonder  Poreenamel  leads  the  industry!  It  is  the  pre<;oated 
luster-finish  that  more  people  want,  that  more  manufacturers 
profit  by!  Yet  Pressure-Coated  Poreenamel  Costs  No  More.  1 1  ^01 

ARROW  METAL  PRODUCTS  Wb) 


HASKELL,  N.  J. 


Nat'l  Awning  &  Shade  Co. 
Holds  Sales  Meetings 

The  National  Awning  &  Shade 
Company  of  67  Sudbury  Street, 
Boston,  held  a  special  sales  meet¬ 
ing  for  their  New  England  area 
dealers  and  distributors  on  Novem¬ 
ber  18th  at  3:00  P.M.  During  the 
meeting,  problems  were  aired,  dis¬ 
cussed  and  answered.  Later,  a  fish 
and  game  dinner  was  held  at  the 
University  Club. 

Winners  of  the  fall  sales  contest 
held  by  this  company  for  their 
New  England  dealers  and  distribu¬ 
tors  were  also  announced  at  this 
time.  Mr.  L.  E.  Parsons,  of  the 
Eastern  Massachusetts  territory, 
w'as  the  winning  distributor,  while 
Mr.  Bert  Borngesser  and  Mr.  Nor¬ 
man  McLeod,  of  B  &  M  Sales, 
shared  the  honors  in  the  dealer 
category.  All  three  won  on  the 
basis  of  having  the  highest  sales 
records  of  Solarflex  and  Solar- 
guard  products  during  the  period 


Arnold  Jonsson 


of  October  1st  to  November  10th. 
As  prizes,  the  winners  had  the 
choice  of  a  high-powered  Reming¬ 
ton  rifle,  a  trout  rod,  reel,  line, 
etc.,  or  a  gift  certificate  worth 
$250.  at  the  Bob  Smith  Sporting 
Goods  Store  in  Boston. 

Mr.  Arnold  Jonsson  has  been 
appointed  National  Sales  Manager 
by  Mr.  Walter  L.  Roy,  General 
Sales  Manager.  Mr.  Jonsson  will 
use  Boston  as  his  headquarters, 
but  will  concentrate  on  the  New 
York  area  and  the  South. 


Childers  Ships  First  Carload 
Oi  Aluminum  Awnings 

What  is  believed  to  be  the  first 
carload  shipment  of  aluminum 
awnings  ever  made  left  the  plant 
of  Childers  Manufacturing  Com¬ 
pany  at  Houston,  Texas,  on  No¬ 
vember  9  bound  for  Hartford,  Con¬ 
necticut. 

The  shipment  w'as  the  initial 
stock  shipment  of  F.  B.  Skiff  & 
Co.,  newly  appointed  Childers  dis¬ 
tributor  for  the  state  of  Connecti¬ 
cut.  This  entire  order  was  shipped 
just  five  days  after  Childers  re¬ 
ceived  the  order  —  and  Skiff  Co. 
will  get  faster  service  on  their  fill- 
in  orders. 


This  new  stock  of  Childers  All- 
Aluminum  Awnings  will  enable 
Skiff  Co.  to  make  overnight  de¬ 
livery  to  their  Childers  dealers  in 
Connecticut. 

*  *  * 

Win-Chek  Co.  Completes 
Highly  Successful 
Inaugural  Year 

The  Win-Chek  Company  of  Lodi, 
N.  J.,  manufacturers  of  aluminum 
combination  windows  and  doors, 
recently  completed  their  first  year 
in  this  business.  Carl  Descarfino, 


DECEMBER  1953  BUILDING  SPECIALTIES 


Above:  Mayor  Charles  P.  Henderson  (left)  of  Youngstown, 
with  Ben  Friedkin  (right)  and  son,  Monty  Friedkin. 


General  Sales  Manager,  states  that 
their  original  sales  quota  has  been 
greatly  surpassed.  Mr.  Descarfino 
feels  that  this  is  due  to  the  close 
cooperation  and  sales  help  that 
Win-Chek  has  offered  its  dealers 
and  distributors.  Newspaper  mats, 
brochures,  sample  windows  and 
doors,  and  the  latest  in  selling 
techniques  are  just  a  few  of  the 
services  offered  by  the  Win-Chek 
Co.  to  its  many  outlets  in  the  East. 

The  Win-Chek  window,  though 
low  in  cost,  offers  many  high- 
priced  features :  self-storing,  inter¬ 
locking  design,  mitered  corners, 
locking  device.  Their  aluminum 
combination  door,  already  accepted 
by  the  industry  as  being  outstand¬ 
ing  in  beauty  and  structural  de¬ 
sign,  features  a  full  wide 

frame,  drive  rivet  construction, 
and  a  specially  machined — not  ca.st 
— reinforcing  corner  gusset. 

Mr.  Descarfino  advises  that  plans 
are  now  under  way  to  expand  pro¬ 
duction  facilities  in  order  to  meet 
next  year’s  expected  boom  in  com¬ 
bination  window  and  door  sales. 

4:  :|c 

Shieldall  Convention 
Held  in  Girard,  O. 

Shieldall  Aluminum  Awning  di¬ 
vision  of  Youngstown  Industries, 
Inc.,  is  off  and  running  toward  a 
new  track  record  for  1954  follow¬ 
ing  its  annual  sales  convention  in 
Girard  and  Young.stown,  0. 

More  than  200  super-salesmen 
from  all  parts  of  the  nation — deal¬ 
ers  and  distributors  of  the  Shield- 
all  product — convened  in  Youngs¬ 
town  for  a  preview  of  the  1954 
awnings. 


High  points  of 
the  convention 
included : 

Presentation  of 
a  civic  award  to 
Ben  Friedkin, 
founder  of 
Youngstown  In¬ 
dustries,  by  the 
Girard, 0 . , 

Chamber  of  Com¬ 
merce. 

Announcement 
of  new  technical 
advancements  in 
the  Shieldall  awning  for  1954 
which  will  make  for  easier  and 
more  economical  installation. 

Disclousure  by  Girard’s  Mayor 
Joseph  Catone  that  the  location  of 
Youngstown  Industries  in  that  city 
has  increased  the  municipality’s 
tax  valuation  by  more  than  $2,- 
000,000. 

One  of  the  most  interesting 
events  of  the  convention  was  the 
presentation  by  Jonnie  King, 
Shieldall  plant  manager,  of  an  18- 
point  Shieldall  improvement  pro¬ 
gram  in  the  product  for  ’54.  The 
program  includes  new  packaging, 
quicker  deliveries,  new  wall  flash¬ 
ing,  interchangeable  rafters,  start¬ 
ing  rafters,  and  panels,  wider 
choice  of  styles,  extender  units, 
and  accessories. 

The  visitors  toured  the  new 
Shieldall  plant  at  Girard  and  en¬ 
gaged  in  an  “idea  forum’’  during 
the  afternoon. 

Mr.  Friedkin,  Morris  Simon, 
president  of  Youngstown  Indus¬ 
tries,  and  Grover  A.  Richards,  gen¬ 
eral  sales  manager  of  Shieldall, 


were  hosts  at  a  dinner  in  the  Pick- 
Ohio  Hotel  in  Youngstown. 

Presentation  of  the  civic  award 
to  Mr.  Friedkin,  founder  and  man 
at  the  helm  of  all  Youngstown  In¬ 
dustries  affilliated  enterprises  and 
unveiling  of  the  1954  Shieldall 
awning  featured  the  evening’s  pro¬ 
gram. 

*  *  * 

Distributor  Appointed  By 
Jamaica  Sash  &  Door  Co. 

Jamaica  Sash  and  Door  Com¬ 
pany  of  New  Hyde  Park,  New 
York,  manufacturers  of  Excelum 
combination  storm  windows  and 
doors,  has  appointed  a  di.stributor, 
Excelum  of  Central  New  York,  as 
its  New  York  State  distributor. 
Located  at  563  North  Salina 
Street,,  Syracuse,  this  new  dis¬ 
tributing  company  is  headed  by 
Mr.  William  Friedman. 

According  to  officials  of  Jamaica 
Sash  &  Door  Co.,  the  appointment 
of  Excelum  of  Central  New  York 
as  New  York  State  distributor,  is 
part  of  a  program  made  necessary 
by  increased  sales. 


Jonnie  W.  King  (center,  dark  suit,  hand  on  machine)  plant 
manager,  conducts  visiting  distributors  and  dealers  on  tour 
of  new  Shieldall  plant  at  Girard,  O. 


Shieldall's  new  awning  for  '54  introduced  at  annual  sales 
meeting.  L  to  R:  Grover  A.  Richords,  general  sales  manager; 
Patricia  Riley,  Dolores  Raszewski  and  Rosemarie  Colutus. 
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Childers  Announces  Soles 
Dept.  Expansion 

R.  A.  Childers,  President,  Chil¬ 
ders  Manufacturing  Company, 
Houston,  has  announced  the  ap¬ 
pointment  of  Juergen  Koetter  as 
an  Assistant  Sales  Manager  to 
specialize  in  sales  and  customer 
service  on  the  new  Childers  Ajax 
Retractable  Awnings. 

Before  joining  Childers,  Mr. 
Koetter  was  Assistant  General 
Manager  of  0-T-M  Corporation  in 
Houston.  By  coincidence,  Koetter 
was  born  in  Sao  Paulo,  Brazil, 
where  the  Childers  Ajax  Retract¬ 
able  Awning  was  invented. 


Juergen  Koetter 


In  announcing  the  appointment, 
Mr.  Childers  stated:  “The  addition 
of  the  Childers  Ajax  Retractable 
Awning  has  made  necessary  in- 
crf  ased  attention  to  the  commercial 
market.  Mr.  Koetter  will  handle 
this  phase  of  our  sales  depart¬ 
ment.” 

•  »  * 

New  Equipment  To  Increase 
Capacity  at  Arrow  Metal 

An  eight  coating  line  accumula¬ 
tor  which  will  increase  production 
by  20%  has  been  installed  in  a 
three  story  building  added  to  the 
facilities  of  the  Arrow  Metal  Prod¬ 
ucts  Corporation,  Haskell,  N.  J., 
it  was  announced  by  Arnold  Was- 
serman,  national  sales  manager. 
Arrow  Metals  produces  pre-coated 
aluminum  and  steel  coils  used  in 
making  awnings  and  Venetian 
blinds. 

“This  new  accumulator  will  not 
only  streamline  production,”  Mr. 
Wasserman  said,  “but  it  also  per¬ 


mits  us  to  turn  out  a  better  product 
on  a  more  efficient  basis.” 

The  Arrow  Metal  Products  Cor¬ 
poration  was  the  first  in  the  field 
to  set  up  a  continuous  coating  plant 
serving  the  aluminum  awning  in¬ 
dustry,  he  pointed  out.  With  the 
development  of  Arrow’s  aluminum 
finish,  known  in  the  trade  as  Por- 
cenamel,  this  company  put  into 
operation  its  own  process  of  pres¬ 
sure  coating  aluminum.  Porce- 
namel  is  the  only  pressure  coated 
aluminum  available  to  awning 
manufacturers  at  the  present  time. 

“We  at  Arrow  feel  that  coating 
aluminum  under  pressure  is  su¬ 
perior  to  any  other  process,”  Mr. 
Wasserman  said.  “It  is  like  pack¬ 
ing  a  road  surface  down  with  a 
steam  roller  as  against  merely  lay¬ 
ing  down  macadam.  The  finish  is 
condensed  into  a  harder  and  more 
durable  surface,  allowing  less  op¬ 
portunity  for  dirt  to  break  down 
the  finish.  Coating  aluminum  in 
this  way  actually  causes  the  mole¬ 
cules  of  the  finish  and  the  alumi¬ 
num  to  mesh  with  each  other.” 

He  stated  that  if  a  finish  is  not 
well  applied,  it  will  not  expand  and 
contract  with  the  metal  due  to 


Arrow  Metal  Products  Corp.'s  degreasing, 
washing  ond  olodizing  unit. 

temperature  changes.  “Porcenamel 
has  been  on  the  market  since  1947. 
It  has  been  thoroughly  tested  under 
varying  conditions  and  it  has  with¬ 
stood  outdoor  exposure.  The  new 
accumulator  will  reduce  scrap  loss 
and  will  give  us  a  more  uniform 
product  with  less  handling,”  Mr. 
Wasserman  said. 


Lock-Rite  Structures,  Inc., 
Completes  New  Building 

Mark  Syrkin,  vice  president  of 
Lock-Rite  Structures,  Inc.,  235  Mill 
Street,  Lawrence,  N.  Y.,  announces 
the  completion  of  a  new  building 
to  replace  the  company’s  previous 
plant.  The  new  building,  which 
was  made  necessary  by  the  com¬ 
pany’s  rapidly  increasing  sales  and 
production  volume,  provides  11,200 
square  feet  of  clear  space. 


Another  9,000  square  feet  in 
separate  buildings  is  in  the  process 
of  construction  for  office  and  stor¬ 
age  space.  All  are  new  fireproof 
.structures.  Newly  designed  pro¬ 
duction  equipment  has  been  instal¬ 
led.  Mr.  Syrkin  adds  that  Lock-Rite 
now  has  capacity  available  for  un¬ 
limited  amount  of  production.  In 
keeping  with  its  rapid  expansion 
they  now  have  added  to  their  big 
fleet  of  32-ft.  trailer  trucks  with 
which  Lock-Rite  makes  its  own  de¬ 
liveries. 

*  *  * 

New  Enlarged  Plant 
For  Shower  Enclosures 

Shower  Enclosures,  Inc.,  has  an¬ 
nounced  greatly  enlarged  facilities 
for  the  production  of  their  “Beauti- 
Dor”  Glass  Aluminum  Tub  En¬ 
closures.  Harry  Centner,  newly 
named  Vice-President  in  charge  of 
Production,  stated  several  new 
techniques  have  been  developed  in 
the  plant  to  speed  the  handling  of 
Aluminum  and  increase  production 
— necessary  to  keep  up  with  the 
growing  demand. 

Mr.  Centner  says,  “We  have  de¬ 
veloped  new  machinery  which  per¬ 
mits  our  aluminum  to  be  drilled, 
leaving  a  hole  completely  free  of 
burrs.  Also,  we  are  using  a  new 
oil  treatment  on  our  aluminum, 
which  iprotects  it  against  climatic 
changes  while  in  transit,  and  re¬ 
duces  handling  mars  during  in¬ 
stallation.”  Shower  Enclosures, 
Inc.,  is  located  at  1227  West  Devon 
Avenue,  Chicago  40,  Illinois. 
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Clearview  Names  L.  P.  Knight 
Sales  Promotion  Mgr. 

The  appointment  of  Louis  P. 
Knight  as  Sales  Promotional  Man¬ 
ager  for  the  Clearview  Louver 
Window  Corporation,  of  Dallas, 
Texas  was  announced  today  by  J. 
E.  Bush,  President. 

Mr.  Knight,  who  is  well  known 
in  the  jalousie  and  awning  busi¬ 
ness,  is  a  native  of  Alabama,  and 
attended  Alabama  Polytechnic  In¬ 
stitute. 

Formerly  employed  as  Director 
of  Sales  for  the  Albritton  Engin¬ 
eering  Corporation  of  Houston, 
Texas,  Mr.  Knight’s  sales  adminis¬ 
trative  experience  includes  the  Su¬ 
perior  Aluminum  Awning  Com¬ 
pany  of  Atlanta,  Georgia,  and  the 
Zephyr  Awning  Company  of  Hous¬ 
ton,  Texas. 

According  to  Mr.  Bush,  the  hir¬ 
ing  of  Mr.  Knight  is  the  first  step 
in  an  accelerated  nationwide  pro¬ 
gram  of  dealer  recruiting  and  as¬ 
sistance  by  the  Clearview  Louver 
Window  Corporation,  2625  Elm 
Street,  Dallas  1,  Texas.  Clearview 
manufactures  glass  jalousies,  out¬ 
side  blinds,  awnings,  and  storm 
sash. 

*  ♦  * 

Koolvent  Company  Becomes 
Alumoroll  Distributor 

Orchard  Brothers  Incorporated 
of  Rutherford,  N.  J.,  manufactur¬ 
ers  of  Alumaroll  awnings,  has  con¬ 
solidated  all  of  its  southeastern 
operations  by  appointing  The  Kool¬ 
vent  Metal  Awning  Company  of 
Atlanta,  Georgia,  its  exclusive 
southeastern  United  States  fran¬ 
chise  distributor  as  of  November  1. 

Alumaroll,  the  mobile  aluminum 
awning  with  a  lateral  stripe  pat¬ 
tern  that  rolls  up  and  rolls  down 
will  be  a  perfect  complement  to 
the  Atlanta  company’s  rigid  type 
awning  with  its  vertical  stripe  pat¬ 
tern.  Homeowners  in  Georgia, 
South  Carolina,  Florida,  Alabama, 
and  in  parts  of  North  Carolina  and 
Tennessee  will  have  no  more  weary 
“shopping  around’’  for  awnings 
because  now  W.  H.  Wynne’s  Kool¬ 
vent  Company  in  Atlanta  can  offer 
{Continued  on  Page  118) 


Part  of  the  interested  throng  of  dealers  at  the  Alumotic  Soles  Clinic  held 
in  Chicago. 


Alumatic  Helps  Dealers 
Through  Sales  Clinics 

The  Alumatic  Corporation  of 
America,  Milwaukee,  Wis.,  has 
been  holding  a  series  of  outstand¬ 
ing  sales  clinics  for  its  distributors, 
dealers,  and  their  salesmen.  In  a 
recent  statement  Mr.  Joseph  Zito- 
mer.  President,  and  Mr.  Robert 
Agulnick,  Vice  President  of  Alum¬ 
atic,  described  the  company’s  very 
successful  sales  program. 


Joseph  Zitomer 


Irving  Moss 


Robert  Agulnick 


Working  on  the  pr  emise  that  the 
path  to  increased  sales  volume 
starts  in  the  mind  of  the  sales¬ 
man,  the  Alumatic  Corporation  of 
America  early  this  year  planned 


and  put  into  effect  an  outstanding 
program  of  sales  clinics.  In  addi¬ 
tion,  these  clinics  were  designed 
to  obtain  new  dealers  for  Alumatic 
distributors.  The  initial  plan — to 
sell  the  “Alumatic  Idea’’ — was  gen¬ 
erated  by  the  Alumatic  sales  or¬ 
ganization,  headed  by  Mr.  Irving 
Moss,  General  Manager,  and  Mr. 
Ned  Krasny,  Field  Sales  Manager. 

“Prototype  for  this  series  of 
clinics,’’  Mr.  Agulnick  stated,  “was 
the  successful  sales  conference  we 
held  last  January  at  Manhattcwi’s 
Park  Sheraton  Hotel.’’  Attended 
by  almost  1,000  prospective  '■>- 
tributors  and  dealers  on  the  East¬ 
ern  seaboard,  this  meeting  saw  the 
unveiling  of  Alumatic’s  brand  new 
3-Track  Combination  Window  with 
“Velglide’’  action.  “We  knew  there 
was  a  tremendous  interest  in  our 
new  window,  and  our  entire  line 
as  well,  but  never  expected  a  turn 
-out  like  that!  Many  of  the  ideas 
which  were  to  become  part  of  our 
sales  clinic  format  were  formu¬ 
lated  at  the  New  York  showing,” 
Mr.  Agulnick  added. 

“We  followed  the  Park  Sheraton 
meeting  with  another  equally-suc- 
cessful  get-together  in  Chicago  and 
once  this  Chicago  conference  was 
completed,  final  plans  for  the  vari¬ 
ous  clinfcs  were  whipped  into 
shape  and  the  ‘Alumatic  idea’  be¬ 
gan  to  roll  to  the  accompaniment 
of  widespread  comment  and  en¬ 
thusiasm,”  Mr.  Agulnick  continued. 

{Continued  on  Page  102 
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New  Adhesive  for 
Plastic  Laminates 

Adhesive  Products  Corporation, 
1660  Boone  Avenue,  New  York  60, 
New  York,  announces  the  develop¬ 
ment  of  No.  555  STIX,  a  new  im¬ 
proved  adhesive  for  cementing 
laminates  such  as  Formica,  Conso- 
weld  Resilyte,  Micarta,  Textolite, 
Panelyte,  etc. 

No.  555  STIX  is  the  first  cement 
developed  which  has  practically 
unlimited  long  time  shelf  life  and 
does  not  thicken  up  or  deteriorate 
during  storage. 

No.  555  STIX  makes  possible 
on-the-job  installations  without  the 
iKse  of  heat,  pressure  or  clamps. 
Laminates  such  as  Formica,  Conso- 
weld,  Resilyte,  Micarta,  Textolite, 
Panelyte,  etc.,  can  be  adhered  to 
wood,  metal,  .steel  and  even  plaster 
walls. 


No.  555  STIX  is  available  in 

pints,  quarts,  gallons  and  drums. 

*  *  « 

Reinforced  Plastic  Panel 

A  new  translucent  building  panel 
of  polyester  resin,  internally  rein¬ 
forced  with  tough  resilient  glass 
fiber  and  formed  into  corrugated 
sheets  for  strength,  has  been  placed 
in  full  production  by  the  Lynch 
Asbestos  Co.,  Los  Angeles. 

Improved  appearance  and  uni¬ 
form  gauge  result  from  positive 
controls  during  the  unhurried 
manufacturing  process.  The  sheets 
have  a  high  lustrous  surface  sheen 
which  give  tran.slucent  privacy  in 
a  beautiful  color  range.  The  uni¬ 
form  gauge  and  high  stress  fac¬ 
tors  enhance  the  fact  that  it  is 
shatterproof,  weatherproof,  warp- 


free,  fire  resistant,  and  impervious 
to  rot  and  erosion. 


Easy  to  cut,  light  in  weight,  and 
simple  to  install,  it  reportedly  is 
getting  a  good  reception  from  resi¬ 
dential  and  indu.strial  builders. 

For  additional  information  and 
brochure,  write  John  (\  Hunter, 
c/o  Lynch  A.sbestos  Co.,  Dept.  BS, 
2989  So.  Sunol  Drive,  Los  Angeles 

23,  California. 

*  ♦  * 

New  Fedco  Window  Has  Top 
And  Bottom  Screening 

Federal  Screen  &  Sash  Co.  an¬ 
nounces  that  it  is  now'  in  produc¬ 
tion  on  its  new  triple  track  alumi¬ 
num  combination  w'indow.  Fedco 
claims  two  important  firsts  in  this 
unit.  One  is  a  truly  practical 
method  of  assuring  screened-in 
protection  at  the  top  and  bottom 
of  the  window'  which  enables  the 
user  to  open  either  or  both  ends 
of  the  Fedco  without  losing  the  in¬ 
sect  repellent  function  of  the 
screening. 

The  other  new'  feature  is  the 
locking  system.  Fedco  reports  that 
its  w'indow  automatically  locks  all 
three  sashes  at  once  and  w’ith 
tamperproof  security.  Top  and  bot¬ 
tom  ventilation  may  also  be  en¬ 
joyed  and  the  in.serts  will  lock  im¬ 
movably  until  released  from  with¬ 
in. 

Named  the  Fedco  “Tri-Mat- 
Lok,”  the  new  window  may  be  seen 
at  the  company  plant.  For  inquir¬ 
ies  w'rite:  Federal  Screen  &  Sash 
Co.,  85  East  Merrick  Road,  Valley 
Stream.  L.  I.,  N.  Y. 


Climate-Controlled  Caulking 

Midwest  Manufacturing  Com¬ 
pany’s  latest  improvement  in  its 
Sta-Seal  Caulking  line  is  the  intro¬ 
duction  of  climatic  control.  Three 
distinct  consistencies  are  being 
marketed  to  meet  the  demands  of 
all  types  of  temperature. 

Grade  A,  u.sed  in  temperatures 
from  70  degrees  to  100,  is  designed 
to  prevent  sagging  or  running. 
Grade  AA  is  provided  for  the 
middle  temperature  range  from  40 
to  70,  and  Grade  AAA  is  applied 
in  the  0-40  degree  range.  The  lat¬ 
ter,  unaffected  by  freezing  temper¬ 
atures,  is  soft  enough  to  be  used 
in  a  caulking  gun  when  the  ther¬ 
mometer  hits  the  low  levels.  All 
three  are  available  in  varied  colors. 

«  ^  * 

Receding  Type 
Garage  Doors 

A  newly  designed,  newly  engi¬ 
neered  receding  type  garage  door 
will  be  unveiled  for  builders  at  the 
NAHB  Show  in  Chicago  by  Taylor 
Made  Garage  Doors. 


New  “Giant  Circle’’  Hardware 
has  been  engineered  for  Taylor 
Made  Doors.  The  name  was  chosen 
for  its  description  of  one  of  the 
most  important  new'  features,  a 
circular  bearing  surface  that  is 
more  than  twice  the  size  of  the 
surface  on  previous  models.  The 
increased  bearing  area  eliminates 
the  side  sway  and  paint  scuffing 
found  on  ordinary  receding  doors. 
Giant  Circle  bearings  actually  lock 
Taylor  Made  Doors  in  true-arc. 
Door  travel,  when  opening  or  clos¬ 
ing,  is  always  in  the  same  straight 
line. 

Nylon  rollers  are  also  included 
as  part  of  Taylor  Made’s  exclusive 
new  Giant  Circle  Hardware.  Tests 
{Continued  on  Page  76) 
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—  in  addition  to  those  which 
have  always  made  Ron-del 
Awnings  preferred  — 


NOW  INCLUDE... 

•  Pre*Painted  Parts 

•  Simpler  Assembly 

•  Minimum  Equipment 

•  Minimum  Space 

•  Smali  Investment 

•  Lower  Cost,  and 

•  MORE  PROFIT 

when  you  sell 

Wgnje 


LOWERED  ADJUSTABLE  RAISED 

For  complete  protection  to  any  position,  from  inside  for  maximum  light  in  winter, 
winter  and  summer  alike.  or  outside  the  building.  on  cloudy  days  year  'round. 


;4ic€m6lUUH 

AWNINGS 


COMPLCTE  LINE 

for  both  retidertfiol 
ond  commercktl  lAstoflottons. 


Yes#  it  takes  SALES  to  put  money  in  your  pocket .  .  .  and  it  takes 
FEATURES  to  close  the  sale! 

Ron-del’s  exclusive  FOLDING  feature,  alone,  is  enough  to  keep 
the  Ron-del  dealer  out  in  front .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 

But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  less  time  .  .  .  extra 
sales  .  .  .  and  extra  PROFITS! 

If  you  are  a  well-established,  aggressive  dealer .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  if 
you  can  sell  a  well-known,  nationally  accepted  product  that 
is  attractively  designed  -. .  .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  . . . 

Then  .  .  .  write  us  on  your  letterhead  today  .  .  .  for  facts  about  a 
Ron-del*  distributorship  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


Penthouse,  Reserve  Loan  Life  Building, 
Dallas,  Texas.  Tel.:  PR  5104  * 


DISTRIBUTbRS: 

A  few  key 

for  active  distrloutorships. 
WRITE  TODAY 
for  comolete  details. 


&  Home  Improvement  Dealer 


Products— Ideas— Methods 

{Continued  from  Page  74) 


indicate  these  nylon  rollers  will 
last  for  the  life  of  the  door.  But 
their  most  important  advantage  is 
their  noiseless  operation.  Previous 
methods  of  “sound  proofing”  metal 
garage  doors  failed  mainly  because 
steel  rollers  traveling  in  steel 
tracks  was  the  undiscovered  source 
of  the  annoyance.  It  is  reported 
that  the  new  nylon  rollers  roll  al¬ 
most  inaudibly. 

New  Taylor  Made  Doors  are  on 
display  at  the  Chicago  NAHB 
Show  Booths  358-9,  Sherman  Hotel. 

For  further  information,  contact 
Mr.  Tom  Connellan,  Taylor  Made 
Garage  Doors,  Dept.  BS,  12430 
Evergreen  Rd.,  Detroit  28,  Michi¬ 
gan. 

*  «  * 

New,  Low  Cost 
Ventilating  Hood 

A  low  cost  ventilating  hood  de¬ 
signed  primarily  for  the  Builder 
and  Contractor,  the  Stanthony 
S-600  offers  an  economy  model  for 
the  smaller  home,  multiple  unit  and 
tract  development.  Prices  are  com¬ 
parable  to  wall  and  ceiling  ventila¬ 
tors  of  equal  quality,  yet  this  hood 
provides  far  greater  ventilating 
efficiency  because  of  its  close 
proximity  over  the  range.  Builder’s 
Model  S-600  is  equipped  with  an 
8-inch  propeller  type  exhau.st  fan, 
rubber  mounted  for  quiet  opera¬ 
tion. 


Motor  and  fan  unit  lift  out  for 
easy  cleaning.  Perfect  illumination 
is  provided  by  two  40-W  incandes¬ 
cent  bulbs.  Separate  light  and  fan 
switches  are  conceniently  located 
in  pre-wired  control  box  behind 


front  edge  of  the  hood.  Welded 
one-piece  construction  and  smooth 
baked  enamel  finish  in  two  colors, 
white  and  copper,  offer  a  choice 
to  match  any  kitchen. 

One  size  for  standard  42-inch 
range  opening.  Shipped  completely 
assembled  and  pre-wired  ready  for 
installation  into  any  standard 
cabinet.  Requires  7-inch  round  or 
10  x  3^2  inch  standard  vent  pipe. 
Stanthony  Corp.  of  Burbank,  Cali¬ 
fornia  offers  descriptive  literature 
and  prices  on  request.  Distributor 

inquiries  invited. 

*  *  * 

Cast  Aluminum  Awning 
Initials  and  Spears 

The  Niles  Aluminum  Casting 
Co.  of  Youngstown,  Ohio,  recently 
announced  a  new  line  of  Cast 
Aluminum  Initials  and  Awning 
Spears  to  decorate  and  enhance  the 
beauty  of  Aluminum  Awnings. 


Personalizing  always  tends  to 
increase  sales  appeal.  These  cast 
aluminum  initials  are  designed  in 
Old  Script,  adding  Flare  and 
beauty  to  any  awning  installation. 

The  Spearheads’  introduction  for 
aluminum  awnings  is  also  new  and 
reflects  artistic  design. 

The  Niles  Aluminum  Casting 
Co.  recently  moved  their  plant  and 
office  to  3202  Hubbard  Road, 
Youngstown,  Ohio,  increasing  their 
productive  capacity  to  offer  com¬ 
plete  aluminum  foundry  facilities 
to  the  aluminum  door  and  awning 
industries. 


Another  product  that  is  well 
accepted  in  the  combination  door 
field  is  the  Corner  Keys  that  are 
produced  to  customers’  specifiica- 
tions  by  the  Niles  Aluminum  Cast¬ 
ing  Co. 


Further  information  may  be 
obtained  by  writing.  The  Niles 
Aluminum  Casting  Co.,  Dept.  BS, 
3202  Hubbard  Road,  Youngstown, 
Ohio. 

*  *  * 

Little  Beaver  Three-Track 
Combination  Window 

Now  perfected  after  a  long  peri¬ 
od  of  engineering  research,  the 
Little  Beaver  Company’s  “Triple- 
Tilt”*  aluminum  combination  win¬ 
dow  offers  many  advantages  to 
both  the  dealer  and  the  customer. 
Designed  to  be  absolutely  foolproof, 
it  has  a  one-piece  extrusion  that 
includes  all  tracks  and  completely 
eliminates  service  calls. 

The  manufacturer  is  confident 
that  this  window  is  at  least  50% 
heavier  than  others  on  the  market 
at  present.  It  is  a  picture  frame 
window  made  in  sizes  to  accommo¬ 
date  every  conceivable  need  and 
eliminates  all  cutting  and  fitting. 
Dealers  will  find  this  window  easy 
to  sell  because  housewives  find  it 
so  amazingly  easy  to  clean.  Ac¬ 
cording  to  Eric  David,  president  of 
Little  Beaver,  the  glass  panels  of 
the  “Triple-Tilt”*  can  be  washed 
while  the  housewife  is  sitting  down 
and  without  being  removed. 

*Patents  Pending. 

For  further  details  write  Little 
Beaver  Co.,  1513  Ashland  Avenue, 
Dept.  BS — MA.,  Baltimore  5,  Md. 

{Continued  on  Page  90) 
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with  the  biggest 

dealer  profits 


in  the  biggest  new  industry 

is  the 


PRE^FAB 


nmaster 

aluminum  awning 
pre-fab  plan! 


write,  wire  or  phone  collect 
for  the  Sunmoster  Story 


Sunmaster  Aluminum  Awninf  Ctmpany 
Haskell,  New  Jersey 

Please  rush  me  ‘The  Sunmaster  Story.” 


I  AM  NOW. 


^ORfh  & 


^  ^  TRACK 

ALL  ALUMINUM 
COMBINATION 


Presents  K  D  Plan 

that’s  More 
Profitable 

FOR  YOU!  ^ 


*  THIS- 

you’ve  gotta 

I  SEE.../  1 


-  because  it's  the 

SET-UP  YOU'VE 
BEEN  LOOKING  FOR! 


The  JUNIPER  TRIPLE  TRACK 

all  aluminum  combination 

STORM  &  SCREEN  WINDOW 
FlATURtS: 

*  63ST-5  extruded  aluminum. 

*  U-Shope  telescoping  expander  sides  and  sill. 

*  Tubular  construction  —  Forming  Insuloted  oreo. 

*  Automatic  adjustment  to  any  prime  frame 
— simplifying  efficient  installation. 

*  Automatic  weotherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

*  Self-storing  inserts.  *  All  aluminum  screening. 

*  Absolute  ventilation  control  from  top  or  bottom. 

*  Inserts  raise  or  lower  to  any  position  .  .  .  and 
STAYI 

*  Gadget-Free,  Nothing  to  go  out  of  order. 

*  FREE  from  UNNECESSARY  coll  bocks. 


it  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 


TRIPII  TRACK 


<hon9«Avet| 


ALUMINUM  PRODUCTS.  INC. 

322-324  ELTON  STREET 
BROOKLYN  8,  N.  Y. 
TELEPHONE:  TAyler  7-3SI9 


Prompt 

Dopondablo 

Dolivoriot. 


Aluminum  Stockpiles 

(Continued  from  Page  14) 

take  care  of  the  increase,”  Mr. 
White  said. 

Citing  the  Government's  con¬ 
tinued  stockpiling  of  the  metal,  he 
added :  “There  may  be  an  eventual 
slackening  in  the  use  of  aluminum 
for  defense,  but  this  should  occur 
over  a  long  period  of  time,  giving 
the  Government  an  opportunity  to 
I  add  metal  to  the  national  stockpile. 

I  It  isn’t  likely  to  mean  immediate, 
j  sharp  curtailment.” 

The  secretary  of  the  Aluminum 
Association,  whose  members  in¬ 
clude  all  of  the  country’s  primary 
producers  of  aluminum  and  ac¬ 
count  for  about  85  per  cent  of 
.semi-fabricated  aluminum  in  the 
United  States,  reported  that  there 
was  “every  evidence  that  all  plants 
now  under  construction  will  be 
completed  on  .schedule.” 

Although  the  aluminum  industry 
is  confident  that  there  will  be  no 
overproduction,  many  industry 
officials  admit  that  there  has  been 
an  easing  in  pressure  for  the  metal 
in  recent  months  and  that  a  strong 
selling  effort  will  be  required  to 
market  all  the  supply  available 
next  year. 

There  have  been  some  lay-offs 
in  the  industry  recently  and  some 
aluminum  producers  have  been 
offering  metal  to  the  stockpile  as 
a  result  of  the  reduced  consumer 
demands. 


Mastic  Manufacturers 

I 

(Continued  from  Page  14) 

tion,  presided  at  the  meeting  and 
explained  in  detail  the  aims  and 
purposes  of  trade  practice  rules. 
Also  present  at  the  meeting  was 
Allen  C.  Phelps,  Chief,  Trade  Prac¬ 
tice  Conferences  and  his  assistant, 
Paul  Cameron.  The  completing  of 
the  trade  practice  conference  and 
establishment  of  Federal  Trade 
Commission  approved  rules  has 
(Continued  on  Page  80) 
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WEATHERSTRIPPEDfJftLOUSIES 


THE  FIRST  COMPLETELY  VINYL 


Witli  D^ison  KD  (knockdown)  units  you 
savd^n  shipping  costs,  storage  space, stock 
re(jujred;Head  and  sill  available  in  4"  incre- 
meit^%S,j3tmbs  in  3V2"  increments  .  .  .  supply 
any^sizewindow  or  door  with  simple  saw  cut. 


Hugged  extruded-aluminum  constl^ffiraon 
weatherstripped  storm  sash  iute^^^e- 
able  witli  recessed  screen,  slopii^^pffiare 
features  that  sell.  . .  and  these^giMve 
features  make  new  customers  . 


Patented 

tension- sea  IMllSuwr 
clip***pro^g|p- 
itive  sealing^w'loii- 
vers  .  .  .  .wfmfnates 
air,  water  h^hratton 


^  Seven  packaged  KD 
-  •  units  take  no  more 
space  than  one  as- 
*  sembled  window. 


inte- 
^M'p  with 
Wg  directs 
Tibof  drain- 
f  from  lou- 


^;OnIy  a  screwdriver 
Hand  8  screws  needed 
ri^or  simple  assembly 
’of  Denison  KD  units. 


ass  louvers  slide 
I  place  . . .  are  held 
:^re  with  exclu- 
litension-seal** 


^fiinplete  weather- 
^^pping  on  jamb'as 
^^11  as  head  and  sill 
•s^or  protection  in  any 
climate. 


’  ‘Copy 
'Patented  *  f 


DENISON  CORPORATION 
D*pt.  BS-1 

1S90  N.  E.  146rii  StTMt 
North  Miami,  Florida 

Please  send  me  full  information  on  Denison  Jalousies. 


jcw,  sparkling  b 


Denison  Jalofis^^ 
for  regular  wirfil^ 
for  doors  . . .  conved 
all-purpose  rooms  . 
useful. 


Name. 


Company. 


ESTABLISH  YOURSELF  IN  THIS  PROFITABLE  NEW  MARKET  NOW! 


Address 


THE  TRADEMARK 
OF  QUALITY! 
It's  stamped 
^  on  the  sill. 


WEATHERMASTER  JALOUSIES  DIVISION  OF 


City 


V  • 


DEALERS  •  DISTRIBUTORS 
Certain  desiroble  territories  are  available 
MAIL  THIS  COUPON  TODAY! 
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Priced  for  Profit... 
Built  for  Beauty! 


COMPARE 


8e«a)tC 


FEATURES 


Mastic  Manufacturers 

{Continued  from  Page  78) 

been  placed  in  the  hands  of  FTC 
attorney,  Wilbur  W.  Sacra. 

The  Commission,  through  its 
representatives  at  the  meeting, 
brought  out  the  large  number  of 
complaints  that  have  been  received. 
Prominent  among  these  complaints 
are  the  following : 

(a)  False  endurance  claims 
(e.g.,  misuse  of  the  term  “life 
time”,  etc.) 

(b)  False  depictions  (such  as 
inaccurate  “Before  and  After” 
photographs) . 

(c)  False  claims  of  government 
endorsement  or  use. 

(d)  Use  of  deceptive  testimoni¬ 
als. 

(e)  Deceptive  claims  concerning 
waterproof,  stainproof,  fire-retard¬ 
ent,  termite  proof,  fungus  proof, 
nonfading,  nonchipping,  nonpeel¬ 
ing,  noncracking,  heat  resistant, 
imperviousness  to  salt  air  or  other 
qualities  of  the  products. 

(f)  Deceptive  claims  as  to  insu¬ 
lating  properties. 

(g)  Misleading  guarantees  or 
warranties. 


EXCLUSIVE  , . .  4-icay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 

•  63  ST-5  Extruded  aluminum  •  Stainless  steel  springs 

•  Self-storing  •  Finger-tip  Control 

•  3  Sliding  Inserts  •  Weatherstripped  sills 

•  Alclad  screening  •  All  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write; 


v* 

i 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


(h)  Deceptive  claims  as  to  ap¬ 
plicability  of  the  products  to  all 
types  of  building  surfaces. 

(i)  Deceptive  comparisons  with 
painted  surfaces  in  respect  to  dura¬ 
bility  and  cost. 

NERSICA 

Early  in  the  Commission’s 
negotiations  with  the  Industry, 
NERSICA’s  Managing  Director, 
C.  N.  Nichols,  was  approached  by 
the  Commission  for  any  assistance 
he  might  give  to  the  Commission 
as  a  result  of  his  contact  with  the 
members  of  the  industry.  The  Com¬ 
mission  pointed  out  at  the  time 
they  contacted  Mr.  Nichols  that 
they  expected  to  bring  all  industry 
trade  practice  rules  down  to  the 
contractor,  level  In  other  words  the 
rules  that  are  finally  promulgated 
to  eliminate  and  prevent  deception 
and  unfair  trade  practices  in  the 
advertising,  selling  or  applying  of 
{Continued  on  Page  82) 
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HERE’S 
WHAT  AN 
AIR  MASTER 
FRANCHISE 
MEANS 

TO  YOU ! 


SELLING  THE  ONLY  DOOR 
IN  THE  COUNTRY 

A  FULL  1  1  16"  THICK 


SELLING  A  FULL  LENGTH 

PIANO  HINGE 


GETTING 

IMMEDIATE  DELIVERY 


SELUNG  THE  EXCLUSIVE 

KEY  OPBUTED 
KNOB  LOCK 


YOU  WONT 
BELIEVE  IT... 

when  you  hear 
Air  Master's 
low  price! 

Write  today! 

for  full  information  con¬ 
cerning  Air  Master's  profit 
making  plans  for  you. 


the  fastest  selling,  finest  quality 
door  ever  to  hit  the  market! 


it  MasW^ 


and  LEHIGH  AVENilE,  PHILADELPHIA  32,  P/ 


MonMfoctiirar*  of  AlvminMin  Combination  Storm  Window*  •  Door*  | 
Soroon*  •  Ca**m*nt  Window*  •  Siidiny  Ranch  Typo  Window*  | 


AIR  MASTER.  IStli  asd  Lehigk  Aves.,  Philadelphia,  Pa. 

Gontlomin: 

I  am  intorotfod  in  a 

□  Distributorship  □  Doalorship 

Namo . 

A 

Addross . . 
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Mastic  Manufacturers 

{Continued  from  Page  80) 

mastic  and  texture  pressured 
sprayed  coating  products  will  affect 
contractors  who  violate  any  of  the 
trade  practice  rules. 

With  this  in  mind,  NERSICA 
requested  its  chairman  of  the  mas¬ 
tic  and  heavy  coating  products 
committee,  N.  C.  Freed,  of  Roches¬ 
ter  to  attend  the  meeting  as  a  pro¬ 
tection  for  the  contractors.  NER- 
SICA’s  legal  counsel,  Charles 
Hawkins,  who  had  previously  sat 
in  on  industry  meetings,  also  was 
present. 

Tho.se  who  attended  the  FTC 
meeting  in  the  afternoon  met  in 
the  Willard  Hotel  during  the  morn¬ 
ing  and  discussed  the  precedure. 
Attorney  Hawkins  was  appointed 
by  the  industry  to  speak  in  their 
behalf.  Following  the  meeting,  the 
industry  members  again  adjourned 
to  the  Willard  Hotel  w’here  a  com¬ 
mittee  known  as  the  Mastic  and 
Texture  Pressured  Sprayed  Coat¬ 


ing  Trade  Practice  Conference 
Committee  was  organized  and  at¬ 
torney  Hawkins  retained  as  tem¬ 
porary  counsel  to  work  with  the 
Commission  as  a  representative  of 
the  industry. 

Those  in  attendance  were: 

Simon  R.  Perlmutter,  Hart  & 
Burns,  Inc. 

J.  C.  Ankeny,  Insulma.stic 
Corp.  of  Amer. 

K.  F.  Lieberman,  Kenitex 
Corp. 

A.  H.  Hardy,  Re-Nu-It  Corp. 

A.  Rubin,  L.  Sonneborn  Sons, 
Inc. 

Joseph  Lo  Re,  Verfles  Sales 
Corp. 

Sidney  Jacobs,  Carbozite  Pro¬ 
tective  Coatings,  Inc. 

Industry  members  will  meet  to 
formulate  the  type  of  trade  prac¬ 
tice  rules  they  will  wish  to  present 
to  the  Commission  for  their  ap¬ 
proval.  Every  effort  will  be  made 
to  get  a  set  of  rules  established 
and  functioning  before  the  begin¬ 
ning  of  the  busy  .season  in  the 
spring  of  1954. 


On  The  House 

{Continued  from  Page  34) 

It  is  true  that  some  bait  adver¬ 
tisers  are  actually  allowing  some  of 
their  inferior  windows  to  be  sold. 
They  do  this  not  because  they  can 
make  any  money  by  these  sales  but 
as  a  “proof”  that  they  are  backing 
up  their  bait  ads  with  real  sale.s. 
One  can  only  pity  the  home  owners 
w’ho  have  bought  these  bargain 
windows  for  they  are  the  victims 
of  unscrupulous  phonies  and  sooner 
or  later  will  have  to  buy  good  qual¬ 
ity  aluminum  combination  .storm 
.sash  at  the  going  market  price 
from  legitimate  dealers  and  toss 
their  “bargain”  windows  into  the 
a.sh  can. 

*  *  • 

The  sad  thing  about  it  all  is  that 
the  public  has  become  accustomed 
to  thinking  that  storm  window 
prices  are  really  those  shown  in 
bait  advertisements.  This  makes  it 
very  difficult  for  the  honest  dealer 


★ 


ALUMINUM  COMBINATION 
WINDOW  &  DOOR  MANUFACTURER 

will  Mtablish  OMembly  branch  on 
portnorahip  basis  with  distributor  hov- 
*  ing  subslontial  solos  Tolumo.  Wo  wUl 

complotoly  oquip  shop  ond  supply 
inoontory  with  no  cosh  inoostmont 
roquirod.  All  sxtrudod  trij'lo  chonnol 
window,  biqh  quaUty  door,  at  low  cost. 

.  Writs,  wiro  lor  Inlorrisw  at  our  plant 
or  yours. 

Box  No.  437 

BUILDING  SPECIALTIES 

OUR  PRESENT  DISTRIBUTORS  KNOW  OF  THIS  AD  42s  Fourth  Ato..  Now  York  le.  N.  Y. 
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who  does  not  mislead  the  public 
with  phony  prices  to  get  leads.  At 
the  same  time  the  business  of 
legitimate  dealers  is  being  under¬ 
mined  as  a  result  of  the  resent¬ 
ment  and  distrust  among  home 
owners  who  have  suffered  from  the 
activities  of  a  minority  of  phonies. 

Hints  to  Salesmen 

{Continued  from  Page  26) 

yourself  another  bunch  of  leads. 
And  why  not?  Haven’t  they  seen 
your  samples  in  the  best  possible 
condition? 

•  •  • 

Many  salesmen  make  a  practice 
of  paying  a  “courtesy”  on  their 
customers  to  see  if  they  are  satis¬ 
fied  with  the  installation.  Their 
real  reason  for  this  call  is  to  ferret 
out  more  leads.  This  is  also  the  time 
when  you  ought  to  tell  the  house¬ 
wife  how  to  care  for  her  aluminum 
windows.  It  provides  you  with  some¬ 
thing  to  talk  about  before  getting 
to  the  subject  of  leads  and  it  im¬ 
presses  her  as  an  additional  service 
which  you  are  rendering.  This  puts 
her  in  a  warm  frame  of  mind  and 
she  will  probably  rattle  off  a  string 
of  names  any  one  of  which  may 
result  in  a  sale. 

•  •  • 

Here  are  some  of  the  things  you 
can  tell  her  about  keeping  alumi¬ 
num  in  good  condition : 

1.  When  the  glass  is  washed,  the 
aluminum  parts  of  the  window 
should  also  be  washed.  Frequency 
of  washing  depends  on  the  place 
where  the  customer  lives.  Windows 
in  smoky  cities  naturally  require 
more  wa.shing  than  those  in  rural 
areas.  If  the  glass  is  dirty,  the 
frame  must  be  dirty  too,  and 
should  be  washed  by  the  same 
method  used  to  clean,  the  glass. 
Caustic  or  acid  cleaners  should  not 
be  used.  There  are  many  solutions 
on  the  market  used  for  cleaning 
windows  which  are  quite  satisfac¬ 
tory  for  washing  aluminum  also. 

(Continued  on  Page  84) 


SAFELY 

UNIFORMLY 

ACCURATELY 


COMPANY 


385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


SuM/Ut^ 

SCREEN  SPLINER 


Fabrication  costs  aro  cut 
drastically  by  tho  uso  of 
this  Screon  Spline  machine. 
You  need  no  skilled  operator 
to  run  the  machine.  Your 
screen  splines  will  come 
out  uniformly  and  accurate 
giving  constant  quality 

control.  Ij,* 

I  ! '  I 


Sacur/fy  Scr«M  SpKm 
Kollmg  MatKm* 


•  SAVES  300%  IN  LABOR  COSTS 

•  GAIN  GREATER  SAW  CAPAOTY 

•  SAVES  AdATERIAL 

•  3  TIMES  FASTER  THAN  SINGLE 
BLADE  SAWS 

Two  tow  biados  cut  two  por- 
foctly  mitorod  corners  simultane¬ 
ously  with  one  vertical  drop  of 
the  blades.  Your  eight  foot  rule 
has  adjustable  stop. 

SrEOFICATtONS: 
to  12'  Cfarcwlor  Sow  Bloclot 
2-114  H.P.  Elodric  Motors  (3750  r.p.m.) 
S'  rwio  wMi  odivstoMo  slop 
Form  Mocks  for  typo  of  mowMings 
Oroy-Mills  pomping  systom 


SocvrUy  Dvol  MUro  Cwt-OfF  Saw 


IMMEDIATE  DELIVERY 
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Check  These 

Important 

features 

That  Mean 

MORI 

VOLUME 

Tor  You 


ELLWOOD 


Aluminum 

Combination 

Door 


THE  BEST  QUALITY,  FINEST 


ENGINEERED  DOOR  IN  THE  TRADE 


Heavy  Corner 
Conttruetion 
Top  Quality  iMteh 
Super  Heavy  Kiek  Panel 
Storm  King  Door  Cheek 
Quick  Chanye  from  Glass 
to  Screen 


•  Double  Locked  inserts 

•  Simple  Bottom 
Adfustment 

•  Stainless  Steel  Hinges 

•  Aluminum  Screen  Wire 

•  Competitively  Priced 


Tour  salesmen  can^t  miss  with  the  Ellwood 
Donor  ...  it  has  everything  their  customers 
want,  dozens  of  sale-closing  features. 


★  Mai!  The  Coupon  Today  For  details  ★ 

........  jhe  ELLWOOD 


ALUMINUM  DOOR 
CO.,  INC. 


Ellwood  City,  Penno. 

Please  send  me  complete  information. 

I  am  a: 


Phone  PLozo  8-7588 

□  Dealer 

□  Distributor 


NAME 


COMPANY 
ADDRESS  . 


Hints  to  Salesmen 

{Continued  from  Page  83) 

The  frame  should  be  wiped  dry 
after  being  cleaned. 

•  •  • 

2.  If  aluminum  windows  have 
become  dull  from  dirt  and  smoke, 
they  can  be  brightened  with  fine 
steel  wool  and  liquid  wax  which 
acts  as  a  lubricant  (The  self-pol¬ 
ishing  type  of  wax  should  not  be 
used.)  Excess  wax  should  be  wiped 
off  with  a  clean  cloth.  This  treat¬ 
ment  will  keep  aluminum  bright 
and  make  cleaning  easier. 

3.  At  the  end  of  the  summer  the 
aluminum  screens  should  be  given 
a  shower  bath  to  remove  accumu¬ 
lated  dirt.  After  being  removed 
from  the  windows,  the  wire  cloth 
should  be  scrubbed  with  a  fibre 
brush  and  neutral  soap.  Flush  with 
a  garden  hose  to  remove  all  dirt 
and  soap  and  allow  the  screens  to 
dry  before  storing. 

•  •  • 

4.  If  the  windows  and  glass  units 
are  not  of  the  self-storing  type, 
they  should  be  put  in  a  safe  place 
when  not  in  use.  Before  putting 
them  away  they  should  be  cleaned 
so  that  they  will  be  ready  for  use 
when  they  are  needed.  It’s  a  wise 
idea  to  build  a  rack  for  them  in  a 
dry  place  where  they  cannot  be  ac¬ 
cidentally  damaged.  Such  a  rack 
can  be  attached  to  the  basement 
ceiling  or  attic  rafters. 

5.  If  any  of  the  windows  or 
screens  need  repairs  only  the  au¬ 
thorized  dealer  for  that  brand  of 
window  should  be  called.  He  has 
the  trained  workmen  and  the  cor¬ 
rect  parts  to  make  prompt  and  sa¬ 
tisfactory  repairs.  Aluminum  win¬ 
dows  are  carefully  engineered  and 
built  to  close  tolerances  for  weath- 
ertight  protection  so  it’s  best  to 
call  an  expert  for  these  repairs. 

•  •  • 

6.  While  aluminum  windows  do 
not  need  painting  for  protection, 
they  can  be  painted  to  match  the 
house  trim  if  this  is  desired.  Best 
results  will  be  obtained  by  wiping 

{Continued  on  Page  88) 
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C-THRU  ALUMINUM  AWNING  CO 


424  W.  IITH  ST.,  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 


C-THRU  PORCH  CANOPY 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


y«t,  its  MnfinMUit  and 
for  ut«  in  snow  country. 


UGHT 

C-THRU'S  polmitMl  curvad  leuvars  braolc 
up  harsh,  eutsida  light  which  antars  your 
room  soft,  glaralass  and  dHfusad.  No  mora 
draary  rooms  with  this  oxclusiva  faotura. 

VENTILATION 

C'THRU'S  anginaorod  lowart  kaap  tha  sun 
away  from  your  windows,  and  allow 
cemplato  awning  and  room  vantilation.  No 
dood  air  pockots  moons  tomporaturos  low* 
orod  os  much  os  17  dograos. 


DISTRIBUTORS:  Writa  or  wira  immediota- 
ly  for  furthor  information. 

DEALERS:  Contact  us  for  location  of  your 
noorast  distributor. 


C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


6  Home  Improvement  Dealer 


t  t  t  t 


The  Name  of ,,, , 


Champion 


is  Your  Protection 


First .  .  . 

*  Triple-Track  Window 

*  Designed  in  New  England 
^  Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
I>erive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  .  .  .  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

PUCITY 


Always  ...  ask  for  the  "BENART”  Tri-Plicity 
(the  champion  of  the  triple-track  windows)  and  be 
assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


PION  MRDOWS,  INC. 

•2i  K.  First  Strsst  South  Boston,  Mass. 

SOS-S842 


i  A  C  ustomcr  Is  a  SatisFied  Cqsipmei 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 


DECEMBER  1953  BUILDING  SPECIALTIES 


IT’S  THE  KnOW-hoW^OF  KEYSTONE 


P 


h 


EYSTO 


N 


E 


d 


K 


e 


I  o  n  ee  re 


K 


D 


THAT  BUILDS  Qudllty  AND  Sdlcs! 


The  men  of  the  Keystone  organization  are 
pioneers  in  the  manufacture  of  Aluminum 
Storm-screen  Doors  and  Windows.  The  tech¬ 
nical  laboratory  and  engineering  department 
personnel  are  constantly  developing  new 
ideas  to  make  Keystone  even  more  out¬ 
standing  in  the  field  of  aluminum  products. 
Each  employee  believes  in  his  importance  in 
the  line  of  production.  Skilled  craftsmen 


step  in  production  until  the  doors  and  win¬ 
dows  are  ready  for  shipment. 

Keystone  pioneered  the  “K-D”  package,  re¬ 
quiring  less  expense  in  assembling  than  any 
other  in  the  industry  . . .  also  the  full  length 
piano  type  hinge^  plastic  glazing  and  now, 
the  new  Hydraulic  Door  Klo-Sure  that  is 
setting  new  sales  peaks  in  the  industry.  At 
Keystone  every  detail  is  important.  There’s 


DlfRY*  P€l 

ALUMINUM  SIDING  • 


control  quality  from  the 
time  the  original  extrusions 


are  made  on  through  each 


quality  in  Keystone  pro 


ducts  and  profits  in  a  Key 


stone  franchise. 


KEYSTpNE  ALLOYS  COMPANY 

-'  \  \  V  of 

STORM. ^fRFFN  HOORS  AND  U/INnOVUS*  •  FyTDIIC|ONS 


METAL  STAMPINGS 
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TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 


writ*,  phon*,  or  %rir* 

S.  D.  DAVIS,  INC. 

l220-2a  Owrry  St>  PMo.  7,  to. 


Wt  tnmtfy  Mkvt  mfn  pn4iKkig 
AHast  T^pk  Tmk.  If 

mut  f  hn4k  #  rnriserfia-ffH  wkihw 
with  Hsy•t0^sitt  ptMriity  fegt&m  u^prkHl  hr 
ruri  profits  h  /Mr,  kfs  get  hgithtr. 

pisTRmromiPS  sm  open  in 
pmsymmA,  hpw  jemy, 

NBW  YORK,  PiLAWARB 
ARP  fAARyiAHP! 


.  .  .  incorporates  the  most  advanced  engineering 
features  in  aluminum  storm  window  design  .  .  . 
...  at  the  lowest  price  in  the  field! 

*  Inserts  slide  on  roller  bearings  *  No  springs,  external  dips  or  gimmicks 
of  any  kind  *  Completely  concealed  handles  *  100%  extruded  aluminum 

*  welded  corners  *  Non-removable  tracks  *  Custom-made  to  specification 
requirements  *  Installed  effortlessly  on  .  .  .  Overlop  Western  Type  open¬ 
ings,  Blind  Stop  and  Overlap  Eastern  openings. 

Available  under  Andrea's  Unique  Prefabrication  K.  D.  Plan  or  Assembled, 
write,  wire,  phone  for  full  details. 


183  Horton  Avenue  •  Lynbrook,  L.  I.,  N.  Y, 
Telephone:  LYnbrook  3-8668 


Hints  to  Salesmen 

{Continued  from  Page  84) 

the  surface  with  benzene  or  pain¬ 
ters’  naphtha  to  remove  all  grease 
and  dirt  and  rubbing  the  surface 
with  fine  steel  wool.  A  coat  of  Alu¬ 
minum  Metal  and  Masonry  Paint 
should  then  be  applied  as  a  primer. 
Any  durable  paint  or  enamel  is 
satisfactory  as  a  finishing  coat. 
Care  should  be  taken  to  avoid  get¬ 
ting  any  paint  on  the  weatherstrip¬ 
ping  or  sliding  surfaces  as  this  will 
i  cause  the  window  to  stick. 

•  *  a 

Now,  when  you  have  finished 
j  telling  her  these  facts,  leave  her 
I  a  pamphlet  or  card  giving  her  all 
the  above  information  and  be  sure 
to  have  your  name  and  that  of  your 
company  on  the  reverse  side.  Some 
dealers  have  a  business  reply  card 
attached  to  the  pamphlet  with  the 
salesman’s  code  number  on  it. 

Yes,  be  sure  to  tell  the  housewife 
how  to  take  care  of  those  windows. 

,  Remember,  they  are  not  only  her 
I  windows  but  your  samples! 


Aluminum  Awnings 

{Continued  from  Page  57) 

I  used  as  a  patio  cover,  makes  any 
home  look  larger,  lower  and  much 
more  beautiful. 

The  furniture  used  with  patios, 
I  particularly  if  it  is  wrought  iron, 
is  of  course  rugged  and  impervious 
to  climate.  There  is  no  real  need 
to  store  it  away  during  the  winter 
months.  So  patios  remain  intact 
throughout  the  year.  When  warm 
!  weather  arrives,  one  need  only  add 
a  few  cushions  to  the  furniture  and 
the  patio  is  ready  for  good  use. 

These  are  just  a  few  of  the 
numerous  reasons  why  so  many 
:  homeowners  are  buying  patios,  and 
'  why  dealers  will  find  it  extremely 
j  profitable  to  promote  the  patio  idea 
as  a  complete  unit  or  “package” — 
i  combining  awnings  and  furniture, 

I  together  with  any  other  product 
that  lends  itself  to  easy,  casual  out- 
j  door  living. 
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FOR  MORE  SALES/ 

Your  Best  Profit  Combination 

'^eeuElen.-7(/i4^ 

1-w.RE  PERMA-SEAL 

itown,  Ohio  /  II  Aluminum  Combination 

^  \mF/f/m  WINDOWS 


WRITE -WIRE 
PHONE 

Youngstown,  Ohio 
Swootbrinr 

9-9765 

For  Additional 
Information 


*711  rlH 


Low-Cost, 

Free-Gliding 

Aluminum  Combination  Window 

A  TOeatAen-T&Ue  ALUMINUM  PRODUCT  FOR  EVERY  PURSE 
AND  PURPOSE -PROFIT  BY  SELLING  THE  COMPLETE  LINE 


70c€iMit>t -7&iAe 
DELUXE  ALUMINUM 
COMBINATION  WINDOW 

Rigidly  construcUd  of  finest  quality, 
•xtriidad  architectural  aluminum  — 
treated  for  extra  hardness.  Built  to 
fit  and  to  allow  for  sagging  or 
change  of  shape  of  primary  frames. 
Flush,  self-storing  type  installation. 


TtfeoMLex-tOiM 

ALUMINUM  COMBINATION 
STORM  DOORS 

The  convenience  and  beauty  of  Weather-Wise  Doors 
are  positive  protection  and  low  cost  all  in  one  .  .  . 
a  natural  result  of  the  heavy,  extruded  aircraft 
aluminum  together  with  the  deluxe  accessories  to 
make  a  combination  storm  door  of  lifetime  service. 


&  Home  Improvement  Dealer 


89 


HEW  Products  —  ideas  —  Methods 

{Continued  from  Page  76) 


New  Low  Price 
Custom  Tub  Enclosure 

“Beauti-Dor”,  a  new  all  glass 
and  aluminum  Tub  Enclosure,  is 
new  being  marketed  at  what  is 
said  to  be  the  lowest  prices  in  the 
U.S.A.  Two  sizes,  for  5  ft.  and 
5i/*>  ft.  recessed  tubs  are  offered, 
accommodating  93%  of  the  tubs 
in.stalled  in  homes  in  the  last  8 
years.  This  means  any  recessed 
tub  of  these  sizes  can  be  converted 
into  a  modern  combination  tub  and 
shower  enclosure. 


Takes  only  15  to  30  minutes  to 
install.  The  Beauti-Dor  is  shipped 
complete  in  one  carton  —  with  the 
doors  pre-assembled  at  the  factory. 
No  drilling,  no  mitering  —  nothing 
to  do  but  to  secure  two  side  jambs 
to  the  walls  and  the  bottom  rail 
to  the  tub.  The  top  rail  and  doors 
slide  into  place. 

“Beauti-Dor”  is  designed  to  sell 
either  for  new  home  construction 
or  for  remodeling  work.  It  pro¬ 
vides  the  latest  in  modern  decor, 
yet  saves  space  and  many  hundreds 
of  dollars  in  cost  over  separate 
shower  areas. 

“Beauti-Dor”  is  made  entirely 
of  Heavy,  highly  polished,  rust 
proof  aluminum  and  7/32  inch 
glass  in  exclusive  “Starlite  Aristo¬ 
crat”  and  “Sea  Foam”  patterns. 
Cadmium  plated.  Double  overhead 
ball-bearing  rollers.  Neoprene  Rub¬ 


ber  Glass  channels  for  watertight 
performance.  Complete  details 
from  manufacturer:  Shower  En¬ 
closures,  Inc.,  Dept.  BS,  1227  West 
Devon  Avenue,  Chicago  40,  Illinois. 

0^  Ttr 

Pre-Engineered  Wood 
Garages 

Made  by  a  special  method  of 
pre-engineered  panel  construction 
that  assures  easy  and  accurate 
fitting  of  all  parts,  Lock  -  Rite 
garages  are  available  in  a  wide 
variety  of  prices  and  sizes  ranging 
from  10'  X  20'  at  $399.00  all  the 
way  to  20'  x  60'  at  $2290.00.  The 
manufacturer  states  that  all  stud¬ 
ding  is  made  of  West  Coast  kiln 
dried  fir  and  all  siding  of  West 
Coast  kiln  dried  pine. 

The  entire  garage  is  delivered 
as  one  package  to  the  construction 
site  and  includes  a  steel  overhead 
door  and  one  or  more  (depending 
on  size)  windows  with  decorative 
shutters.  The  concrete  slab  for  the 
floor  is  laid  by  the  contractor.  As¬ 
sembly  procedure  is  so  simple  that 
even  an  inexperienced  home  owner 
can  put  these  garages  together. 
Galvanized,  rust-proof  nails  are 
used  on  all  sections  exposed  to 
weather.  The  overhead  doors  are 
made  of  heavy  galvannealed  steel, 
braced  and  welded  into  a  single 
unit  for  maximum  strength.  Roof¬ 
ing  shingles  of  210  lb.  asphalt  in 
standard  colors  are  also  furnished. 


Studding  consists  of  2  x  4’s  16" 
on  center.  Rafters  are  2  x  4’s  16" 
on  center  for  widths  up  to  14'  and 
2  X  6’s  16"  on  center  for  widths 


from  16'  to  20'.  The  novelty  siding 
used  is  applied  over  asphalt  and 
kraft  weatherproof  material.  Roof 
deck  is  all  tongue  and  groove  or 
shiplap.  Top  plate  consists  of 
double  2  x  4’s  with  a  2  x  6  sill  un¬ 
der  the  bottom  plate.  The  ridge  is 
2x6. 

In  addition  to  garages  Lock-Rite 
also  makes  pre-engineered  summer 
cottages  and  utility  buildings.  All 
structures  are  guaranteed  to  meet 
all  frame  building  codes.  Prices 
are  said  by  the  manufacturer  to 
be  the  lowest  for  such  high  quality 
buildings. 

Write  to  Lock-Rite  Structures, 
Inc.,  Dept.  BS,  235  Mill  St.,  Lawr¬ 
ence,  New  York. 


«  «  iji 

Breez-Z-Lite  Fiberglas 
Awning  Announced 

“Bree-Z-Lite,”  a  new  Fiberglas 
awning,  has  been  developed  by 
D.  L.  Schurger  and  H.  F.  Hacke- 
dorn  who  have  completed  facilities 
for  manufacturing  the  new  product 
and  are  now  setting  up  plans  for 
national  distribution.  Schurger  and 
Hackedorn  are  presidents,  respec¬ 
tively,  of  Ron-del,  Inc.,  of  Dallas, 
Texas,  and  Lubrication  Products 
Company  of  Cleveland,  Ohio.  Both 
men  are  well  known  for  their  years 
in  the  aluminum  awning  field,  and 
are  the  designers  of  the  Auralite 
Fiberglas  awning  for  Sears  Roe¬ 
buck  and  Company. 

“While  one  of  our  major  con¬ 
siderations  in  creating  ‘Bree-Z- 
Lite’  awnings,”  said  Mr.  Schurger, 
“was  to  develop  a  product  for  both 
commercial  and  residential  uses 
which  would  be  economical  for  the 
customer  to  buy,  we  also  gave 
special  attention  to  other  features, 
such  as:  economy  of  fabrication 
and  installation ;  admission  of 
light ;  ventilation ;  variety  and  per¬ 
manence  of  colors  strength,  and 
long  life.  Laboratory  tests,”  he 
continued,  “indicate  a  minimum 
life  of  10  years  without  any  visible 
deterioration,  cracking,  or  color 
fading.  And  their  ready  accept¬ 
ance  by  distributors,  dealers  and 
(Continued  on  Page  98) 
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FOR  THE  FIRST  TIME 
A  TRIPLE-TRACK 


STORM  &  SCREEN 
WINDOW  WITH 


SCREENED-IN  TOP 
AND  BOTTOM  VENTILATION 

TAMPER-PROOF  SIMULTANEOUS 
ALL-SASH  LOCK 


It's  the  great,  new 

FEDCO  ^Tri-Mat-Lok’’  Window 


Just  as  the  remarkable  FEDCO  CONCEALED-HINGE  DOOR 
created  a  whole  new  concept  in  its  field,  so  do  we  predict 
that  this  new  window  will  dramatically  change  the  expecta¬ 
tions  of  the  entire  market.  FEDCO  has  achieved  two  impor¬ 
tant  firsts:  A  practical  method  of  providing  screened-in  top 
AND  bottom  ventilation,  and  a  locking  system  that  secures 
all  sashes  at  once  in  the  position  desired,  open  or  closed  .  .  . 
automatically  with  tamper-proof,  simple  ease. 

We  are  in  production  now  .  .  .  and  samples  may  be  seen  at 
the  plant.  We  suggest  an  early  visit  or  call. 


9  '  /  are  a  number  of  prod¬ 

ucts  and  units  reflecting  important  changes  and  improvements  in 
various  phases  of  the  industry.  These  will  be  introduced  without 
prior  announcement  at  the  coming  NERSICA  CONVENTION  in 
New  York  .  .  .  and  will  be  well  worth  the  trip  to  see. 

enlargement  of 
r  r  our  truck  fleet,  FEDCO  can 

now  deliver  anywhere  at  nominal  cost  and  without  the  inconve¬ 
niences  of  pickups.  Special  bodies  designed  at  great  cost  eliminate 
damage  in  transfer  of  windows  and  doors. 


ClALL  qR  WRITE  NOW 

'  Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  Merrick  Rd. 

Valley  Stream,  L.  I. 

Send  details  on  FEDCO 

(  )  WINDOW  (  )  DOOR  for 
(  )  DEALER  (  )  DISTRIBUTOR  (  )  OTHERS 
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pionEERS  in  THE  RLUtttinum  fliuninG  ihdustrv 


CUSTOM-MADE  for 
DOORWAYS  •  WIN¬ 
DOWS  •  PORCHES 
PATIOS 
BREEZEWAYS 
CANOPIES 

BECAUSE  ONLY  PERMA-LITE  CAN  OFFER 
ALL  THESE  EXCLUSIVE  SALES  FEATURES 

fllrfr/ifiml  EXCLUSIVE  BUILT-IN  FEATURE 
8“U.tSSL"  ON  ALL  DOORWAY  AWNINGS. 

•  FROSTED  BEAUTY  EDGES  A  luxurious  beauty  accent. 

•  ALL  WHITE  UNDERSIDE  For  better  light  reflection. 

•  Exclusive  **l  NT^R-LOK**  Side 
Construction. 

•  Exclusive  "DUBL**BRIDGE"  Con¬ 
struction  throughout. 

Some  Dealer  Territories  Still  Ofiert.  Write  or 
Wire  Today.  Get  the  PHOVEN  PSRMA-UTS 
STORY  NOW! 

PERMA-LITE  METAL  AWNING  CORP. 

138  Allen  Street,  Buffalo  1,  N.  Y. 


CAuninum  Cuming 


Custom  built  Awnings 
et  Production  Line  Prieos 


"Why"  of  Advertising 

(Continued  from  Page  41) 

selling  along  with  him,  and  by 
continuing  the  selling  job  after  the 
salesman  has  left  his  customer. 

In  the  overall  American  econo¬ 
my,  which  is  composed  of  3  basic 
elements :  Production,  Distribution, 
and  Consumption,  advertising  is 
considered  a  phase  of  distribution. 

Distribution  is  the  most  rapidly 
changing  and  growing  element  in 
our  economy.  The  problem  of  de¬ 
veloping  new  products  is  no  where 
near  as  great  as  that  of  selling. 
The  high  standard  of  living  in  the 
United  States  is  dependent  on  mass 
production,  which,  in  turn,  is  de¬ 
pendent  on  an  efficient  system  of 
distribution. 

Consumer 

However,  it  is  most  important  to 
remember  that  “nothing  happens 
until  something  is  sold”.  The  con¬ 
sumer  is  a  completely  inert  body 
that  contributes  nothing  towards 
the  functioning  of  the  economy. 
The  manufacturer  on  down 
through  the  distribution  set-up, 
ending  with  the  local  dealer,  must 
concentrate  on  stimulating  this 
inert  body.  Specifically,  this  means 
creating  a  demand,  turning  “heeds” 
into  “wants”. 

Distribution  has  2  primary  func¬ 
tions:  (1)  Bring  the  goods  from 
the  manufacturer  to  the  point  of 
sale.  (2)  Bring  the  consumer  up 
to  the  point  of  sale  where  he  meets 
the  goods.  The  point-of-sale  is  the 
place  where  the  goods  are  bought 
—  a  supermarket,  an  automobile 
showroom,  a  motion  picture  box 
office.  For  you,  the  Home  Improve¬ 
ment  Dealer,  it  may  be  your  office, 
your  customer’s  living  room,  or 
any  other  place  where  you  clinch 
a  sale. 

Advertising,  then,  must  bring 
the  consumer  to  the  point  of  sale 
in  a  mood  to  buy.  You,  the  dealer, 
have  the  job  of  exploiting  that  buy¬ 
ing  mood  to  create  a  sale. 

(Continued  on  Page  94) 
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ARCHITECTURALLY  CORRECT 


ARTISTICALLY  DIFFERENT! 


Builders,  architects  and  homeowners  everywhere  want  Graham  garage  doors.  Spec* 
tacularly  beautiful,  Graham  doors  blend  with  modern  architecture  .  .  .  belong  with 
today's  homes  I 

If  you  are  now  handling  only  conventional  panel  doors,  add  GRAHAM  flush  doors  to 
your  line  .  .  .  then  watch  your  sales  increase  I 

Conventional  4  and  5  sectional,  panel  doors  available,  too! 


Som*  (fitfribwtersfiips 
ovailabl*.  Writ*  today 
for  illustralod  feldor 
and  complofo  information. 
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^^11  S  ^  DOOR  CO. 

I  6901  Carnegie  HEnderson  2-1200 


1 

Mm 


DUSier  •  •  •  than  a  dozen 
^  Santa  Clauses 

WITH  EXPANSIONS  AND  IM- 
PROVEMENTS  TO  OFFER  YOU 

one  of  the  finest  perma- 

NENT  AWNINGS  IN  "1954." 


m 


But  never  too  busy 
to  say  "Thanks 


FOR  THE  WONDERFUL  RECEPTION  YOU'VE  GIVEN 
LOCK  VENT  CUSTOM  TAILORED  AWNINGS  IN  '53. 


aluminumM  plastic  glass 


Post  Office  Box  8732  Richmond  26,  Virginia 


Phone:  Chester  2561 


LOCK  VENT,  INC. 

Post  Office  Box  8732 
Ricfimond  26,  Virginia 


Please  send  me  information  on  franchises 
and  available  dealerships. 


Zone  State 


<S  Home  Improvement  Dealer 
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GET  THE  FAX  jjWa 

SAVE  TAX 

RELAX 

COME  TO  JAX 

And  bring  the  BAHLE  AX 

Attend,  and  make  sure  your  key  personnel 
attend,  the  greatest  convention  in  the  fabu¬ 
lous  history  of  the  home  improvement  field. 

NATIONAL  METAL  AWNING  ASSOCIATION 

1954  ANNUAL  CONVENTION 
JANUARY  18,  19,  20 

HOTEL  GEORGE  WASHINGTON 

JACKSONVILLE,  FLORIDA 

Please  Mail  Regisfratian  Form  To: 

Name  . 

Address  . 

City .  State . 

NATIONAL  METAL  AWNING  ASSOCIATION 

328  LAFAYETTE  BUILDING 
431  CHESTNUT  STREET  •  PHILA.  6,  PA. 
Phone:  LOcust  3-1406 


"  Why"  of  Advertising 

(Continued  from  Page  92) 

National  advertising,  conducted 
by  the  manufacturer,  creates  a  re¬ 
ceptive  market  by  pointinj?  out  the 
advantaffes  of  any  given  product. 
Your  local  advertising  informs  the 
people  in  your  area  where  they  can 
buy  a  particular  product,  reminds 
them  of  its  basic  advantages,  and 
provides  the  final  impetus  to  “do 
it  now”. 


In  effect,  national  advertising 
.says : 

(Illustration:  Magazine  Head¬ 
line — “Gizmo  Is  Great”) 
(Illustration:  Newspaper  Head¬ 
line  —  “I  Sell  Gizmo  — 

It  Is  Great  —  Buy  It  Now”) 
Manufacturers  use  nataonal  ads 
because  they  are  more  efficient 
than  sending  out  salesmen  to  call 
on  every  housewife  in  the  country. 
Likewise,  you — the  dealer — must 
u.se  advertising  because  it  is  more 


efficient  than  calling  on  every  home 
in  your  area. 

If  the  local  dealer  could  assemble 
and  talk  to  all  his  current  and 
potential  customers  in  one  huge 
auditorium  he  would  probably  con¬ 
centrate  on  selling  two  things : 
himself  and  his  products  and  serv¬ 
ices.  Once  he  had  sold  himself  and 
his  products  and  services  to  the 
majority  of  his  audience  he  would 
feel  confident  that  many  of  the.se 
people  would  come  to  his  place  of 
busine.ss  in  a  receptive  “buying” 
mood.  And  if  he,  the  dealer,  wanted 
to  call  upon  the  homes  of  his  audi¬ 
ence,  he  would  have  every  right 
to  expect  a  pleasant  reception.  As 
we  have  indicated,  advertising  ac¬ 
complishes  these  same  desirable 
aims,  more  efficiently  and  economic¬ 
ally.  It  opens  doors  when  you,  the 
dealer,  call.  It  brings  people  to 
your  door. 

Local  Advertising 

In  addition,  advertising  on  the 
local  level  can  bring  news  of  in¬ 
terest  to  the  consumer.  Remember 
that  the  average  housewife  — 
America’s  #1  market  —  generally 
reads  the  ads  before  she  reads  the 
news  or  editorial  copy.  To  her 
advertisements  are  news.  Local 
advertising,  then,  can  and  should: 

1.  Announce  new  products 

2.  New  dealer  appointments 

3.  New  price  deals 

4.  New  services 

5.  New  product  features 

Perhaps  one  of  the  most  import¬ 
ant  uses  to  which  advertising  can 
be  put  is  to  mold  buying  patterns 
to  suit  your  own  requirements.  For 
example,  tie-in  sales  such  as  selling 
storm-windows  with  metal  awn¬ 
ings  in  the  summer  time,  etc.,  can 
be  achieved  through  forceful  ad¬ 
vertising. 

How  Much  Should  Advertising 
Cost?  To  begin  with,  advertising 
should  be  considered  as  a  business 
operational  expense,  like  rent, 
.salaries,  etc.  A  gobd  rule  of  thumb 
budgetwise  is  5%  of  gross  profits. 

This  5%  of  gross  profits  is  not 
presented  as  a  hard  rule,  to  be 

{Continued  on  Page  96) 
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A  BRAND  NEW  WINDOW  I  by|  KAYSER 


MADE  TO  SELL  . . . 
AS  TODAY'S  MARKET 
WANTS  TO  BE  SOLD... 
BY  QUALITY. 
PEBFOBMANCE, 
APPEABANCE 


AND 


KAYSER'S  new  economy  extruded  all-alumi¬ 
num  storm  and  screen  window  is  a  master¬ 
piece  of  design  engineering.  A  double-hung 
unit  of  amazing  strength  and  operational 
ease,  it  is  precision  made  to  provide  top 
quality  protection  and  performance  at  mod¬ 
est  cost.  Installation  is  simple,  and  non-time¬ 
consuming.  Call-backs  for  service  are  des¬ 
tined  to  be  rare.  Here's  an  opportunity  to 
serve  the  mass  market  in  your  area  with  a 
quality  product  you  can  be  proud  to  fea¬ 
ture  and  one  which  achieves  the  highest 
margin  of  profit  for  you  through  volume 
sales  and  discounts. 


M\i  coiim 


TODAY  FOR  FIRST 
OPPORTUNITIES  IN 
TERRITORIES  AND 
FRANCHISES 


I 


OTHER  KAYSER  PRODUCTS  that  spell  profit  ond  prestige: 

KAYSER  Chain-Link  FENCES 

KAYSER  Casement  STORM  WINDOWS 

KAYSER  Aluminum  Tension  WEATHERSTRIPPING 


A  &  B  MANUFACTURING  CO 
10441  Metropoliton  Avenue 
Kensington,  Md. 

Send  complete  details  on  becoming  o: — 

□  Dealer  O  Distributor  For  the  new 
KAYSER  STORM-SCREEN  WINDOW. 


Name 

Company  .  .  . 

Address  . 

City  &  State 


A'&  B  MApiACTUR’^NG  ^COMPANY  . I 

10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 


&  Home  Improvement  Dealer 
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"Why"  of  Advertising 

(Continued  from  Page  94) 

doj?matically  followed.  To  the  con¬ 
trary,  it  should  be  considered  in 
light  of  your  overall  operation, 
your  current  overhead,  previous 
advertising  experience,  develop¬ 
mental  plans,  what  your  competi¬ 
tion  is  doing,  and  anabasis  of  your 
local  market. 

But  in  the  end  analysis  do  not 
lose  sight  of  the  fact  that  someone 
long  ago  said :  “It  Pays  To  Adver¬ 
tise”.  That  person  and  that  state¬ 
ment  have  yet  to  be  proven  WTong. 
And  while  we  are  digging  up  old 
bromides  don’t  forget  the  one 
about  “a  turtle  never  makes  any 
progress  unless  it  sticks  its  neck 
out”. 

While  advertising  can  accom¬ 
plish  a  myriad  number  of  results — 
oft  times  with  great  reward — there 
are  some  things  it  can’t  do.  It 
can’t  sell  a  bad  product.  It  can’t 
make  up  for  poor  service.  It  can’t 


replace  a  salesman  —  only  help 
him. 

Remember  that  advertising  can’t 
sell  anything  that  you  couldn’t  sell 
without  advertising. 

If  you  have  any  problems  or 
questions  regarding  advertising, 
particularly  in  regards  to  how 
these  problems  and  questions  re¬ 
late  to  your  own  business,  .send 
them  in  to:  Editor,  Building  Spe¬ 
cialties,  43.5  Fourth  Ave.,  New  York 
16,  N.  Y.  The  author  will  be  happy 
to  answer  them  by  mail. 

-r- 

Fast,  Competent  Service 

(Continued  from  Page  47) 

This  method  results  in  sales  to 
many  people  who  otherwise  could 
not  afford  a  complete  jalousie  in¬ 
stallation,  and  results  in  a  far 
larger  volume  of  business,  a  faster 
turnover  of  working  capital  and 
materially  reduces  overhead  per 
sale.  On  this  type  of  sale,  Venetian 
is  able  to  make  24  to  48  hour  de¬ 


livery,  furnishing  complete  layout, 
“framing  in”  specifications,  and 
free  supervision  on  customer  in¬ 
stallations. 

While  using  standard  advertis¬ 
ing  media  such  as  newspapers, 
occasional  radio  spots,  participat¬ 
ing  in  home  shows,  direct  mail,  and 
other  accepted  forms  of  advertis¬ 
ing,  Force  believes  that  a  large 
portion  of  their  business  is  derived 
from  “radiation”  leads  and  show¬ 
room  location.  The  firm  has  a 
large,  well  advertised  parking  lot 
for  customers  who  visit  the  show¬ 
room. 

Force  believes  that  one  of  the 
failings  of  many  specialty  sales¬ 
men  is  the  lack  of  thorough  knowl¬ 
edge  of  their  product.  A  new  sales¬ 
man  employed  by  Venetian  Jalou¬ 
sie  Company  spends  no  less  than 
four  weeks  on  the  job  with  the 
installers  and  in  the  shop  fabricat¬ 
ing  windows  before  he  goes  out  to 
present  the  product  to  the  pros¬ 
pective  customer.  This  w’ay  the 
salesman  can  answer  any  question 
(Continued  on  Page  100) 


DEALERS  WANTED 

Territories  open  —  Pennsylvania,  New  Jersey  and  Delaware 

Sell  the  fomous  StOrAAaSTERS 
the  best  triple  track  aluminum  combination  windows  and  doors. 


I 


I 


Dealers  write,  wire  or  phone  for  details 

EMERALD  ALUMINUM  PRODUCTS  CO. 

1941  East  Hogert  Street  GArfield  6-5818  Philadelphia  25,  Pa. 


Superior  in  its  class,  the  StorMaster  has  every  sell¬ 
able  feature  wanted  by  home  owners.  Quality  made 
.  .  .  priced  to  beat  competition. 

Featuring  the  NEW  IMPROVED  "TRIPLE  TRACK" 
ACTION  with  Interlocking  Meeting  Rail. 
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economy-priced  two-track  that  is 
setting  new  sales  records  every¬ 
where.  A  “leader”  in  every  sense 
of  the  word! 


.  "groun*!' 

**'  Write  *  ^ 


The  standard  favorite 
“DOUBLE  OE  LUXE” 
Famous  push  -  button  ventilation 
control  keynotes  the  duality  fea¬ 
tures  that  make  this  unit  unbeat¬ 
able  for  steady  sales  volume. 


3 

X 

P 

=  $ 


Once  upon  a  few  centuries  ago,  the 
unenlightened  world  of  science  was 
sure  that  through  alchemy,  base  metals 
could  be  turned  into  precious  gold. 

We're  much  wiser  now,  aren't  we? 

Everybody  knows  that  you  can't  make 
something  what  it  isn't  or  wasn't  meant  to  be. 
Looking  like  a  thing  isn't  being  it ...  no  matter 
how  convincing  its  protagonists. 

Warner  Weather-Master's  "formula"  is  pure 
science  .  . .  not  alchemy.  Translated,  it's  this: 
(Three  windows,  covering  all 
three  markets  by  price-preference, 
each  "best  in  its  class".) 

("Times"  .  .  .  the  multiplication  symbol, 
the  current  condition  of  the  market  or  the 
frequency  of  sales  campaigns,  whichever  you 
prefer  it  to  mean.) 

(For  product,  prestige,  preference  or 
promotion.  Warner  Weather-Master  has  all 
in  super-abundance  ...  to  add  up  to 
pride  and  profit  —  both  are  basic  ingredients 
in  a  Warner  Weather-Master  distributorship.) 
(No  translation  needed.) 


Let's  understand.  Simply 
being  a  Warner  Weather- 
Master  distributor  is  no  magic 
formula  to  success.  All  we 
claim  is  to  provide  more  of 
the  tried  and  proven  essen¬ 
tials  that  combine  to  make 
SURtR  SUCCESSFUL  enter¬ 
prise. 


,  Good 


Guorantetd  by  ^ 
Housekeeping 


The  great  NEW 
“8UPER-L0K” 

Warper  Weather-  Master’s  latest  achieve¬ 
ment  In  tripievtrack  design.  Pioneering 
skill  and  experience  pay  off  handsemoly 
in  top-dollar  value  and  unsurpassed 
performance. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

MANUFACTURED  BY 

UIARDER  IRFG.  CORP. 

85  5  COMMON  I  PAW  A  V  E^N  U  E 

JERSEY  CITY,  N.  1. 


In  Conodo:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Labelle,  St.  Rose,  P.Q.,  Conodo 
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NEW  ProductS’-ldeas— Methods 

{Continued  from  Page  90) 


DESIGNED 
FOR  PROFITS! 

The  New  Sensational 

DURALCO 

Heavyweiglit  Aluminum  Triple  Track 


COMBINATION  WINDOW 


A  New  High  in  Quality . . . 
A  New  Low  in  Price  ! 


Compare  these  windows  for  beauty  and 
durability — and  you'll  see  why  the  Duralco 
Line  has  become  a  “buy"  word  for  those 
who  recognize  the  best. 

•  Made  of  63  ST-5  Extruded  Aluminum 

•  Air  Tight  •  Rattle-Proof 

•  Stainless  Steel  Spring  Locking  Device  to 
Prevent  Sash  Slipping 


MODEL  DU-50  24x24* 

ONLY 

(complete  with  accessories) 

*9  53 

‘other  sizes  comparably  low 

K.D. 

SHIPPED  EITHEK 

I.  ASSEMBLED  2.  KNOCKED  DOWN 
3.  LINEAR  LENGTHS 
All  Orders  Promptly  filled 

DURALUM  PRODUaS  CO..  INC. 

33-25  127  Street,  Flushing  68,  N.  Y. 
Hickory  6-317S 

for  Details  Mail  This  Caupon  TODAYI 

DURALUM  PRODUCTS  CO.,  INC. 

33-25  127  St,  Flushing  68,  N.  Y. 

Gentlemen: 

I  am  interested  in  discussing  the  possibility 
of  0  □  Dealership  □  Distributorship 

NAME  . TITLE . 

COMPANY  . 

ADDRESS . TEL.  NO . 

CITY  . ZONE...  ST  ATE . 

Q  Assembled  Q  Knocked  Down 

□  Linear  Lengths  | 


the  public  wherever  shown  is  evi¬ 
dence  enouj?h  of  their  popularity.” 
Complete  details,  he  said,  will  be 
announced  in  the  near  future. 

*  *  * 

Pamco  Now  Producing  Low 
Priced  Wicket  Screen 

Pamco  Window  Mfg.  Co.,  Inc., 
manufacturers  of  combination  win¬ 
dows  and  screens  has  now  in  pro¬ 
duction  a  brand  new  low  priced 
wicket  screen.  The  new  .screen 
made  entirely  of  aluminum  has  a 
frame  of  .050  gauge,  3S*2  hard 
rolled  aluminum.  The.se  .screens 
are  installed  within  .seconds  as  they 
snap  on  to  the  prime  window  with 
four  tension  spring  clips. 


Wicket  screens  are  used  on  metal 
ca.sement  windows  where  there  are 
no  operating  crank  handles  or  pu.sh 
out  levers.  Practically  all  housing 
projects  and  a  good  number  of  old 
and  new  residential  homes  can  u.se 
only  this  type  of  screen.  Bert 
Glaser,  General  Sales  Manager  for 
the  company  says  “Pamco  will  be 
more  than  happy  to  instruct  deal¬ 
ers  on  the  proper  way  to  measure 
for  these  .screens. 

Pamco  also  takes  great  pleasure 
in  announcing  the  appointment  of 
Robert  Remer,  well  known  in  the 
aluminurr  combination  window  in¬ 
dustry,  as  sales  manager  for  its 
Lodi,  New  Jersey  Branch,  known 
as  Parkche.ster  of  Lodi. 

Pamco  Window  Mfg.  Co.,  Inc., 
Dept.  BS,  1651  E.  233rd  Street, 
New  York  66,  N.  Y. 


New  Sliding  Door 
Lock  Introduced 

Revolutionary  in  both  design  and 
operation  is  a  new  inexpensive 
sliding  door  lock  developed  by 
Adams-Rite  Manufacturing  Com¬ 
pany,  Glendale  4,  California. 


The  split  ball-shaped  bolt  gives 
smooth  snubbing  latch  action  and 
.serves  as  a  convenient  edge  pull. 
The  strike  has  been  designed  to 
accommodate  even  the  most  pro¬ 
nounced  misalignment  of  door  and 
jamb.  A  thumb  button  in  one  of 
the  e.scutcheons  provides  positive 
security. 

Installation  of  the  new  Adam.s- 
Rite  lock,  which  is  knowm  as  No. 
600  “Two -Bore”,  is  extremely 
simple,  requiring  only  a  standard 
2yn"  diameter  bore  through  the 
.stile.  The  lock  is  adjustable  for  all 
doors  1%"  to  1%"  in  thickne.ss. 
A  second  model  fits  smaller  doors. 
The  locking  and  non-locking  escut¬ 
cheons  are  interchangeable,  mak¬ 
ing  the  lock  instantly  reversible 
on  the  job.  The  lock  is  .solid  brass 
except  for  hardened  steel  bolt  and 
.strike. 

Complete  information  on  the 
new  “Two  -  Bore”  Sliding  Door 
Lock  can  be  secured  by  writing 
Adam.s-Rite  Manufacturing  Com¬ 
pany,  Dept.  BS,  540  West  Chevy 
Chase  Drive,  Glendale  4,  California. 
*  *  * 

New  Resolite  Folder 

A  new  folder  illustrating  the  use 
of  Re.solite  for  plant  daylighting 
has  been  issued  by  the  Resolite 
Corporation.  Structurally  rugged, 
{Continued  on  Page  104) 
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JALOUSIE  AND  A>VMlNG  CO. 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 


Many  exclutiv*  faaluras  that 
ar«  practical  and  depandabl* 
mak*  SCHWAB  th*  choic*  on 
any  type  of  building,  re«i- 
dentiai  or  commercial. 


DEALER  PROPOSITION 


f:nKln»«r^  by  SECURITY  of 
Doirolt.  a  namo  famous  for 
over  30  years  In  quality 
homo  InsulatlnY  products. 

SECUR  SEAL 

O  Can  be  ordered  K.  D.  or  Lineal 

O  I*  >  blind  stop  installation 

O  Has  4'Way  expansion 

O  Requires  minimum  equipment  investment 

SICUtITY’S  FAUICATION  PLAN  INASLIS  YOU 

TO  CONTROL  DlUVIRY  OFt 

1.  Secur  Seal  Double  Huns  units 

2.  Basement  Combinations 

3.  Outside  hinsed  or  Inside  Casements 

4.  Slidins  Windows  and  Screens 


CUSTOM  ROLL 
FORMING 


DO  YOU  HAVE  YOUR  SAMPLE 
of  this  new  frame  that 
can  he  used  both  far 
OUTSIDE  CASEMENT  FRAMES 
and  BASEMENT  COMBINATIONS? 

...  if  not  write  TODAY! 

...  if  not  WRITE  FOR  IT  NOW! 

Jusi  another  example  of  Securiiy't 
advance  for  better  Storm  window 
fabrication. 


FIELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


SECUR  SEAL 


EXCLUSIVE  TERRITORIES 


/COMPANIES  \ 

385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  ore 
furnished  except  gloss  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation. 


WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 


2134  N.  Harlem  Ave.,  Chicago  35, 


Tuitdo  9-3252 


—  Phones  — 


Gladstone  3-8060 


I  elf] 


YOU  CAN’T  BEAT  THESE 
CANOPY&PORCH  POSTS 


liwiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiHiiiiiiiwui^ 

I  RETAIL  I 

ImiiMifliiiiniiiiiiiiiiiiiiiiiiiiHiiiiiiiiiHwiiiiiiHiiil 


for  as 
low  as 


iiiniHiiiiiiiiiiiiiiiiiiiiuiniiiiiiiitH 

i  1 

Patents  Applied  for 


SPECinCATIONS 


Welded  seam  steel  tubing,  16  ga.,  2" 
diameter,  8'0"  long.  Packed  6  per  box. 

Two  cast  aluminum  flanges,  5 Vi"  square.^  Packed 

12 

One  cost  aluminmn  cop,  flanged  for  at- ; 

taching  upper  end.  , 

box 

Bolts  cmd  screws  included. 

Add  Pre-Kut  scrolls  and  pickets  as  reciuired. 


All  parts  painted  1  coot  black  zinc  chromate. 

white  y 

TOOAT ! 


PRIs '  KUT 


ORNAMENTAL  IRON 
COLUMNS  &  RAILINGS 


Manufactured  Exclusively  by 

DALLAS  IRON  &  WIRE  WORKS,  INC. 

6025  Denton  Dr.  P.  O.  Box  7202  Dallas  9,  Texas 

Copyright  1953  by  DIWWl 


Fast,  Competent  Service 

(Continued  from  Page  96) 

that  hi.s  customer  may  have,  in¬ 
telligently  and  quickly  and  do  both 
the  customer  and  the  company  a 
better  service.  This  method  has 
proved  it.self  by  increased  sales  per 
given  number  of  leads. 

Force  has  found  that  by  getting 
his  installers  from  un-allied  fields, 
he  eliminates  the  need  for  break¬ 
ing  bad  habits  and  can  train  the 


man  to  his  method  of  doing  things. 
Courteous  and  efficient  installers 
are  a  must  as  they  have  more  con¬ 
tact  with  the  customer  than  per¬ 
haps  any  other  person  in  the  or¬ 
ganization  and  can  do  much  to 
build  good  customer  relationships. 

Thus  through  prompt,  efficient 
service,  courteous  customer  rela¬ 
tionships  and  quality  of  product, 
this  outstandingly  successful  firm, 
in  its  second  year,  more  than 
tripled  its  first  years  business  and 


!  "next  year’s  busine.ss  will  triple 
that  of  this  year,”  he  states.  "We 
will  double  our  dealer  outlets 
throughout  Ohio  and  will  intensify 
;  our  retail  sales  campaign.  How- 
erer,  we  won’t  forget  that  a  satis- 
i  fied  customer  is  our  best  advertise¬ 
ment.” 

Force  has  been  in  the  business 
for  little  more  than  four  years. 
He  worked  first  in  the  building 
sales  and  specialties  departments 
'  of  what  is  now  his  competition  in 
the  Cleveland  area. 


'  TV  Advertising 

(Continued  from  Page  53) 

minder  of  the  company’s  television 
program:  "This  Message  was  Di¬ 
rected  to  YOU  .  .  .  Last  Night  on 
TV  —  WATV  13  (on  a  silhouette 
of  a  TV  camera)  DID  YOU  SEE 
IT?” 

"If  they  saw  the  program,  the 
!  folder  is  a  good  follow-up,  with  the 
easiest  kind  of  fill-out,  no-stamp 
card.  If  they  did  not  see  the  pro¬ 
gram,  the  folder  may  make  them 
curious  to  see  our  live  selling  mes¬ 
sage,”  Sandola  expanded. 

The  company  buys  about  two 
hours  a  week  (at  $800  an  hour) 
on  Channel  13,  which  covers  the 
metropolitan  New  York  area,  but 
is  especially  strong  in  New  Jersey. 
Some  of  the  time  is  given  to  spots 
in  the  western  movie,  other  time 
gives  a  view  of  the  showroom  set 
up  on  the  studio  floor.  Once  or 
twice  a  month  Sandola  himself  ap- 
j  pears,  and  usually  talks  prices.  He 
j  takes  notice  of  newspaper  ads  for 
I  windows  at  $9.95  and  $14.95,  and 
j  declares  that  he’s  never  seen  a 
I  house  with  a  window  purchased  at 
I  $9.95.  He  then  explains  the  slip¬ 
pery  technique  of  the  step-up. 

Radio  time  is  purchased  for  ten 
minutes  a  morning,  seven  days  a 
week,  on  a  hill-billy  music  show 
on  WAAT.  During  our  interview 
the  surprise  storm  and  the  first 
snow  of  the  season  popped  out  of 
nowhere,  and  Sandola  got  after  his 

(Continued  on  Page  107) 
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CUSTOM 


TWIN  PL 


NO  STOCK  TO  CARRY 

It  ii  not  nocouory  to  stock  tho  "stock  siiod"  awnings. 
Thoso  may  bo  ordorod  out  os  sold— with  such  special  or 
custom  awnings  os  may  bo  nocossary  to  comploto  a  beautiful 
awning  installation. 

■^.RESIDENTIAL  AND  COMMERCIAI  ■ 

I  Because  of  Four  Way's  one  piece  construction,  we  I 
I  supply  you  with  narrow  strip^  awnings  for  resi-  I 
I  donees— and  wide  striped  awnings  for  commercial  I 
I  installation.  I 


TWIN  PLAN 

INVESTIGATE 
THIS  TWIN  SERVICE 

FOlja“!iMQ0  TWINS 

B«for*  Fowr  Woy's  Twin  Plon  th«  trowbU  wos  thot  if  you  sold  onybody 
custom  ownings,  your  prico  wos  usuolly  high  ogoinsl  stock  siso  compotition, 
end  if  you  sold  o  stock  slco  owning  you  woro  unoblo  to  do  o  good  |ob 
on  porchos,  lorgo  windows,  ond  spociol  jobs.  Now  Four  Woy's  plon  of 
TWIN  sorvico^tock  siio  ond  custom  ownings  wilt  onoblo  you  to  dovolop  o 
fin#  spocioHy  lino. 


Exclusivo  dosign  for  Four  Woy  Awnings  and  ono  pioco 
construction  mokos  this  owning  obsolutoly  look  proof. 

Four  Woy  Awnings  or#  COOLER  bocouso  thoy  oro  four 
woy  oir  coolod'— Kiontificolly  built  to  provide  constont  nr* 
culotion. 


FOUR-WAYS  ARE  MADE  IN 
LARGE,  ONE  PIECE  30-40  INCH  PANELS 


ONLY  3  PANELS  ARE  NEEDED  TO  MAKE  7  Vi  FT.  AWNING 


Four  Woy  Awnings  oro  mod#  of  lifotim#  oluminum  with 
**airplono  dosignod"  roinforcomont'.  Bokod  on  Enomol.  Storm 
rosistont. 


TOUR  TERRITOflY 
MAY  BE  OPEN  1'  !  ! 


FOUfiimiMy 


P.  O.  BOX  926 
PENSACOLA,  FLORIDA 


tS  Home  Improvement  Dealer 


thefts 


WATrU  COD 


hlor 


WATCH  FOR 


BIG  NEWS 

Some  Exclusive  Dealer  &  Distributor  Territories  Still  Open — 
Write  —  Wire  —  Or  Phone 


Phone:  FReeport  9-1862 

Horth-east 


METAL 
Pt^ODUCTS 
CORP.  . 


Merrick,  Long  Island,  New  York 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operotion.  Louvre 
unit  uses  no 
screws,  procticolly 
Installs  itself  in  o 
jiffy.  Rotor  oper- 
oted,  choice  of 
gloss,  built-in  rain 
cop. 

FIVE  PLANTS  TO  SERVE  YOU  .  .  . 

FINE  PRODUCTS  AT  COMPETITIVE 

PRICES  IN  EVERY  MARKET  AND  ON 
ANY  PROMOTION  LEVEL. 


STEPHEN-LAURIE 

I  manufacturing  Jompany 


5913-23  Ridge  Ave.,  Philadelphia  Pa. 
Ivy  Ridge  2-6660 


B.  S.  Reporter  ' 

(Continved  from  Page  73) 

Summed  up  in  a  few  brief  and 
telling  works,  the  Alumatic  idea 
is  contained  in  the  avowed  purpose 
of  the  clinics  —  to  Educate,  Con¬ 
centrate,  Demonstrate,  and  Stimu¬ 
late!  Each  meeting  is  conducted 
by  Alumatic,  aided  by  the  local 
distributor,  and  to  the  meetings 
are  invited  dealers  and  prospective 
dealers  in  the  entire  franchise 
area.  Distributor  personnel  assist 
Mr.  Krasny,  Mr.  Moss,  and  other 
executives  and  members  of  the 
Alumatic  staff  in  handling  the 
clinics.  Furthermore,  in  certain 
cases,  outside  experts  are  brought 
in  on  special  pha.ses  of  sale.s,  mar¬ 
keting,  and  other  subjects. 

The  “Alumatic  Idea”  series 
started  off  early  in  May  with  a 
clinic  at  Woodside,  Long  Island, 
held  at  a  leading  Manhattan  hotel 
under  the  auspices  of  the  Superior 
Improved  Weatherstrip  Corpora¬ 
tion,  one  of  Alumatic’s  eastern  di.s- 


tributors.  This  was  followed  by  a 
.second  eastern  clinic,  for  the  Man- 
co  Corporation  of  Elmont,  L.  I. 
The  sales  conferences  then  moved 
on  to  Silver  Spring,  Maryland, 
where  the  Alumatic  distributor. 
Southern  Venetian  Blind  and  Awn¬ 
ing  Company,  was  host.  Other 
meetings  were  held  at  Hampton, 
Virginia,  (Con.solidated  Insulating 
Co.,  Inc.)  Salt  Lake  City,  Utah 
(Insulations,  Inc.,  and  Alumatic 
Door  and  Window  Company)  ;  in 
Minneapolis  (for  the  Denesen 
Company)  ;  in  Columbus  (Alum¬ 
atic  Window  and  Door  Co.,)  and 
in  Cincinnati  for  the  Moloney 
Window'  and  Door  Company.  Other 
clinics  are  al.so  in  progress  or 
planning  .stages  at  St.  Louis, 
Springfield,  Illinois;  Omaha  and 
a  ho.st  of  other  cities. 

“Since  audiences  at  the.se  clinics 
are  composed  of  dealers  and  .sales¬ 
men,  Mr.  Agulnick  as.serted,  “a 
wide  variety  of  .stimulating  and 
intere.sting  matter  is  pre.sented  by 
experts.  For  example,  a  dowm-to- 
(Coatinued  on  Page  105) 


72HODIIS 

TO  GO... 


.  .  .  from  your  order  to  delivery  I  That's  the 
way  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  -  TRACK  an¬ 
al  um  in  um  Storm- 
Screen  Window  .  .  . 

for  budget-wise 
buyers  with  auto¬ 
matic  locking  ac¬ 
tion,  self-storing. 


THREE  -  TRACK 
all  aluminum 
Storm -Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  and 
bottom  ventabil- 
ity,  no  track  re- 
movol  and  4- 
side  expansion 
are  a  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Laurie. 


All  Aluminum 
Storm -Screen  Door. 

Z-Bar  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  at  remarkably 
attractive  cost. 
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ONE  GOOD  REASON  IS  ENOUGH! 

here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COIs 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


JAL-O-VENT,  the  7"  Balanced 
Louver  Glass  Jalousie  with 
overlap,  is  precision  built  by 
modern  assembly-line  methods. 
Here  is  a  jalousie  that  gives  awn¬ 
ing  protection,  coupled  with  jalou¬ 
sie  ease  of  operation.  Made  of 
heavy  extruded  aluminum  frame, 
and  screens  that  are  interchange¬ 
able  with  storm  sash. 


REASON 


.•i 


Here  is  a  K  D  Unit  that  combines  simplicity  with  amazing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  frames) .  All  you  need  is  a  ball  peen  hammer  .  .  . 
no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sizes  of  heads,  sills  and  jambs, 
make  many  different  lengths  and  widths  of  jalousies. 
Simplicity  of  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  Write 
direct  to: 


5100  N.  W.  17th  AVE.  MIAMI,  FLA. 


ALSO  MANUFACTURERS  OF 

PRO J ECT-O-VE NT,,  the,  economy  aluminum 
awning  window,  designed  with  style-conscious 
flexibility  a^d  modern  mechanical 
perfection,  at  a  low  price. 


Z-BAR  Cr  TUBAR-VENT 

The  all-season  aluminum  casement  windows. 

Designed  for  rugged  performance!  Precision 
windows  with  extruded  aluminum  tubular  sections  in 
the  vents  ( TUBAR- VENTS '  and  the  finest  extrudeyJ 
aluminum  in  Z-shaped  solid  form  ( Z-BAR-VENTS )  with 
adjustable  hinges,  with  pivot  pins  separated  j  ( 

froVn  hingesi  by  phenolic  bushings  and,  washers  .  .  . 
eliminating  frieze-up.  * 


<S  Home  Improvement  Dealer 
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fiastics 


(Continued  from  Page  98) 


YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
PrtcUion  Extruders  <>1  Rods,  Tubes,  Strips, 
Special  Shopes  tor  builders  hordwore,  chem¬ 
ical  industries,  electronics,  furniture,  tops. 
Send  tHguiries  for  enfineerint  recommtndalions. 

YATES  Compiiny 
tsic  Cemetery  Road  Erie,  Pa. 


!  Re.solite  is  a  translucent,  corrug¬ 
ated  sheet,  molded  of  thermo¬ 
setting,  polyester  resin  plastic, 
heavily  reinforced  with  two-ounce 
Fiberglas  mat. 

The  folder,  illustrated  with  in¬ 
stallation  photographs  and  detail 
drawings,  shows  the  use  of  Reso- 
lite  in  industrial  skylighting  and 
I  continuous  sidewall  lighting  of 
corrugated  construction.  It  also 
diagrams  Re.solite’s  use  in  sidewall 
I  lighting  of  non-corrugated  con- 
j  struction  which  eliminates  the  use 
!  of  sash. 

Copies  of  the  folder  may  be 
I  obtained  by  writing  for  bulletin 
No.  539,  Resolite  Corporation, 

;  Dept.  BS,  Zelienople,  Pa. 

*  *  * 

New  Window  Awning  Added 
To  Hastings  Line 

A  new,  modern-design  aircraft 
aluminum  awning,  available  in  tw’o 
styles  to  fit  both  casement  and 
conventional  type  windows,  was 
recently  added  to  the  line  of  alumi¬ 
num  awnings,  doorhoods  and  cano¬ 
pies  produced  by  Metal  Tile  Prod¬ 
ucts,  Inc.  of  Hastings,  Mich. 


This  new’,  economical  awning, 
the  Windo  -  lume,  possesses  the 
same  desirable  features  of  other 
Hastings  awnings,  being  made  of 
’  sturdy  .040  aircraft  aluminum, 
with  lustrous  .enamel  finish  firmly 
bonded  to  the  metal  before  form¬ 
ing.  Awning  segments  are  crowned 
like  automobile  fenders,  for  added 


strength  and  beauty.  Three  thick¬ 
nesses  of  metal  where  slats  inter¬ 
lock  give  extra  rigidity.  A  choice 
of  11  colors  is  offered. 

Mr.  Albert  Silvers,  president  of 
Metal  Tile  Products,  Inc.,  in  an¬ 
nouncing  this  new  awning,  states 
that  his  company,  within  the  la.st 
few  months,  has  licensed  30  sub¬ 
manufacturing  units  in  the  United 
States  and  Canada  which  will 
facilitate  lower  shipping  costs  and 
prompt  delivery  to  dealers  handling 
the  many  types  of  awnings  in¬ 
cluded  in  the  complete  Hastings, 
line. 

«  «  * 

Arrow  Metal  Issues 
Unique  Sales  Aid 

Realizing  the  importance  to  the- 
aluminum  awning  manufacturer  of 
validating  claims  about  the  finish 
on  his  awnings,  for  the  first  time 
in  the  trade  an  aluminum  coating 
company  has  made  available  the 
tools  to  adequately  describe  his 
finish  at  consumer  and  dealer  level 
and  thereby  increa.se  .sales. 

For  this  reason,  a  unique  maga¬ 
zine  size  merchandising  aid  called 
“Sell”  which  includes  in  neatly 
packaged  form  all  company  .sales 
tools  has  been  developed  by  the 
Arrow  Metal  Products  Corpora¬ 
tion,  manufacturers  of  pre-coated 
aluminum  stripping.  Field  men 
will  carry  this  package  for  use  by 
awning  manufacturers  and  dealers 
in  getting  across  the  story  of  Por- 
cenamel.  Arrow’s  pressure  coated 
aluminum  finish,  to  the  consumer. 

“Sell”  embodies  in  ea.sy  to  dis¬ 
play  fashion: 

1.  The  Porcenamel  seal  — 
placed  on  the  inside  of 
every  awning  finished  with 
this  process.  * 

2.  A  te.st  chip — which  can  be 
,  hammered,  bent,  burned 

and  dramatically  demon- 

(Con tinned  on  Page  141) 
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B.  S.  Reporter 

{Continued  from  Page  102) 

earth  consumer  selling  demonstra¬ 
tion  is  presented  which  salesmen 
everywhere  have  praised  as  ‘the 
best  thing  of  its  kind  we  have  ever 
seen’ !” 

“In  addition  to  the  above  clinics 
already  held,’’  Mr.  Agulnick  said, 
“others  are  taking  place  regularly 
each  week  in  various  sections  of 
the  country.  Display  material  and 
visual  aids  are  flown  from  city  to 
city,  and  Alumatic  sales  executives 
have  been  travelling  thou.sands  of 
miles  each  month  to  see  that  each 
clinic  is  outstandingly  successful.’’ 
♦  ♦  * 

Baker  Lockwood  Executives 
Inspect  New  Childers  Product 

Mr.  Everett  Evans,  President, 
and  Mr.  Hin.shaw  Gordon,  Vice- 
President,  of  Baker-Lock w’ood  Co., 
Kansas  City,  visited  the  Childers 
Manufacturing  Company  plant  in 
Houston,  Texas,  recently  to  com¬ 
plete  plans  for  launching  the  new 
Childers  Ajax  Retractable  Awning 
in  the  Kansas  City  Market. 


Baker-Lockwood  Co.,  has  been 
in  the  awning  business  for  83  years 
and  is  the  Childers  distributor  in 
Kansas  City  for  both  Childers  All- 
Aluminum  Awnings  and  Childers 
Ajax  Retractable  Awnings. 

«  *  * 

J.  Hall  Co.  Has  One- 
Source  Dealer  Plan 

An  exclusive  one-source  plan  for 
building  specialty  manufacturers 
and  fabricators  has  been  an¬ 
nounced  by  Mr.  Joseph  Hall,  Presi¬ 
dent  of  the  Joseph  Hall  Company, 
3420  Market  Street,  Philadelphia 
4,  Pa.  This  has  been  devised,  Mr. 

(Continued  on  Page  125) 


Year-round  Profits  with 


ALUMINUM  AWNINGS 

■i»  tt  •  09  Ito  tSMM 


LIFE-LONG  aluminum  awn¬ 
ings  have  beauty,  strength, 
natural  light,  ventilation  and 
shade  —  all  in  one.  If  you 
want  to  make  a  substantial 
year  around  profit,  give  the 
home  owner  the  best  awn¬ 
ing  in  the  world.  Sell  LIFE¬ 
LONG. 

LIFE-LONG  awnings  have 
strength  plus.  They  are  riv¬ 
eted  throughout  and  are  able 
to  withstand  all  the  elements 
for  the  life  of  the  house. 

LIFE-LONG  aluminum  awnings  do  not  fade,  twist,  crack, 
warp  or  rot.  They  are  completely  fireproof.  LIFE-LONG 
aluminum  awnings  are  carefully  designed  and  custom- 
built  to  blend  into  the  architectural  lines  of  the  home. 


Write,  wire  or  phone  for  dealer  proposition. 


LIFE-LONG  ALUMINUM  AWNING  CO.,  INC. 

1)15  S.  CINCINNATI  TULSA  3,  OKLAHOMA 
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H^oj^an  "Publicafions /  Incr' 


subscribes  to 


CJtie  Biytters'Ink  Platform 
ojAfhcrtisma  Binciples 


Detiring  to  praerve  and  enhance  the  values  in  advertising  to  the  benefit  of  the 
public  and  businese  alike; 

Recognizing  that  advertising  has  played  a  dynamic  role  in  the  growth,  devdop- 
ment  and  expansion  of  commerce  and  industry  in  the  United  States; 

Convinced  that  organization*  now  in  the  field  of  advertising  can  by  joint  endeavor 
preserve,  elevate  and  make  fuDy  effective  adequate  standards  for  the 
conduct  of  advertising; 

Reaffirming  the  principles  that  have  already  been  advocated  by  far-seeing 
leaders  in  advertising; 

Determined  to  eliminate  abuses  in  advertising  that  tear  down  its  acceptance  by 
the  public  and  its  rvalue  to  American  busitwu; 

We  affirm  the  principles  set  forth  bdow  as  essential  to  the  welfare  of  the  prMic 
and  all  those  engaged  in  advertising: 


Wc  believe  that  the  primary  function  of  adver¬ 
tising  is  to  inform  the  public  of  the  attributes  of 
goods  and  services  and  to  induce  their  purdiase.  We 
deplore  the  use  of  advertising  primarily  as  an  in¬ 
strument  to  disparage  a  competitive  product  or 
ser\  ice  or  to  attack  the  truthfulness  of  competitive 
claims.  Such  abuse  of  advertising  tends  to  destroy 
believability  in  all  advertising  claims  and  to  cause 
grave  damage  to  the  American  system  of  private 
competitive  enterprise. 

Wc  b6li6V6  that  advertising  is  a  social  force  for 
the  public  good,  and  we  support  advertising  that 
contributes  to  die  general  welfare  of  the  public.  We 
deplore  advertising  diat  does  not  adhere  to  gener¬ 
ally  accepted  standards  of  good  taste  and  morality. 


We  believe  that  the  sponsor  of  the  advertising 
message  has  an  especial  responsibility  for  the  con¬ 
tent  of  that  message.  We  deplore  claims  of  fact  diat 
cannot  be  verified  by  objective  tests.  Anyone  using 
the  advertising  message  to  mislead,  confuse  or 
deceive  the  public  is  acting  irresponsibly  and  to  the 
detriment  not  only  of  his  own  advertising  but  of  aD 
advertising. 

W6  b6li6V6  that  all  those  engaged  in  advertising 
should  work  together  in  die  public  interest  and  in 
their  own  interest  to  advance  these  advertising 
principles.  We  shall  therefore  lend  our  best  efforts 
to  further  every  movement  designed  to  preserve, 
elevate  and  implement  these  standards. 


FfUident  O 


After  o  study  of  the  principles  put  forth 
in  advertising,  BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer  has  adopted  the 
Printers'  Ink  platform  shown  on  facing 
page. 

Simple  and  uncomplicated,  it  is  designed 
to  cover  the  brood  area  of  advertising 
abuses.  It  sets  forth  the  positive  principles 
of  good  advertising,  as  well  as  discouraging 
bad  advertising. 

This  publication  suggests  that  the  ad¬ 
vertisers  in  this  industry  endorse  and 
stand  on  this  platform. 


TV  Advertising 

{Continued  from  Page  100) 

advertising  staff  in  the  Newark 
office  to  try  to  buy  up  any  open 
time  that  night  on  both  radio  and 
television,  for  special  spots.  “It’s 
a  natural  for  two  reasons :  tonight 
you  can  bet  people  will  stay  home, 
and  this  snow  and  wind  will  get 
them  thinking  of  storm  windows 
and  insulation.  You  don’t  have  to 
be  very  smart  to  figure  out  what 
our  pitch  will  be.’’ 

Sandola’s  voice,  less  personal¬ 
ized  turns  up  in  every  estimator’s 
demonstration.  Using  the  “Ex- 
plain-It’’  combination  film  strip 
projector  and  record  player,  the 
representative  adds  a  bit  of  show¬ 
manship  to  his  visit,  and  has  the 
excuse  to  tell  the  prospect  that 
neighbors  are  welcome  to  see  the 
pictures.  Sandola  has  made  the 
voice  recording,  which  is  syncrho- 
nized  with  the  visual  material. 

During  a  demonstration  the  esti¬ 
mator  takes  out  a  fat  mimeo¬ 
graphed  binder  and  slips  out  a  pre¬ 
pared  list  of  previous  Sell-Your- 
Self  customers  in  the  neighbor¬ 
hood,  listed  by  street  and  telephone 
number.  The  prospect  is  encour¬ 
aged  to  call  up  the  entire  list  for 
opinions  on  quality  and  service. 

Another  mailing  list  is  ready  for 
the  time  when  the  installation  is 
scheduled.  A  post  card  with  the 
caption  “Did  you  see  what  is  going 
on  down  at  the  .  .  .  house’’  and  a 
cartoon  of  two  women  talking  over 
the  backyard  fence  is  sent  to  a  list 
of  home-owners  in  the  neighbor¬ 
hood,  and  the  reverse  side  lists  the 

{Continued  on  Page  108) 


all  these  Awnings  and  more 
from  a  standard  stock  of  . .  . 


only  10  Basic 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 


simple  to  assemble  as  a  child's  toy! 


Toke  3  simple  meosurements:  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  ports  you  will  need.  Reach  into 
your  stock  of  standard  packaged  parts — 
then  assemble  the  Awning  quickly  and 
eosily  on  location  or  in  the  shop.  No  spe¬ 
cial  tools  required.  The  ports  are  pre¬ 
cision  manufactured  and  engineered. 


immediate  delivery  means 

immediate  Profits!  V 


Only  SHADE  King  ventilated  aluminum  ownings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediote  profits — no  special 
machinery  or  tools  to  buy — strength  and  beauty.  Why 
speculate  when  you  can  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 

strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 
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If  you’re  a  company  —  or  an  individual 
—  looking  for  an  active,  high-profit  line 
to  sell  during  the  quiet  winter  months, 
you’ll  find  Gardner  Enclosures  highly  pro¬ 
ductive  .  .  .  for  here  is  an  exciting,  practical 
product  that  performs  a  triple  service  in 
homes  that  have  hot  water  or  steam  heat. 

Service  No.  1  is  Decorative  — 

Gardner  Enclosures  bring  old,  tired  rooms 
alive  with  a  fresh,  new  look,  as  the  picture 
above  clearly  shows. 

Service  No.  2  is  Functional  — 

Gardner  Enclosures  successfully  check 
messy  radiator  smudge  that  so  quickly  soils 
clean  walls  and  draperies  —  saving  home 
owners  substantial  money  in  less  frequent 
redecorating. 

Service  No.  3  is  Healthful  — 

Gardner  Enclosures,  equipped  with  sp>ecial 
non-mechanical  water  pans,  keep  rooms 
more  pleasantly,  comfortably  heated,  while 
the  more  moist  air  they  provide  protects 
against  winter  coughs  and  colds. 


Sales  Leads  Furnished 


When  you  sell  Gardner  Radiator  Enclo¬ 
sures  you  represent  the  largest  and  oldest 
quality  manufacturer  in  the  field  and  are 
provided  with  a  complete  sales  presenta¬ 
tion  kit.  There  is  no  inventory  to  carry, 
no  investment  to  make.  Enclosures  are 
custom-made  to  order,  to  your  measure¬ 
ments  —  easier  by  far  than  figuring  win¬ 
dow  openings.  You  are  put  on  the  path 
to  sales  through  interested  prospects  pra- 
duced  by  Gardner  advertising  in  Better 
Homes  &  Gardens,  American  Home,  etc. 
Personal  income  of  $10,000  to  $15,000  a 
year  is  easily  possible.  Many  Gardner  men 
are  doing  it. 

Why  not  take  advantage  of  t.iis  golden 
business  opportunity  —  and  apply  now  for 
a  profitable  Gardner  franchise.  Desirable 
territory  is  open  —  write  today. 


Gardner  Manufacturing  Co. 

4123  Kansas  St.,  Horicon,  Wis. 


TV  Adrertising 

{Continued  from  Page  107) 

name  and  address  of  the  customer 
and  the  time  of  the  installation,  to 
encourage  side-walk  superintend¬ 
ing  and,  of  course,  new  leads. 

The  company’s  ten  delivery 
trucks  have  a  full  message,  includ¬ 
ing  a  reminder  of  the  television 
program.  Moving  all  over  the  New 
I  Jersey  countryside  depositing  win- 
!  dows,  doors  and  awnings,  not  to 
I  speak  of  roofing  and  siding,  at  job 
I  sites,  they  meet  the  eye  of  innum¬ 
erable  future  prospects.  Another 
less  detailed  message  is  the  com- 
;  pany  imprint  on  the  doors  of  the 
ten  Nash  Rambler  station  wagons 
that  the  company  provides  for  its 
fifteen  sales  representatives  (we 
almost  said  “salesmen”). 

These  Ramblers,  besides  being  a 
i  quiet  reminder  of  the  company’s 
existence  wherever  they  go,  also 
furnish  a  good  example  of  its  staff 
relations  policy.  The  men  are  per¬ 


mitted  to  take  the  cars  on  vacation, 
which  may  last  as  long  as  four 
weeks.  The  length  of  a  man’s  vaca¬ 
tion  is  governed  by  a  point  system. 
A  point  is  given  for  every  $30  in 
sales,  and  1000  points  entitles  a 
man  to  the  maximum  time,  with 
salary  paid  up  to  $350  for  the 
period. 

Not  only  the  sales  people,  but 
the  entire  working  staff  comes  in 
for  an  incentive  bonus  plan  paid 
by  the  company.  A  certain  sum  is 
put  into  the  bonus  pot  for  every 
sale,  and  this  year  the  pool  which 
was  scheduled  for  distribution  at 
the  annual  Christmas  party  on 
Dec.  17  amounted  to  $4500.  The 
party  is  a  family  affair,  with  all 
employees  bringing  wives  and 
husbands,  as  the  case  may  be. 

Hospitalization 

The  company  pays  one-third  of 
the  employees’  hospitalization  in¬ 
surance,  and  a  quarter  of  the  pre¬ 
miums  on  an  accident  and  health 
policy  with  Metropolitan.  Sandola 


NOW  IT  CAN  BE  SEEN! 

THE  ALL  NEW  im 

"CERTIFIED" 

ALUMINIIM 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throushout— Including  Expanders— 

•  A  Terrific  Demonstrator  for  yeur  Salesmen  — 

•  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

PRICED  RIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


Jl  :  . 

Mf/% 


i 

'  1 

/9  i 

j  / 

^  1015  Weit  Diamond  Street  > 

'  aJ  H  "•  \\ 

f  ^  Awf 

'  /  ^  '  Philadelphia  22,  Pennsylvania 

Telephone '  FRemont  7  2500 
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expects  the  company’s  contribution 
to  go  up  to  50%  next  year.  The 
dozen  mechanics  get  five  paid  holi¬ 
days,  and  work  on  an  hourly  rate 
with  an  incentive  bonus  arrange¬ 
ment.  They  work  full  time,  but 
sometimes  in  a  rush  Sandola  has 
to  bring  in  some  sub-contractors. 

Sandola  has  some  definite  ideas 
about  his  sales  force.  He  wants  to 
break  in  his  own  men  with  a  spe¬ 
cial  training  program.  They  must 
be  completely  fresh  in  the  building 
specialties  line,  so  they  will  not 
have  to  unlearn  some  one  else’s 
procedures.  They  should  be  be¬ 
tween  27  and  30  years  old,  and  j 
married.  He  starts  a  man  at  a  | 
salary  of  $2000,  in  addition  to  a 
percentage  on  closing  a  sale,  and 
maintenance  on  the  station  wagon. 
He  says,  “With  people  getting  $80 
or  $90  a  week  in  a  defense  plant, 
what  kind  of  man  do  you  think 
would  come  to  us  and  work  on  a  ; 
draw?  I  want  a  good  man  who  is  | 
unspoiled.  I  don’t  hire  a  man  who  i 
comes  and  says  he’s  one  of  the  best  i 
in  the  business,  not  because  I  don’t  | 
believe  him,  but  because  he  prob-  i 
ably  is  good.  That  means  he  knows  I 
every  trick  in  the  business,  and  i 
will  work  every  angle  for  a  sale, 
whether  it’s  good  for  the  company  j 
or  not.’’  i 

! 

Estimator  Approach  j 

I 

Sandola  claims  he  has  little  turn-  ; 
over.  He  will  let  a  man  go  who 
doesn’t  pan  out,  but  he  has  no 
worry  about  losing  good  men  to 
other  firms.  He  is  emphatic  about 
men  working  only  for  his  firm. 
There  is  no  second  chance  for  a 
man  who  sells  other  wares  on  the 
side  or  who  works  out  deals  for 
himself. 

The  approach  of  the  estimator  is 
that  he  is  primarily  interested  in 
telling  the  customer  what  the  com¬ 
pany  offers;  he  leaves  literature, 
and  makes  a  pretty  close  estimate  | 
of  what  the  job  will  cost.  He  makes  j 
it  clear  that  he  will  not  call  again,  | 
that  the  decision  is  up  to  the  pros-  i 
pect.  He  leaves  his  thermometer  or  | 
other  free  gift,  and  goes.  In  a  day  ; 

(Continued  on  Page  110)  1 


SALES  SLUMPING? 

THE  COMPLETE  LINE 
OF  PRE-ENGINEERED 


Lock-Rite 


GARAGES  AND  COTTAGES 
IV/a  BOOST 
yOUR  SALES! 


We  are  in  a  position  to  offer  you  on  unusual  proposition  that  will 
serve  you  3  ways  —  give  you  a  fast  selling  line  of  merchandise  where 
there  is  absolutely  no  inventory  involved  .  .  .  provide  a  low-cost  sales 
office  in  a  location  YOU  choose  .  .  .  and  increase  sales  on  your  present 
lines.  For  complete  details  write 


Lock-Rite  Structures 


235  Mill  Street,  Lawrence,  L.  I. 


KEEP  YOUR  SALES  FORCE 


with 

LOUVRE-SEAL 

Louvre-SesI  is  the  only  jalousie 
window  designed  for  PRIME 
WINDOW  use  .  .  .  and  de¬ 
signed  specifically  for  the 
Northern  States!  Patented 
weatherseal  interlock  seals  out 
coldest  weather  .  .  .  lets  you 
sell  jalousies  all  year  'round! 

Perfect  for 
Porches  •  Doers 
And  Ail  Windows 
Send  today  for  complete,  fully 
illustrated  literature 


Automatic  Weatherstrip 
With  Patented  Interlocking 
Aluminum  Flange 


TODAY! 

LOUVRE-SEAL  WINDOW  PRODUCTS,  INC. 

97-24  Albert  KMi.  One*  Park  19,  N.  Y. 
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Something  HIW! 


CRAI6 


ATTIC  STAIRWAYS 


M*^A/i  PROFITS 


DONT  DELAY 
WRITE  TODAY 

for  full  details  on 
this  hifh  sales  and 
profit  Stairway. 
Now  offered  for  dis¬ 
tribution  through 
Building  Specialties 
Dealers  for  first  time. 


The 


CRAIG 


patented 


FOLO-A-STJIIR 

1.  Mokes  the  waste  space  of  the  attic  into 
real  "dollars  and  cents"  value  for  added 
storage  and  living  space. 

2.  Folds  easily  and  safely  into  small  space. 
Install  in  a  hallway  or  a  large  closet. 

3.  Quick,  easy  instollotion  in  new  ond  old 
homes.  Complete  instollotion  instruc¬ 
tions  supplied. 

4.  A  big  demand  item  that  will  fit  in  with 
your  present  lines. 

5.  Good,  fast  service  from  factory  on  any 
quantity  —  one  unit  or  a  carload. 

6.  F.  H.  A.  acceptance. 

7.  No  need  to  carry  various  sizes  in  stock. 
The  "universal"  model  fits  all  ceiling 
heights  of  nine  feet  and  less. 

Return  coupon  for  details. 


NAME  . 

COMPANY  . 

ADDRESS  . 

CITY . STATE. 


CRAIG  WOOD-PRODUCTS  COMPANY 

Brennan  Rood  Columbus,  Georgia 


TV  Advertising 

{Continued  from  Page  109) 

j  or  two  a  letter  arrives  from  the 
I  company,  thanking  the  prospect 
for  the  time  spent  with  the  Sell- 
!  Your-Self  representative,  and  in¬ 
cluding  more  literature.  The  name 
is  added  to  the  general  mailing  list, 
of  course,  but  there  is  no  further 
specific  solicitation. 

Sandola  started  his  business  in 
1937,  as  the  Service  Construction 
and  Insulation  Co.  In  1945  he 
started  Sell- Your-Self  in  the  Nut- 
ley  location  at  165  Franklin  Ave. 
In  the  winter  of  1949-50  he  opened 
the  Dunellen  establishment  on 
Route  22,  and  last  July  he  opened 
a  showplace  at  973  Broad  Street, 
Newark.  He  has  another  Newark 
building  at  623  North  8th  Street, 
8,000  square  feet,  which  has  been 
his  warehouse  and  the  center  of 
his  operations  as  a  KD  distributor 
for  Keystone.  He  is  also  distribu¬ 
tor  in  13  New  Jersey  counties  for 
C-Thru  aluminum  awnings.  He 
also  has  a  6,000  square  foot  ware¬ 
house  in  Nutley  for  roofing  and 
siding,  and  he  sells  a  jalousie  made 
specially  for  him  in  Florida. 

More  Expansion 

With  plans  for  even  further  ex¬ 
pansion  on  his  mind  —  a  million 
gross  with  an  advertising  expendi¬ 
ture  of  over  $100,000  —  Sandola  is 
perfectly  willing  to  go  into  in¬ 
creased  overhead.  He  was  plan¬ 
ning  an  office  manager  experiment, 
to  let  him  get  out  of  the  office. 
With  simple  objectivity  he  declared 
that  he  could  easily  make  up  any 
increase  in  operating  expenses  if 
he  could  get  out  himself  and  sell, 
and  work  more  closely  with  his 
sales  force  (and,  also  important, 
get  in  some  golf).  He  plans  to 
centralize  aluminum  operations  and 
his  advertising  office  in  the  Newark 
8th  Street  building  next  June. 

An  every-summer  operation  is 
the  yearly  check  sheet.  During  the 
comparatively  slow  morths  of  July 
and  August  each  man  goes  overliis 
list  of  sales  for  the  year  and  pays 
some  visits.  He  checks  installa¬ 
tions,  makes  little  adjustments 


himself,  and  arranges  to  send  a 
mechanic  if  necessary  —  cost  free. 
All  this  is  done  to  remind  the  cus¬ 
tomer  of  the  validity  of  the  guar¬ 
antee,  and  also  of  the  $10  bonus 
coupon  for  a  consummated  lead. 

Sandola  is  carrying  on  a  one- 
man  boycott  against  newspapers 
that  carry  misleading  “$9.95”  ad¬ 
vertising.  “They  know  what’s  be¬ 
hind  those  ads,  and  why  should  I 
advertise  in  papers  that  are  giving 
the  business  a  bad  name?” 

To  a  suggestion  that  maybe  he 
was  taking  a  chance  with  such  bold 
expansion  and  such  heavy  expendi¬ 
ture  in  advertising,  Sandola  was 
a  picture  of  confidence.  “First, 
none  of  the  commitments  are  long 
term,  and  I  can  contract  pretty 
quickly  if  I  have  to.  And  if  it’s 
bad  times  you’re  worried  about, 
remember  in  time  of  unemploy¬ 
ment  there  are  plenty  of  people 
who  will  go  canvassing  for  you  on 
a  commission  basis.  True,  ten  per 
cent  for  advertising  is  heavy,  but 
I  make  up  for  it  by  reducing  my 
percentage  for  sales  expense.  For 
my  first  five  months  this  year  my 
total  promotion  expense  for  adver¬ 
tising  and  sales  was  only  14%,  so 
I’m  on  pretty  safe  ground.  Busi¬ 
ness  is  always  good,  if  you  know 
how  to  go  out  and  get  it.” 

Sell-Your-Self  seems  to  be  get¬ 
ting  it. 


Factoring 

{Continued  from  Page  50) 

keeping  and  collection  problems  of 
its  clients,  and  assists  whenever 
possible  in  directing  the  manufac¬ 
turer’s  attention  to  those  markets 
which  have  the  greatest  opportuni¬ 
ties.  In  performing  these  normal 
functions  the  experienced  Factor 
enables  the  manufacturer  to: 

1.  Increase  profits  through 
more  effective  use  of  work¬ 
ing  capital. 

2.  Extend  more  attractive 
terms  to  all  customers. 

3.  Sell  larger  amounts  to  well 
rated  customers. 

{Continued  on  Page  112) 
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NO  calking  COMPUIKTS I 


m 


ideal  for 
Storm  Doors 
and 

Storm  Windows 


LASTIKALK 

the  quality  calking  &  pointing  compound 
•  ELASTICIZED  •  NON  STAINING 

•  EASY  TO  APPLY  •  COLOR  HARMONY 

Loitik  Products  Co.,  Inc.  Mu.  1-85SS  Iroquois  Bid  g  Pgh  Pa. 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourseli 
of  keeping  up-to^ote  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  cmd  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount 

□  Enclosed  is  a  check  or  money  order. 


My  Nome. 


Position. 


Compcmy. 


Address 


EVERY  MHAL  AWNIW  INSTALLER 
SHOULD  HAVE  THIS  HANDY  TOOL 

A  Temporary  Telescoping  Support  Tube  That 
Will  Speed  Up  Your  Metal  Awning  Installa¬ 
tions. 

Erect  Your  Awnings  With  Awning  Jacks.  Make 
All  Adjustments  For  Proper  Position,  Level, 
Height,  Etc. — Then  Cut  Your  Permanent  Sup¬ 
port  Tubes  or  Pipes  to  Exact  Measurements. 
Awning  Jack  Will  Speed  Up  Your  Installation. 


WRITE  FOR 
BULLETIN  ON 
OUR  METAL 
AWNING 
HARDWARE 


ORDER  TODAY 

Shipped  in  Standard 
Carton  of  3 

$4.75  Ea.  Jack 

F.O.B.  Pittsburgh, 

Pa. 


^  Hadco  Aluminum  Products  Cb. 

501  PRESSLEY  ST  ‘  PITTSBURGH  h,  PA 


Phon.  FA.rta.  2164B 
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FOR  REAL  PROFITS! 

Sell  ELMONT  Combination 
Storm  and  Screen  Doors 


The  real  service- 
free  door  with 
the  easy-to-sell 
quality  features. 

2  PANEL 
MITRED 

ALL  EXTRUDED 
63ST5 
ALUMINUM 


Precision 

Engineered 

Rugged 

Sog-Proof 

Construction 


Available  Assembled,  Semi-KD  &  Full  KD 
PROMPT  DELIVERY 
CHOICE  DISTKIBUTOKSHIPS  OPEN 
Writt,  wire  or  phono 


ELMONT 


MANUFACTURING  CO.  INC. 
575  Hempstead  Turnpike  Elmont,  N.  Y. 
FLoral  Park  4-3620 


Factoring 

{Continued  from  Page  110) 

I  4.  Provide  more  customers 
with  greater  growth  op¬ 
portunities. 

5.  Cooperate  more  fully  with 
I  temporarily  embarrassed 

customers. 

1  Case  Examples: . 

These  few'  case  examples  will 
illustrate  how’  Factoring  provides 
these  benefits. 

Increases  Profits 

Company  A,  during  1951  and 
1952,  operated  unprofitably.  New' 
and  competent  management  came 
into  the  picture  early  in  1953  but 
the  company  still  lacked  the  neces¬ 
sary  working  capital  to  take  full 
advantage  of  their  opportunities. 
Factoring  provided  the  money 
needed  to  take  care  of  this  poten¬ 
tial  with  the  result  that  during  the 
;  first  eight  months  of  the  1953  fiscal 


DISTRIBUTORS! 


Builders  will  buy  the  IVew 

"PERFECTED"  WEATHER  WIZARD  SLIDING  PRIMARY  WINDOW. 

THE  FINEST  PRIMARY  WINDOW  ON  THE  MARKET  IS  NOW  READY  FOR  NATIONAL  DISTRIBUTION. 

Check  These  Features 


*  Finger-tip  Sliding 
Control 

*  Jiffy  Lightweight  Take¬ 
out  panels 

*  Glass  set  in  Special 
Glazing  Channels 

*  Master  Frame  com¬ 
pletely  beveled 

*  100%  Fully  Extruded 
63ST  5  Aluminum 

*  Stainless  Steel  Weath¬ 
er  Stripping 

.  . .  and,  shipped-as-you- 
like  it. 

Completely  Assembled, 
Semi  KD  or  KD 


GArden  City  3-4320 


storm  WIndowt  t  Storm  Doors 


year,  tangible  net  worth  increased 
600%. 

Extends  Terms 

Another  manufacturer  has  a 
number  of  distributors  whose  own 
business  has  expanded  rapidly 
with  the  result  that  an  increasing 
amount  of  the  distributor’s  capital 
was  tied  up  in  inventory  and  out¬ 
standing  receivables.  This  distribu¬ 
tor  asked  the  manufacturer  to  ex¬ 
tend  credit  terms.  The  Factor  was 
willing  to  approve  sales  on  a  30 
and  60  day  basis  which  materially 
assisted  the  distributor  in  extend¬ 
ing  his  own  business. 

Larger  Amounts 

One  manufacturer  has  as  one  of 
its  best  customers,  a  dealer  with 
excellent  credit  rating.  This  dealer 
ordered  approximately  $50,000 
worth  of  merchandise.  Although 
his  credit  standing  was  unques¬ 
tioned  the  manufacturer  hesitated 
to  tie  up  his  limited  working  capi¬ 
tal  ($50,000)  with  one  client  for 
such  a  large  amount.  This  prob¬ 
lem  was  met  by  providing  the 
manufacturer  with  the  necessary 
funds  to  finance  his  inventory  and 
production  costs  which  were  then 
liquidated  by  the  Factor’s  pur¬ 
chase  of  the  sale  on  the  date  the 
storm  window’s  were  shipped. 

Assist  Small  Customers 

In  the  normal  course  of  approv¬ 
ing  sales,  the  Credit  Department 
of  a  Factor  was  asked  to  approve 
a  sale  to  a  distributor  with  work¬ 
ing  capital  of  approximately  $10,- 
000  and  a  net  worth  of  $13,000. 
After  the  Credit  Department  had 
completed  their  investigation  of 


Read 

Building  Specialties 
A  Borne  Improvement 
Dealer  Every  Month 

Order  your 
Subscription  Today 
$3.00  per  year 
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the  distributor,  analyzed  his  ability  | 
and  the  potential  of  the  area  in  ' 
which  he  operated,  approval  was 
granted  for  a  sale  of  $21,000.  It 
is  apparent  therefore  that  ade¬ 
quate  credit  information  goes  far 
beyond  looking  at  a  financial  state¬ 
ment.  j 

Gives  Customer  Greater 
Cooperation 

One  story  will  close  this  list.  It  [ 
is  a  story  of  how  Factors  can  work  | 
at  times  to  save  customers  who 
might  otherwise  fall  by  the  way- 
side.  This  concerns  a  customer  of 
a  factoring  client  who  owed  $30,-  I 
000  to  the  Factor  on  goods  already 
shipped.  This  customer  had  bought 
on  30-day  terms,  but  suddenly 
found  himself  smothered  under  by 
unexpected  shipments  from  other 
suppliers.  Selling  terms  of  these 
other  suppliers  required  immedi¬ 
ate  payment  which  threatened  him 
with  forced  liquidation. 

With  its  background  of  resources 
and  judgement,  a  Factor  did  what 
few  manufacturers  can  afford  to 
do  under  similar  circumstances. 
Although  the  customer  was  not 
and  never  could  become  a  client  of 
the  Factor,  the  Factor  worked  out 
a  payment  scheme,  helped  the  ■ 
manufacturer’s  customer  over  the  i 
rough  spot  and  in  the  end  .saw  him  ; 
with  his  affairs  all  tidied  up.  Once  I 
again,  a  customer  was  preserved  i 
for  the  client.  Sometimes  it  seems  I 
hard  to  tell  where  the  Factor’s 
financial  services  leave  off  and  his 
human  services  begin. 


am 

TRIPLE-TRACK  EXTRUDED  ALUMINUM] 

COMBINATION  WINDOWS 

...are  priced  low  to 

BEAT  ALL 
COMPETITION 


•  Heavy  gauge,  rigid  welded 
construction,  perfectly 
squared. 

•  No  cutting  or  trimming  on 
job. 

•  Easy  one  piece  unit  — 
faster  installation,  fits  like 
a  glove. 

•  FAST  DELIVERY. 


..vV- 


OM  MAIL  THIS  Co 


Profits  galore  are  in  store  for 
you!  When  you  sell  Ideal  3  track 
windows  —  their  ease  of  opera¬ 
tion  and  low  price  sell  on  sight, 
ideal  quality  products  have  had 
consumer  acceptance  for  the 
past  30  years.  Check  with  IDEAL 
now  for  an  exclusive  distributor*^ 
ship  in  your  territory. 


m 

JM  PRODUCTS  CO. 

19Th  Street 
^onne,  N. 


♦Ol 


[I  IDEAL  ALUMINUM  PRODUCTS  CO. 

1 1  29  East  19th  St.,  Bayonne,  N.  J. 

Please  send  me  complete  details  on  IDEAL  3  Track 
combination  windows. 


1 


NAME _ 

COMPANY 
ADDRESS— 
CITY _ 


STATE. 


Tub  Enclosures 

(Continued  from  Page  52) 

is  placed  on  center  section  of  back¬ 
side  of  guide  track  (Fig.  3)  which 
is  placed  on  tub  rim  between  up¬ 
right  jambs  and  squeezed  down 
firmly,  making  sure  all  openings 
between  tub  and  guide  track  are 
filled  with  mastic. 

Next,  the  distance  between  walls 
at  top  of  jamb  on  left  to  top  of 
jamb  on  right  is  measured  and  top 


bearing  track  cut  to  this  mea.sure- 
ment. 

Door  Panels 

Door  panels  are  placed  with  top 
rollers  facing  out.  Panels  are  a.s- 
sembled  on  top  bearing  track  by 
slipping  this  over  rollers  on  panels, 
allowing  each  panel’s  rollers  to  go 
into  their  respective  tracks  (Fig. 
4).  Rough  side  of  glass  is  on  out¬ 
side  of  tub  when  in  place. 


The  assembly  is  then  lifted  and 
the  ends  of  top  bar  slipped  over 
the  jambs  fastened  to  walls,  which 
locks  it  in  place.  Guide  channels 
on  bottom  of  panels  slide  between 
openings  in  guide  bar  (Fig.  5). 

Only  remaining  work  to  be  done 
is  to  install  handles,  one  on  each 
door  and  wipe  off  excessive  mastic 
with  a  damp  cloth. 

Shower  doors  are  ready  for  use 
after  twenty-four  hours — the  time 
required  for  this  mastic  to  set. 
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members  pledges  a  square  sales  talk 
to  the  potential  customer.  Only 
those  firms  signing  the  stringent 
Code  of  Ethics  agreement  govern¬ 
ing  use  may  use  it. 

The  seal  also  protects  the  manu¬ 
facturer  and  dealer  who  operate 
legitimately.  Educating  the  public 
to  the  seal  and  its  meaning  is  a 
good  way  to  put  out  the  fires  spit 
from  the  mouths  of  fly-by-night 
dragons.  NMAA  has  sponsored 
national  advertising  of  its  seal  in 
Saturday  Evening  Post,  Better 
Homes  and  Gardens,  and  House 
Beautiful.  NMAA  manufacturers 
incorporate  it  in  trade  journal  ad¬ 
vertising. 

Yes,  NMAA  is  a  thinking  and 
doing  organization.  The  best  advice 
to  those  persons  who  are  “from 
Missouri”  is  to  come  on  down  to 
Jacksonville,  Fla.,  January  18-20, 
1954,  George  Washington  Hotel. 


Pre-Engineered  Garages 

{Continued  from  Page  49) 
Crete  slab.  Such  a  slab  is  quickly 
prepared  by  making  use  of  pre¬ 
mixed  concrete  which  is  easily  sup¬ 
plied  by  a  local  sand  and  gravel 
man  or  masonry  supply  yard  and 
arrives  ready  to  be  poured. 
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Faith  Moved  Mountain 

{Continued  from  Page  46) 

is  staffed  with  competent  help  and 
the  latest  office  equipment. 

NMAA  is  currently  working  a 
project  to  check  and  correct  build¬ 
ing  ordinance  deficiencies  and  dis¬ 
criminations.  Thi.i  is  a  giant  of  a 
task.  It  is  under  the  direction  of 
James  J.  Brennan,  who  will  report 
his  findings  and  remedies  at  a  ses¬ 
sion  of  the  Jacksonville  convention. 


Members  have  forwarded  ordi¬ 
nances  from  municipalities  the  na¬ 
tion  over  in  this  concentrated  ef¬ 
fort  to  help  each  other. 

The  far-flung  membership  of 
NMAA  dots  and  circles  the  United 
States.  Memberships  are  held  in 
Hawaii,  Canada,  and  Puerto  Rico. 
A  common  goal  to  make  this  a  bet¬ 
ter,  more  profitable  industry 
bridges  the  great  distances  between 
the  individuals  of  NMAA. 

The  NMAA  seal  displayed  by 


Assembly 

Assembly  is  remarkably  simple, 
so  simple  that  even  the  ordinary 
home  owner  can  put  these  struc¬ 
tures  together  without  difficulty. 
Obviously,  the  dealer’s  mechanics, 
who  have  usually  had  some  train¬ 
ing  in  carpentry,  will  find  the  job 
of  assembling  the  Pre-Engineered 
Garage  an  easy  task.  Unlike  the 
building  contractor’s  garage  which 
is  nailed  together  piece  by  piece  — 
a  laborious  and  expensive  process 
— the  Pre-Engineered  Garage  is 
made  up  of  large  panels  which  are 
precision  cut,  assembled,  and  nailed 
at  the  factory.  The  roof  rafters  are 
also  cut  and  notched  to  exact  dim¬ 
ensions  at  the  plant.  There  is 
therefore  no  measuring  and  little 
or  no  cutting  for  the  dealer’s  me¬ 
chanics  to  do. 

All  the  parts  and  panels  are 
carefully  numbered  to  correspond 


mallard 


mallard 


•  pretcctieii  in  nl  wncrthnr 


YOUR  BEST  BUY  IN 


COMBINATION  STORM  WINDOWS 


IF  YOU  ACT  NOW 
YOU  CAN  OBTAIN  AN 


\  WITH  THE 

— ^^"^MALLARD  MANUFACTURING  CORP. 

NATIONWIDE  REPORTS  SHOW  THAT 

SALES  ARE  CLIMBING 

YOUR  CUSTOMERS  WILL  APPRECIATE  THESE 
SPECIAL  MALLARD  FEATURES  TOO 

#  Mallard  J  Track  -  top  and  bottom  gloss  ponels  and  screen 
each  operates  on  its  own  speciol  track 

#  Costom-fitted  -  meticulous  measurements  ir-sure  c  perfect 
seal  —  dirt  grime  dust  or  woter  can  I  seep  through  fuel 
bills  reduced  os  much  as  35°o  occordmg  to  U  S  Gov  t 
stotistics 

9  All  windows  seoled  with  Geon  the  perfect  refrigera'or 


0  All  interlocking  inserts  glass  ond 
•  Blind  stop  installation 
0  Handle-locking  inserts 


MAILARO  MANUFACTURING  CORP. 

1205  N.  4TH  ST.,  PHIIA.  22.  PA. 

PHONE:  MA  7-4433 
Gentlemen : 

I  am  interested  in  discussing  the  possibility  of  a 
□  Deolership  Q  Distributorship  Q  K.  D.  Factory  Plon 


NAME.. 


ADDRESS . 

CITY . STATE.. 


..TEl.  No . . . 


Mallard  .  combination 
storm  windows  are  big  busi¬ 
ness.  Get  your  share  of  these 
profits.  It  will  pay  you  to  in¬ 
vestigate  MALLARD'S  SPECIAL 
K  D  SYSTEM  now  being 
offered. 


FOR  FURTHER  INFORMATION 
CALL,  WIRE  OR 
MAIL  THIS  COUPON 


with  step-by-step  erection  plans 
that  preclude  possibility  of  error. 
By  following  the  instructions  of  the 
erection  plans  a  dealer’s  mechanics 
can  put  up  a  pre-engineered  garage 
of  the  type  shown  in  the  illustra¬ 
tions  in  short  order.  A  crew  of 
two  men  can  erect  one  of  these 
structures  in  eight  hours  or  less. 
Larger  sizes  will  naturally  require 
a  bigger  crew.  However,  it  is  not 
necessary  for  the  dealer  to  erect 
the  garage  if  this  is  not  convenient 
or  practical  for  him.  He  can,  in 
many  cases,  work  out  an  arrange¬ 
ment  to  have  the  manufacturer  put 
up  the  structure. 

Financing 

Financing  can  be  done  under  the 
regular  FHA  Title  I  guaranteed 
loans  and  the  dealer  can  handle 
this  for  his  customer  or  have  the 
manufacturer  do  it.  In  fact,  about 
all  the  dealer  has  to  do  is  to  SELL 
this  item. 

Since  Pre-Engineered  Cottages 
and  Utility  buildings  are  also  avail¬ 
able,  the  specialty  dealer  should 
go  after  this  market  also.  Summer 
cottages.  Camp  buildings,  etc.,  are 
always  in  demand  and  this  aspect 
of  the  business  should  not  be  neg¬ 
lected. 

Cuts  Rent 

i 

The  pre-engineered  garage  also 
affords  the  enterprising  dealer  an 
opportunity  to  cut  down  his  rent 
and  provide  display  space  for  his 
entire  line  of  products.  How?  By 
leasing  a  key  location,  preferably  a 
main  highway  and  erecting  a 
model  garage  on  it.  In  this  way 
the  garage  not  only  serves  as  a 
model,  but  also  advertises  the 
dealer’s  business,  provides  display 
space  for  his  other  products,  and 
houses  his  office  and  sales  staff. 
It  also  cuts  down  on  his  rent  since 
the  cost  of  leasing  an  empty  lot  is 
usually  considerably  less  than  that 
of  even  a  small  building  or  store. 

From  almost  any  point  of  view 
the  Pre  -  Engineered  Garage  has 
much  to  offer  the  home  improve¬ 
ment  dealer  and  the  opportunities  i 
for  sales  and  profits  is  unlimited.  1 


POPULARLY  PRICED  FOR  VOLUME 
SALES  AND  BI66ER  PROFITS' 


INDUSTRIAL  SCREW  COMPANY 

1.  We  specialize  in  STANDARD  AND  SPECIAL  FASTENERS,  SPECIAL 
HARDWARE,  and  KREIDEL  SPLINES  for  the  COMBINATION  STORM 
DOOR  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum  and  stainless 
steel  .  .  .  with  slotted  and  Phillips  heads. 

2.  We  know  your  problems,  and  therefore  can  serve  you  better. 

3.  We  stress  quality,  and  therefore  can  offer  you  better  products. 

Serving  Your  Industry  for  Eight  Years 

711  W.  Lake  St.  5476  State  Road 

Chicago  6,  III.  —  DEorborn  2-7380  Cleveland  29,  Ohro  —  SHodyside  1-3636 

West  of  Ohio  Ohio  and  Eost 

ypt  044/1  Caialof  tmd  iUe  addteAA  044/t  &fta4toU  etoa/tedi  yo«. 
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PYRAMID 

Offers  the 

LOWEST- PRICED 

3'TRACK  EXTRUDED 
ALL-ALUMINUM 

STORM  & 
SCREEN 
WINDOWS! 


for  New  England  and 
East  Coast  States 


Available 

Knocked  Down,  Lengths, 
or  Fully  Assembled 

Check  These  PLUS  Features: 

V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 

V  Prompt  delivery 


INVESTIGATE  THIS 
H  FASTER^SELLING  m 
PROFIT  MAKER! 

Mats  and  Literature  available  for 
sales  promotion. 

Manufactured  exclusively  in  our  own  plant. 
Write  or  phone. 


SCREEN  &  WINDOW' 


42S  Third  Ava..  Brooklyn  IS,  N.  Y. 
Tel.:  SOnth  B-SOBS 


Moisture  Control 

(Continued  from  Page  55) 

over  the  nailhead  will  be  broken 
by  expansion  and  contraction  of 
the  board,  thus  permitting  water 
from  storm  conditions  to  enter  the 
nailhole  and  find  its  way  between 
clapboard  and  sheathing.  Junction 
points  of  roof  and  walls  where 
dormers,  windows,  corners,  etc., 
exist  should  be  well  calked  or 
flashed  to  prevent  water  damage. 

Avenues  of  entrance  of  outside 
moisture,  like  those  beneath  the 


Cun/  '^fuuC 


UAce^  Mia  — 


SEND  FOR 
FREE  CATALOG 


Peerless  Grille  Co.  Nightingale  9  3345 

8811  Foster  Avenue  Brooklyn  36,  NY 


Order  HOW  Your 
1954  (9th)  Edition  of 
ROOFING  SIDING 
G  BUILDING 
SPECIALTIES 
MANUAL- 


Walls  consfructed  of  hollow  core  masonry,  |  Ower  150  pages  crammed  full  of  valuable 

should  be  sealed  with  vapor  barrier  at  both  '  .  ,  Pimv  i.  i  v  i 

,  Information  on  EVERY  phose  of  your  busi- 

top  and  bottom  of  wall  and  the  wall  pro¬ 
vided  with  ventilotion  as  shown.  contractor  and  dealer  wUl  want 

copies  to  help  him  make  more  money. 


Roofs  should  be  inspected  from  the  under¬ 
side  whenever  possible  if  leaks  are  sus¬ 
pected. 
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^U444t^  ADVANCEMENT 

the  HISTORY  of  AWNINGS 


THE  MOST 


Eaves  flashing  is  important  in  areas  where 
snow  falls  may  accumulate  on  a  roof.  As 
illustrated,  a  stoppage  of  the  roof  drainage 
system  can  cause  water  to  back  up  under 
the  roof  covering. 


R  \N  -()-LI  TE  has  revohi lionized  the  Awnings  of 
Amerita  with  fabulously  lieaiitifiil  hl)er  glass... 
the  material  of  the  future.  With  RA^  -()-LI  I  E’s 
iiKxIt'iti  awning,  the  windows,  entrances,  terraces 
and  patios  of  e\en  the  nu)st  e\(|uisite  homes  can 
now  ha\e  protettion  from  sun.  rain  and  snow 
without  the  drab  darkness  of  old-fashioned  awn¬ 
ings.  RAN-()-l,rrE  Awnings  will  make  ynir 
room  interiors  live  with  a  new  color  and  soft 
light,  (iive  your  home  a  new  beautx  treatment . . . 
inside  and  out  with  R  \^  -O-EI  I  E.  1  here  are 
many  lustrous  colors  from  which  t(»  chcKtse. 


—  AoluiUacJc 

ItOfmloKMK 


iFor  colorful  brochure  and  name 

of  nearest  dealer  write... 

RAY-O-LITE  CORP.  OF  AMERICA 

ATLANTA  6,  GEORGIA 

O*  CONSUtT  YOUR  TEIEPHONE  DIRECTORY  UNDER  "AWNINGS" 


an  August-to-September  average 
gain  of  half  a  million  in  the  post- 
World  War  II  period.  This  was  the 
second  month  in  which  the  rise  in 
employment  was  less  than  usual. 


Jobs  Hit  All-Time 
Employment  High 

Non-farm  employment  in  Sep¬ 
tember  stood  at  an  all-time  high 
for  the  month  at  49.6  million,  the 
Bureau  of  Labor  Statistics  report¬ 
ed  today. 

This  was  700,000  above  a  year 
ago.  At  the  same  time  unemploy¬ 
ment,  at  1.25  million  was  a  post¬ 
war  low  for  the  month  BLS  re¬ 
ported. 

In  spite  of  these  records,  the  in¬ 
crease  between  August  and  Sep¬ 
tember  was  smaller  than  usual,  the 
survey  showed.  BLS  explained  that 
this  was  because  of  the  absence  of 
the  usual  seasonal  increase  in  man¬ 
ufacturing. 

Non-farm  employment  increased 
by  200,000  between  mid-August 
and  mid-September,  compared  to 


iitutnumpub 


duaiaitiiL 


Worker  Decrease 


From  August  to  September  the 
number  of  workers  on  manufactur¬ 
ing  payrolls  decreased  by  about 
30,000  in  contrast  to  an  increase  of 
about  200,000  which  has  been  oc- 
curing  in  this  period  in  recent 
years. 

Although  the  usual  seasonal  in¬ 
crease  did  not  occur,  factory  em¬ 
ployment  in  September  was  half  a 
million  higher  than  a  year  ago. 

This  shows,  BLS  said,  that  the 
very  high  employment  levels  which 
occurred  late  in  1952  are  being 
maintained. 


Damp  spots  from  improper  footing,  base¬ 
ment  wall  or  floor  construction  may  be 
corrected  by  waterproofing  interior  walls 
and  floor  or  by  constructing  a  new  one-inch 
joint  between  wall  and  floor. 


structure,  should  be  corrected  im¬ 
mediately,  before  moisture  damage 
becomes  acute.  Some  houses  are 
given  attention  only  when  a  prob¬ 
lem  arises — when  a  roof  leaks  or 
a  pipe  bursts.  Other  houses  are 
neglected  until  they  fall  into  a 
condition  of  disrepair  which  makes 
moisture  damage  inevitable. 

{Continued  on  Page  118) 
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Aluminum  Combination 
Casement  Sash-Screen  and 

Doors... 


Quality 
Good  Profits 
Edsy  Soiles 


U  S.  PAT.  No.  2640232 


UNIQUE  INTERLOCKING 
DESIGN  COVERS  VENT 
OPENING 

1.  CORK  INSULATION 

2.  DOUBLE  STRENGTH 
GLASS 

3.  EXCLUSIVE  DRIP  CAP 


Exclusive  Territories 
Available 


QUALITY  COMBINATIONS  ARE  OUR  BUSI¬ 
NESS.  MAKE  “WIN-SUM”  YOUR  QUAUH 
UNIT  FOR  GOOD  PROFITS  AND  EASY  SALES. 


mm ...  WIRE 
vm.*Joda4f, 


WIN-SUM  WINDOW  CORP. 


13006  GREELEY,  DETROIT  3,  MICH. 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

BUILDING  SPECIALTIES  l  By  subscribing  you  assure  yourself 

425  Fourth  Avenue,  New  York  IB.  N.  Y.  j  keeping  up-tO-date  on  the  follow- 
Piease  enter  my  subscription  to  BUILD-  j  {noj  better  selling  methods,  instolla- 
ING  SPECIALTIES  at  S3.00  for  one  year.  techniques,  management  details, 

□  BUI  me  lor  thu  amount  j  particular  specialties,  get- 

□  Enclosed  U  a  check  or  mo  ley  order.  |  holding  good  salesmen. 

My  Nome  .  j  advertising,  new  products,  and  many 

Company  .  ]  othws.  Don't  miss  a  copy.  Send  the 

Address  I  coupon  todoyl  Only  $3  a  year. 

. .  I  _ 


Moisture  Control 

{Continued  from  Page  117) 

The  wise  householder  will  antic¬ 
ipate  trouble  by  making  regular 
inspections.  Here,  the  salesman  can 
be  helpful  by  calling  the  home¬ 
owner’s  attention  to  the  impor¬ 
tance  of  a  periodic  survey — and,  if 
moisture  troubles  are  being  blamed 
on  home  improvement  products, 
the  salesman  can  be  of  service  to 
himself  and  the  customer  by  point¬ 
ing  out  the  true  cause  with  re¬ 
medial  suggestions. 

To  make  it  easy  for  the  sales¬ 
man  to  conduct  a  quick  and  effec¬ 
tive  survey  for  possible  sources  of 
moisture  damage.  Building  Special¬ 
ties  presents  on  page  55,  a  chart 
showing  where  to  look  and  what 
to  look  for. 

Most  homes  are  reasonably  dry, 
well  ventilated  and  in  fairly  good 
repair.  But,  enough  depart  from 
these  standards  to  make  the  con¬ 
trol  of  moisture  important.  The 
salesman  armed  with  the  mois¬ 
ture  control  knowledge  outlined  in 
these  articles,  who  make  good  use 
of  that  knowledge  to  help  his  cus¬ 
tomers — is  building  good  will  lead¬ 
ing  to  future  sales  and  satisfied 
customers. 


NERSICA  Folder 

{Continued  from  Page  56) 

salesmen,  at  home  shows  and  by 
reference  to  it  in  advertisements 
with  a  request  coupon  for  the  fold¬ 
er.  This,  of  course,  also  gives  the 
dealer  leads.  There  are  numberless 
ways  of  getting  the  folders  to  pros¬ 
pects. 


Koolvent  Company 

{Continued  from  Page  73) 

the  type  and  style  best  suited  to 
their  individual  needs. 

The  custom-made  Alumaroll 
awnings  will  be  manufactured 
right  in  Atlanta,  and  existing  deal¬ 
ers  of  both  organizations  will  be 
serviced  from  this  strategic  loca- 


118 


DECEMBER  1953  BUILDING  SPECIALTIES 


tion.  In  addition,  new  dealers  will 
be  established  to  handle  certain 
limited  areas  not  now  covered  by 
either  company. 

In  addition  to  the  roll-up  home 
awnings,  all  other  Alumaroll  prod¬ 
ucts  may  be  bought  through  The 
Koolvent  Metal  Awning  Company 
of  Atlanta.  These  include  mobile 
terrace  covers  that  may  be  rolled 
up  against  the  house  for  the  winter 
months,  stationary  door  canopies, 
and  commercial  stationary  and 
roll-up  awnings.  The  same  beaded 
aluminum  slat  is  used  to  make  a 
building  product  called  a  Roll-Up 
Kitchenette  Door  which  meets  the 
specific  need  for  a  compact  door 
for  kitchenettes  and  closet  closures 
in  apartments  and  small  homes. 

J.  E.  Orchard,  President  of  Alu¬ 
maroll  and  W.  H.  Wynne,  Jr., 
President  of  Koolvent  of  the  South¬ 
east,  are  both  pioneers  in  the  metal 
awning  industry,  and  both  are 
directors  of  the  National  Metal 
Awning  Association.  In  a  joint 
statement  issued  with  this  an¬ 
nouncement  these  men  noted :  “the 
increasing  consumer  acceptance  of 
aluminum  awnings  necessitates  a 
broadening  of  the  product  base  for 
Mr.  and  Mrs.  Home  Owner.  We 
are  happy  to  be  the  first  to  launch 
such  a  marketing  program  on  a 
large  scale.” 


Easier  Financing 

(Continued  from  Page  40) 

In  a  statement  appraising  the 
home  credit  outlook  for  1954,  Mr. 
Strunk  said  that  money  is  “cer¬ 
tain”  in  the  mortgage  market  be¬ 
cause  the  Federal  Government’s 
“hard  money”  policy  has  been  soft¬ 
ened  in  recent  months. 

He  asserted  that  the  greater 
supply  of  mortgage  money  means 
these  advantages  for  the  1954  pros¬ 
pective  home  buyer: 

For  the  veterans,  G.I.  loans  will 
be  easier  to  obtain  in  many  areas 
of  the  country  than  they  were  dur¬ 
ing  the  past  year. 

(Continued  on  Page  120) 


DISTRIBUTOR  &  DEALER  INQUIRIES  INVITED! 

alumInum 

^  GUTTERS  &  LEADERS 


AVAILABLE  FOR 
IMMEDIATE  DELIVERY 


EASTERN  offers  a  complete  line  of  O-Gee 
and  half-round  aluminum  gutters  and  leaders 

for  all  types  of  architecture . industrial, 

home,  and  farms.  Write  for  details  today! 

CHECK  THESE  IMPORTANT  FEATURES: 

•  Never  rust  or  stain  exterior  walls. 

•  No  painting  or  maintenance  required. 

•  Lightweight  —  will  not  sag. 

•  Easy  handling  —  easy  installation. 

•  No  soldering  —  joins  by  slip-joint 
•  Fire-,  termite-,  and  rodent-proof. 

•  Durable  —  will  last  a  lifetime. 

PRICED  LOWER 
THAN  OTHER 
RUST-PROOF 
MATERIALSl 


«  , . .  •  WRITE 

•  WIRE 

'  ^  P . •  PHONE 

BUILDING  PRODUCTS  CORR 

72-82  Lockwood  St.,  Newark  5,  N.  J. 

Newark  Phone:  MArket  3-6470  •  New  York  Phone:  BArclay  7-6770 


W  . . . 

A  Sensational  New  High  Profit  Deal^ 
^  On  Famous  FOUR  SEASON  1 


•  “Aristocrat”  50-Pound  Aluminum  Combination  Doors 

•  Triple  Channel,  Self-Storing  Combination  Storm  Windows 

•  Engineered  Two-Track  Windows 

•  Sliding  Casement  Windows 

Sold  K.D.  or  Assembled  —  Exclusive  Territories  Open 
Write  lor  Details 

^FOUR  SEASON  MANUFACTURING  CO.t 

k,  202-09  Hollis  Avenue,  Hollis  12,  N.  Y.  •  HOIIis  8-4206-7  ^ 
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Be  profit-wise — sell  Keystone  Insect 
Wire  Screening  and  build  lasting  satisfac* 
tion  and  goodwill  among  your  custom¬ 
ers!  You’ll  find  it’s  easy  to  sell  Keystone 
Wire  Screening  in  today’s  big  market 
for  new  and  replacement  work.  Keystone 
quality  is  carefully  controlled  by  modern 
manufacturing  methods.  This  results  in 
outstanding  strength,  durability  and  eye- 
appeal  ...  to  boost  your  sales!  Waminumt 
Bronze  and  Galvanized  Insect  Wire 
Screening  available  in  all  standard  widths 
and  meets  U.  S.  Department  of  Com¬ 
merce  Commercial  Standard  138-49. 


KEYSTONE  WIRE  CLOTH  CO. 

Hanover,  Pa.  Fostoria,  Ohio 


Easier  Financing 

{Continued  from  Page  119) 

The  non-veteran  will  find  more 
lending  institutions  competing  for 
his  business,  and  in  some  cases  he 
will  obtain  a  loan  with  a  slightly 
lower  interest  rate  than  in  1953. 

Mr.  Strunk  emphasized  that  the 
more  favorable  mortgage  market 
for  home-buying  families  stems 
from  a  decision  by  the  National 
Administration  to  ease  up  on 
credit,  at  least  for  a  while. 

“In  turn,  this  decision  seems  to 
have  been  made  because  the  Ad¬ 
ministration  apparently  feels  that 
the  danger  of  deflation,  not  infla¬ 
tion,  is  more  serious  at  the  present 
time,”  he  said. 

“It  illustrates  once  again  the  in¬ 
fluence  of  official  Government  atti¬ 
tude  in  determining  the  conditions 
and  circumstances  under  which 
American  families  may  borrow 
money.” 

Mr.  Strunk  expressed  the  view, 
however,  that  the  easing  of  mort¬ 
gage  money  has  not  meant  aban¬ 
donment  of  the  Administration’s 
“sound  money”  program,  and  does 
not  foreshadow  an  early  return  to 
the  ultra -liberal,  high -percentage 
home  credit  of  post-World  War  II 
days. 


NMAA  Convention 

{Continued  from  Page  45) 

problems.  The  day  will  end  with 
a  cocktail  party  at  5 :00  p.m.  cour- 
i  tesy  of  Roll  Coater,  Inc.,  Pendle¬ 
ton,  Ind. 

Tuesday’s  Program 

Tuesday’s  program  (January 
19th)  will  open  with  a  Shop  Pro¬ 
duction  and  Installation  Panel  at 
10:00  a.m.  at  which  all  the  latest 
production,  assembly  and  installa¬ 
tion  techniques  for  better  profits 
in  handling  metal  awnings  will  be 
;  discussed.  Moderator  and  chair¬ 
man  of  the  panel  will  be  T.  J.  Bot¬ 
tom,  1st  Vice  President  of  NMAA 
and  President  of  Aluma  Kraft 


IMPORTED 

JALOUSIE 

GLASS 

• 

Qnantity  Priced 
foi 

Quantity  Useis 

Address 

BOX  432 

BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer 

425  Fourth  Avenue 
New  York  16,  New  York 


ALUMINUM 

LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Mokes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 


See  for  yourself  what  an  amazing 
product  TRACK-EZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.90  today  tor 
Introductory  tuba  of 
TRACK-EZE. 

SILVER'S 

Standard  Equipment  Co. 
National  Distributors 

*  1 308  Western  Ave. 

South  Bend  19,  Ind. 
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Mfg.  Co.,  St.  Louis,  Mo.  Speakers 
include : 

H.  D.  Kraft,  Technical  Service 
Manager,  Star  Expansion  Bolt  Co., 
New  York,  N.  Y.,  who  will  discuss 
masonry  installations  and  Carl 
Hazelwood,  expert  designer  and 
producer  of  specialized  awning 
production  equipment. 

At  2:00  p.m.  there  will  be  an 
association  business  meeting  for 
members  only  with  J.  E.  Orchard, 
President  of  NMAA,  presiding. 
Arrow  Metal  Products  Co.,  Has¬ 
kell,  N.  J.,  will  give  a  cocktail  party 
at  5 :00  p.m.  and  the  day  will  wind 
up  with  a  banquet,  entertainment, 
and  dance  courtesy  of  NMAA.  New 
officers  of  the  association  will  be 
installed  at  the  banquet. 

The  program  on  Wednesday, 
January  20th,  will  begin  with  a 
very  important  Ordinance  Clinic 
at  10:00  a.m.  Edward  J.  Meaney, 
Keel-Vent  of  N.  J.,  will  moderate 
the  formu.  The  clinic  will  discuss 
ways  and  means  of  establishing 
favorable  ordinance  rulings  and  of 
sponsoring  more  reasonable,  mod¬ 
ern  building  codes  for  metal  awn¬ 
ings.  James  Brennan,  Regional 
Vice  President  of  NMAA,  who  will 
be  chairman,  has  collected  and 
surveyed  building  code  ordinances 
and  these  will  be  analysed  by  an 
expert  on  municipal  law  retained 
by  the  NMAA  who  will  be  a  mem¬ 
ber  of  the  panel  along  with  a  rep¬ 
resentative  of  the  National  Board 
of  Fire  Underwriters. 

The  Ordinance  Clinic  will  be 
followed  by  a  cocktail  party  at 
12 :30  p.m.  sponsored  by  Roll  Coat- 
er,  Inc.,  of  Pendleton,  Ind. 

At  1 :30  p.m.  there  will  be  a 
luncheon  courtesy  of  Building 
Specialties  Magazine.  Sylvan  Hoff¬ 
man,  publisher  of  Building  Speci¬ 
alties,  will  act  as  host  and  speak 
about  the  future  of  the  metal  awn¬ 
ing  industry. 

Ladies  are  invited  to  all  the 
luncheons,  cocktail  parties,  and 
banquet.  In  addition  the  ladies  are 
invited  to  a  special  all  day  tour 
to  Marineland  where  they  can  see 
flying  dolphins  fed  at  the  worlds 
only  oceanarium  and  to  St.  Augus¬ 
tine,  the  country’s  oldest  city. 
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MAKERS  OF 

3  TRACK 

FLEETWOOD 

STORM  WINDOWS 

Also  Imperial  and  Starm  Wiiard 


WE  HAVE  THE 
ANSWER - 
IT’S  YOURS  FOR 
THE  ASKING 

Call  or  WrHa  Now 
FOR  COMPLETE 
INPORMATION 


1 


sTORHi  ujizRRD 


v.. 


j  There  will' be  a  luncheon  on  Mon- 
!  day,  January  18th,  in  the  Dolphin 
i  Room  at  Marineland,  Fla.,  especi¬ 
ally  for  the  ladies,  courte.^y  of 
NMAA. 

*  *  * 

No  Depression  Here 

The  defection  in  the  ranks  of 
business  men  who  predict  a  reces¬ 


sion  in  the  near  future  is  becoming 
broader.  Recently  Wesley  J.  Peo¬ 
ples,  president  of  the  United 
States  Air  Conditioning  Corpora¬ 
tion,  said  that  the  air  conditioning 
industry  appears  headed  for  ex¬ 
pansion  for  the  next  few  years  at 
least,  regardless  of  any  general 
(Continued  on  Page  125) 
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i/iinntiiiiu 


FOR  BETTER  SHAPES 


EXTRUSIONS 


KESSLER  PRODUCTS  CO 


4521  LAKE  PARK  RD  .  YOUNGSTOWN.  OHIO 
PHONE  STcrhnq  B  9657 


Fiberglass  Awning  Kits  Make 
Installation  An  Easy  Job 


signs  of  fiberglass  awning  and 
canopies,  promises  to  give  tre¬ 
mendous  impetus  to  sales  through 
home  specialties  dealers. 

Corrugated  fiberglass  plastic 
sheet  for  awnings  and  canopies  is 
one  of  the  newest  materials  to  be 


From  Data  Submitted  By 
Snop-Awne,  Inc. 


UTILIZATION  of  kits  for  quick 
fabrication,  as  well  as  simpli¬ 
fied  installation  methods  of  a  com¬ 
plete  assortment  of  sizes  and  de¬ 


HHR  ' 

'  '^4  * 

1  1 

/I 

V 

introduced,  and  its  great  success 
in  the  home  specialties  field  can  be 
attributed  to  its  colorful  functional 
purposes.  It  shuts  out  glare  and 
heat  but  lets  soft  light  filter 
through  —  impregnated  colors  do 
not  chip,  peel  or  fade.  Sales  build¬ 
ing  features  are  the  fact  that  these 
fiberglass  awnings  and  canopies 
are  extremely  light  but  strong  and 
there  is  nothing  to  deteriorate,  sag 
or  rust.  j 

Fast  Installation 

Now,  kits  are  available  that  pro-  j 
vide  variety  in  size  and  design  that  | 
make  it  possible  to  fabricate  and  j 
install  awnings  in  about  20  minutes  ! 
—  even  by  an  unskilled  workman,  j 

Simple  fabrication,  as  well  as 
easy  installation,  is  made  possible 
through  the  recent  patent  applied 
for  development  of  a  lightweight 
aluminum  frame  that  matches  the 
durability  of  the  fiberglass  sheet, 
and  provides  a  rigid,  easy-to-as- 
semble  support.  The  aluminum 
frame  snaps  together  without  fast¬ 
enings  to  form  a  rigid  support  for 
any  size  window  or  canopy.  Dealers 
can  now  secure  the  framework  as 
a  kit  separately  and  cut  their  own 
fiberglass  sheet,  or  a  complete  kit, 
including  the  frame  and  pre-cut 
fiberglass  is  also  available. 

Flexibility 

Flexibility  of  the  kit  material 
accounts  for  their  growing  popu¬ 
larity  among  home  specialties  deal¬ 
ers.  In  addition  to  fitting  any  size 
window,  framework  supports  are 
available  for  the  fabrication  of 
awnings  for  casement  windows,  as 
well  as  oddly  shaped  windows  that 
w'ere  previously  difficult  to  protect 
with  fiberglass. 

These  kits  are  a  boom  to  the 
home  improvement  dealer  without 
extensive  fabricating  facilities, 
since  with  them  he  can  provide 
fast  an  effective  service.  With  the 
sheets  pre-cut  and  the  frame-work 
attached  to  the  panels,  on  the  spot 
fabrication  is  practical. 

{Continued  on  Page  124) 


IT'S  A  DEALER'S 


YOU  TAKE  ALL 
THE  PROFITS  — 
MANUFACTURER’S, 


dealership.  Write,  wire  or  phone  now! 


Exclusive  territories  available  for  aluminum  self¬ 
storing  combination  storm  windows  and  screens  which 
can  be  fabricated  in  your  shop  with  small  investment. 


For  immediofe  delivery.  Write  for  more  informolion. 
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26  diff*r«nt  ttyl*  windows  for 
ovory  room  ...  for  ovory  homo 


STORM-SCREEN  DOORS 

KOTA  PRODUCTS,  INC 


STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


210-03  48th  AVE., 
BAYSlOE 
Long  Island 


lusive  F^”**®* 
BA%ide4^ 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


THERM-O-GLAZE 
TRADE-MARK  IN 
STAINLESS  STEEL 


Fiberglass  Awning 

{Continued  from  Page  123) 

Material  for  a  complete  installa¬ 
tion  (Fig.  1)  is  provided  in  a  com¬ 
pact  package  that  includes  the  pre¬ 
cut  fiberglass  sheet,  the  aluminum 
framework  in  knock-down  form 
but  ready  to  snap  together,  and  all 
of  the  required  fastenings.  Sections 
of  the  framework  are  fastened  to 
the  sheet  with  screws  (Fig.  2)  and 
the  awning  or  canopy  is  ready  to 
assemble.  (Fig.  3).  When  the 
framework  is  snapped  together, 
(Fig.  4),  the  awning  is  ready  for 
installation.  Installation  includes 
simply  fastening  of  the  rigid  top 
bar  to  the  window  frame  with  a 
hanger  (Fig.  5),  and  securing  of 
the  sides  of  the  awning  with  two 
screws  (Fig.  6). 

Direct  Sales 

For  dealers  who  handle  fiber¬ 
glass  sheet,  the  pre-cut  material 
can  be  combined  with  now  avail¬ 
able  snap-together  frames,  to  pro¬ 
vide  a  fast  moving  item  for  dealers 
who  wish  to  sell  direct  to  the  home 
owner  without  fabrication  and  in¬ 
stallation.  Because  of  the  simplicity 
of  assembly  and  the  many  other 
features,  home  specialties  dealers 
can  now  compete  very  favorably 
with  other  types  of  awning  ma¬ 
terial  presently  on  the  market. 

Hardware 

Special  templates  for  cutting  the 
fiberglass,  as  well  as  the  necessary 
hardware,  cutting  tools,  etc.,  are 
furnished  by  the  framework  manu¬ 
facturer.  In  this  way,  dealers  who 
stock  their  own  fiberglass  material 
can  furnish  a  complete  package  to 
home  owners. 

Untapped  Market 

Possibilities  for  all  types  of  awn¬ 
ing  and  canopies  are  limitless  for 
the  home  specialties  dealer,  for 
now  with  the  development  of 
simple  fabricating  and  installing 
methods,  it  is  possible  to  give  fast, 
effective  and  profitable  service  in 
a  yet  untapped  market. 


124 


DECEMBER  1953  BUILDING  SPECIALTIES 


No  Depression  Here 

(Continued  from  Page  121) 

business  setback.  He  spoke  at  an 
informal  meeting  of  leading  finan¬ 
cial  analysts  in  the  Bankers  Club. 
Mr.  Peoples  declared:  “The  tre¬ 
mendous  demand  for  air  condi¬ 
tioning  of  all  kinds  will  require 
years  of  the  industry’s  peak  pro¬ 
duction,  and,  indeed,  considerable 
expansion  of  its  facilities.’’  Mr. 
Peoples  is  not  alone  among  air 
conditioning  manufacturers  as  re¬ 
gards  confidence.  The  industry 
goes  right  along  riding  its  boom 
and  pays  no  attention  to  gloomy 
economists. 


B.  S.  Reporter 

(Continued  from  Page  105) 

Hall  explained,  as  a  result  of  what 
appears  to  be  a  repeated  need  of 
the  building  specialties  trade  for 
manufacturing  and  technical  as¬ 
sistance.  The  plan  is  designed  to 
offer  a  co-ordinated  service  from 
the  consultation  and  development 
stage,  to  actual  plant  setup  and 
equipment  installation  including 
design  and  manufacture  of  dies. 
But  it  doesn’t  stop  there.  It  is 
geared  to  manufacture  to  specifica¬ 
tions  every  storm  and  jalousie  com¬ 
ponent  from  door  corner  key  to 
cam  locks  and  plates  at  a  unit  cost 
lower  than  the  building  specialty 
manufacturer  can  duplicate  in  his 
own  plant. 

One  instance  cited  was  a  par¬ 
ticular  type  of  knurled  and  slotted 
screw  used  in  storm  door  assembly 
where  the  price  was  cut  from 
$50.00  per  thousand  to  just  under 
$15.00  per  thousand. 

The  one-source  plan  was  tried 
locally  and  proved  a  complete  suc¬ 
cess.  Several  fabricators  and  re¬ 
gional  manufacturers  have  taken 
advantage  of  the  combined  techni¬ 
cal  and  manufacturing  facilities 
made  available  to  them.  Now  the 
Joseph  Hall  Company  is  prepared 
to  offer  this  plan  on  a  national 
basis,  and  invites  inquiries  and 
requests  for  quotations. 

(Continued  on  Page  126) 
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BALL  BEARING 


// 


'Streamliner** 


FRiaiON FREE  •TRIPLE CHANNEL 


COMBINATION  WINDOW 

Stainless  Steel  Ball  Bearings 
TCX)%  Perfected  —  Job  Tested 
Guaranteed  Not  to  Stick 
No  Tracks  or  Channels  to  Come  Out 
Inserts  Can  Be  Raised  or  Lowered  to  Any 
Position 

No  Handles,  Springs,  Clips,  Gadgets,  or 
Buttons 

Split  Screen  Optional  for  Top  and  Bottom 
Ventilation  at  Same  Time 
Perfect  Interlock  Fit 
1(X)%  extrusion 

AAade  of  63-ST-5  Heat-hardened 

Aluminum 

100%  Service  Free 

Removable  Spline  Reglazing  Method  . . . 
Interlocked  Glass  and  Screen  Drain  Sys¬ 
tem 

And  Many  More  Advarttages 


*  Patents  Peading 


We  have  been  on  engineering  firm  in  the  window 
business  for  twenty  years. 

There  is  absolutely  no  window  like  it  on  the 
market. 

Dealers  and  Distributors  wanted. 


Write  tor  eomplete  detailn 


-HASCO 


MF6.  CO.,  INC 


100  E.  HAWTHORNE  AVE.,  VALLEY  STREAM,  L.  I.,  N.  Y. 
PhoM:  VALLEY  STREAM  5-3647 


WHATCO 


TRIPLE  ACnaiV  WnVDOW 

DEALERS  —  DISTRIBUTORS  CHECK  THESE  FEATURES 

*  Interlocking  Meeting  Roil 

*  Positive  Locking  Device 

*  Frame  Corners  Completely  Aluminum  Weldeo 

*  No  Godgets,  Trouble  Free  Window 

INEXPENSIVE!  PROFITABLE! 

1  Week  Delivery  Anywhere  In  New  England  Area 
K.D.  or  ASSEMBLED 
Write  —  Wire  Phone 
WHAT  CHEER  ALUMINUM  WINDOW  CO. 

155  Thurbers  Ave  HOpkins  1-8911  Providence,  R.  I. 
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PROFILE 
HERE?  ^ 


matter  how  good  your  storm  window, 
your  customer  won’t  be  satisfied  unless  it 
seals  permanently  against  dust,  drafts, 
and  moisture.  Detroit  Macoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  makes  a  BETTER 
SEAL.  Macoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modern 
facilities  available,  Macoid  can  design, 
compound,  and  extrude  your  profile  in 
any  length — in  any  degree  of  hordness, 
flexibility,  or  color.  Macoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  EXTU  COST-FUNOI  PROnCTION 

Because  we  compound  the  materials  in 
our  own  plant,  we  wiK  incorporatm  a  fungt- 
ckfe  at  no  extra  cost. 


!  M.  V.  Petri  and  F.  Pilgrim 
Appointed  By  Nationwide 

Nationwide  Aluminum  Products 
Co.  of  385  S.  Main  St.,  Freeport, 
L.  I.,  N.  Y.,  announces  the  appoint¬ 
ment  of  Mario  V.  Petri  as  vice 
president  in  charge  of  sales.  Mr. 
Petri  has  been  in  the  prime  win¬ 
dow  and  louver  window  business 
since  1922  and  has  been  associated 
with  some  of  the  largest  companies 
in  the  field. 


i  Nationwide  has  also  appointed 
i  Frank  T.  Pilgrim  as  general  man- 
j  ager.  Mr.  Pilgrim  was  formerly  an 
I  official  of  the  National  Production 
I  Authority  in  Washington,  D.  C. 
Nationwide  manufactures  alumi¬ 
num  jalousie  windows  and  doors, 
as  well  as  all  wood  jalousie  doors. 

*  *  * 

I  Seasontite  Expands  Low 
I  Cost  Storm  Panel  Operation 

The  Seasontite  Company  an¬ 
nounces  a  concentrated  effort  on 
its  part  to  promote  two  separate 
phases  of  its  current  operation. 
The  company  is  presently  engaged 
I  in  the  design  and  manufacture  of 
I  extremely  low-cost  aluminum 
j  storm  panels  and  screens  as  separ- 
i  ate  units  presently  competing  with 
'  the  low  cost  wooden  unit. 

A  second  phase  of  the  company’s 
program  is  the  contract  engineer- 
j  ing  of  metal  combination  windows 
I  for  active  distributors  seeking  ex¬ 
clusive  design  and  private  label. 

!  As  a  result  of  this  low  margin 
i  high  volume  operation,  the  com- 
1  pany  is  moving  to  new  and  larger 
I  quarters  necessary  for  this  ex- 
!  panded  operation. 

I  For  additional  information  write 
Seasontite  Co.,  Dept.  BS,  2855  N. 
i  Halsted  St.,  Chicago  14,  Illinois. 


J 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 
SCREEN  &  STORM 
WINDOWS 

Write  for  literature  and  details 
on  distributorship  franchise  for 
^^JASCO  WINDOWS  and  DOORS 


TRIPLE  ACTION 

'  wondYr  ~ 

GLEAM 


Aluminum  Polish  and  Cloaner 
with  the  mirocle  formulo  SI-301  and 
Homogenized  SILKOL 

IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 
UNCONDITIONALLY  GUARANTEED! 

NOW  nationally  advertised  in  newspapers,  mazatines 
and  on  radio  and  TV.  Hold  In  the  nation's  leading 
chain  and  department  stores  and  hacked  by  hard*selling. 
colorful  founter  cards  and  hrocdiiires. 

IMstJlhut<»rs:  Write  now  for  choice  territories  atlll 
available. 

Special:  5.1  oz.  avoir,  jar  of  Wonder  Tfleam  Is  avail¬ 
able  to  manufacturers  packaged  under  their  own  names 
and  labels  at  the  low  price  of  25c  per  Jar.  Minimum 
order  5009  jars.  KxcelleiH  for  Xmas  give-aways  and 
New  Year  promotions. 

8  oz.  jar  retails  for  SI. 25  in  the  Eastern  Area.  Prices 
slightly  higher  in  other  parts  of  the  country.  24  jars 
to  a  case.  Your  cost  10^  ofT  retail  price  In  case  lets. 
18  oz.  jar  amilahle  for  commercial  use;  12  jars  to  a 
case.  Cash  with  order. 

Write,  Wire  or  Phone  your  orders  today 

WILLIAM  HOWARD  MFC.  CO. 

■'Manufsrlurer,  of  Cleaning  Compounds  for  Industry" 

1472  Broadway  New  York  36,  N.  Y. 

Phone:  BRvant  9-1B84 
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S.  Asheniarb  Appointed 
By  American  Mirror  Works 

The  appointment  of  Mr.  Sidney 
Ashenfarb  as  Eastern  District 
Sales  Manager  has  been  announced 
by  the  American  Mirror  Works, 
88  Lincoln  Avenue,  New  York  54, 
New  York,  one  of  the  country’s 
leading  fabricators  of  jalousy 
louvre  glass. 


#  Ail  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
ore  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre* 
cisely  cut  for  KD  assembly. 

#  No  special  tools  needed. 


Sidney  Ashenfarb 


Mr.  Ashenfarb  has  had  fifteen 
years  experience  in  the  production 
and  the  selling  of  glass  products. 
This  experience  will  be  of  im¬ 
measurable  benefit  in  assisting 
louvre  glass  users  solve  their  mani¬ 
fold  problems.  With  his  practical 
knowledge  of  inventory  control  and 
technical  background,  Mr.  Ashen¬ 
farb  will  be  in  a  position  to  service 
and  advise  his  accounts  as  to  the 
current  methods  of  efficient  busi¬ 
ness  operation. 


else  to  buy  'except  screen  a'nd 
glazing  materials. 

Scoff  WlHdow$  on  dUploy  In  tho  John  Wanemakor  Philo.  Storo 

Thousands  Sold  •  Thousands  of  Referen 
Experienced  •  High  Rated  •  Responsible  Back 


for  TODAY'S  profits  as  well 
os  o  solM,  long  form  connection 

WRITE  •  WIRE  •  PHONE 

oboiff  €f  VALUABLE 
PROTECTED  FRANCHISE 


NAHB  Convention  In 
Chicago  Jon.  17-21 

The  National  Association  of 
Home  Builders  will  observe  its 
10th  Anniversary  Convention  and 
Exposition  with  the  most  elaborate 
convention  agenda  and  the  largest 
building  products  show  in  its  his¬ 
tory,  the  association’s  convention 
committee  has  announced.  A  record 
attendance  of  20,000  builders, 
architects,  suppliers  and  others 
from  the  industry  are  expected  to 
attend  the  big  annual  meeting  in 
Chicago’s  Conrad  Hilton  and  Sher¬ 
man  Hotels,  January  17-21. 

Top  convention  attraction  for 
many  builders  will  be  the  many 
“how  -  to  -  do  -  it  -  better’’  features, 
{Continued  on  Page  128) 


NOTE  OUR  NEW  ADDRESS! 

SCOTT  WINDOWS 

N.W.  COR.  EMERALD  &  BOSTON  STS. 
PHILADELPHIA  25,  PA. 

Phona:  GArfield  6-6050 


FOR  YOU  in  the  Apartment,  Hotel  and  Hospital  Field  with 
nclJOK  Foldino  Aluminum  Awnings 


Mow  is  the  time  to  sell  the  apartment,  hotel  and  hospital  trade  in  WA 
preparation  for  next  year’s  awning  season  Tremendotis  opportunities 
for  volume  profits  exist  for  progressive  distributors  handling  Nelson 
awnings,  featuring  . . . 

_  it  Low  cott _ as  little  as  $1 8.45  per  window  it  Adaptable  to  case- 

d/rSfm  rrient  or  double-hung  windows  it  Finger-tip  control  of  light  and 
nnn  visibility  W  Easily  installed  it  Sturdily  constructed 


6t  Home  Improvement  Dealer 


w/t/.  ROYALUM 

CURVED  and  SQUARE 
ALUMINUM  DOORS 

You  put  your  best  foot  forward  when 
you  sell  a  product  with  good  feotures 
that  spell  S-A-L-E-S  APPEAL 

Dealers  are  enlhutiasHc 
about  Hie  results  produced 
by  the  Royalum  line  of 
Round  and  Square  doors. 
Investigate  the  profit*poten- 
tiol.  Be  sure  to  write  for 
descriptive  material  today. 
DEALER  INQUIRIES  INVITED 


Phone:  CLoverdale  2-2300 

Inquire  About  Our  Now  Price  List  on  Grilles 

■VERY 
HOME 

Is  A  Prospect  For  This 

PRESSURE 
APPLIED 
MASTIC 

ARBO-TEX 


10-YEAR 

FACTORY 

REPLACEMENT 

GUARANTEE 


AMERICA’S  FASTEST  SELLING 
EXTERIOR  MASTIC  FOR  EVERY 
H0ME...STUCC0,  BRICK,  WOOD  & 
ASBESTOS  SHINGLE  &  CLAPBOARD 

■■■■■■WRITE  OR  PHONE 


Exclusive 

Territories 

Available 


aRBOZITE  PROnCTlYE  COATINGS,  INC. 

24-13  Bridge  Plaia  North,  Long  Island  City  1,  N.  Y. 
Carbo-Ttx  Dhrision  STillwtII  6-0303 


i  B.  S.  Reporter 

{Continued  from  Page  127) 

consisting  of  informative  technical 
presentations  designed  to  acquaint 
builders  with  up  -  to  -  the  -  minute 
“tricks  of  the  trade”  and  the  latest 
developments  in  construction 
methods.  By  popular  demand,  this 
type  of  program  material  will  be 
stressed  throughout  the  five-day 
meeting  according  to  convention 
chairman  Henry  Fett,  Royal  Oak, 
Michigan,  builder. 

As  an  example,  he  cited  residen¬ 
tial  air  conditioning.  “Complete  in¬ 
formation  about  the  costs,  selling 
features  and  installation  and  use 
of  the  various  types  of  residential 
air  conditioning  equipment  will  be 
presented  during  the  show,”  he 
said.  “In  addition,  in  the  exposi¬ 
tion,  builders  can  inspect  the  cen¬ 
tral  and  room  type  units  made  by 
all  major  manufacturers  and  de¬ 
cide  which  makes  and  models  are 
best  for  their  particular  needs.” 

Uppermost  in  builders’  minds 
now  is  the  financing  situation,  a 
subject  slated  for  extensive  cover¬ 
age  during  the  show.  One  entire 
general  session  will  be  devoted  to 
mortgage  finance,  while  numerous 
supplemental  meetings  will  deal 
with  such  specifics  as  better  ways 
to  process  loan  applications  and 
financing  under  FHA  and  VA. 

"Do  It  Yaurseir 

{Continued  from  Page  40) 
doesn’t  know  the  difference  be¬ 
tween  63ST5  and  soft,  do-it-your¬ 
self,  aluminum.  Nor  does  he  know 
how  much  engineering  skill  and 
design  knowledge  are  needed  to 
turn  out  a  good  aluminum  storm 
window.  In  a  period  when  selling 
is  tough  the  average  salesman’s 
job  will  be  made  much  more  dif¬ 
ficult  because  he  will  have  to  edu¬ 
cate  his  prospect  on  the  difference 
between  a  good  manufactured  win¬ 
dow  and  an  inferior  home  made 
job.” 

We  believe  these  remarks  sum 
up  the  legitimate  objections  of  the 
industry  to  do-it-yourself  alumi¬ 
num  storm  window  advertising. 
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Sunmaster  Names  Cashman 
Midwest  Sales  Mgr. 

Mike  Cashman  has  been  ap¬ 
pointed  midwest  regional  sales 
manager,  it  was  announced  by 
Sunmaster  Aluminum  Awning 
Company  of  Haskell,  New  Jersey. 


TRADE  MARK 


Mike  Cashman 


Mr.  Cashman  was  formerly  a 
manufacturer  of  Venetian  blinds. 
Realizing  the  opportunity  to  be 
found  in  the  aluminum  awning  in¬ 
dustry,  he  sold  his  own  business 
to  represent  Sunmaster.  Prior  to 
entering  the  Venetian  blind  busi¬ 
ness,  Mr.  Cashman  was  an  ac¬ 
countant. 

He  will  establish  an  office  for 
the  company  in  Kansas  City. 

*  «  e 

I.  W.  Burnham  Co. 

Holds  Sales  Meeting 

On  October  20  I.  W.  Burnham  in 
conjunction  with  Panelyte  ran  a 
dealer  sales  meeting  at  the  Hotel 
Manger  in  Boston.  Herb  Selander, 
Panelyte  representative,  opened 
the  meeting  with  a  resounding 
sales  talk. 

All  of  the  dealers  that  were 
there,  and  there  was  quite  a  lot, 
were  very  enthusiastic  and  amazed 
at  the  easy  application  of  Panelyte. 
It  actually  opened  up  new  vistas  in 
the  field  of  the  Do  -  It  -  Yourself 
trade.  Norm  Benjamin,, who  rep¬ 
resented  I.  W.  Burnham  Company 
at  the  meeting,  claimed  he  has 
never  seen  more  enthusiasm  for 
an  item  than  this. 

It  was  a  well  co-ordinated  affair 


Miracle  In. 
Balt  imore  ! 


There  are  quite  a  few  manufacturers  of  storm  windows  in  this  country 
—  from  Maine  to  Florida,  from  New  York  to  California. 

And  dealers  everywhere  have  been  looking  to  them  for  the  3-track 
window  they  really  needed  to  satisfy  customer  demand. 

Then  H  happened  in  BaHimorel  From  WINSULITE,  one  of  America's  old* 
est  and  most  honored  names  in  window  insulation,  came  the  WINSULITE 
A-9,  a  3-track  window  SO  INGENIOUS  in  construction  and  SO  SMOOTH 
in  operation  that  it  won  dealer  enthusiasm  immediafelyl  it  was  BUILT  for 
service-free  salesi 

YOU  ought  to  see  the  WINSULITE  A-9  3-track  for  yourself.  It's  a  beauty, 
a  real  money-makerl  Call  or  write  for  details  of  a  WINSULITE  dealership. 


Special  Discount  —  Incentive  Plan  For  New  Dealers! 


Your  hands  are  all  you  need 


to  assemble  KD  units! 


I  Winsulite  Mfg.  ^o.  8S 

I  721  N.  Central  Ave. 

I  Bolto.  2,  Moryland 
1  Gentlemen: 

I  I'd  like  to  take  o  look  at  the  A-9  3-Trock. 

'  Send  me  details. 

I  Name  .T . 

I  Address  . 

I  City .  State . 

I _ 

Winsulite  Mfg.  Co.,  Bolto.  2,  Md.  •  Eastern  7-ASM 


between  Panelyte  and  I.  W.  Burn¬ 
ham  Co.  In  dealer’s  meetings  such 
as  this,  relationships  between  deal¬ 
er,  jobber,  and  manufacturer  will 
be  furthered.  I.  W.  Burnham  Com¬ 
pany  will  arrange  to  have  a  series 
of  these  meetings  throughout  the 
year,  since  this  was  such  a  boom¬ 
ing  success.  The  demonstrations 
by  even  some  mechanics  who  have 
never  even  handled  Panelyte,  was 
again  a  revelation  to  the  most  ex¬ 
perienced  mechanic  there. 


Pike  Appointed  Scdes  Mgr. 

By  United  Steel  Prod.  Co. 

United  Steel  Products  Corp.  of 
5311  Avalon  Blvd.,  Los  Angeles, 
California,  as  an  essential  part  of 
their  national  expansion  program 
for  Pre-Kote  aluminum  Coil,  an¬ 
nounce  the  appointment  of  Irving 
B.  Pike  as  Sales  Manager  for  the 
United  States. 

Mr.  Pike  comes  to  United  with 
a  thorough  background  in  PublicU 
(Continued  on  Page  130) 
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DISTRIBUTORS 

DEALERS 

Two  New  Profit  Makers 
It  Floats 

The  latest  aluminum  horizontally 
sliding  combination  unit  for  sliding 
aluminum  windows. 

The  Master  Frame  is  Spring  Load¬ 
ed  and  adjusts  automatically  to 
variations  in  the  prime  window 
wood  surrounds. 

TYPE  3921  . $10.00 

EXTRUDED  ALUMINUM  WICKET  TYPE 
STORM  WINDDWS 

The  most  practical  and  economical 
storm  window  for  Simplex  and  Pro¬ 
jected  Casement  Windows.  Made 
with  built-in  Vent  Door  for  access 
to  locking  handles. 

TYPE  2423  Mod . $11.50 

STEEL  WINDOW  PRODUaS  CO. 

550  NASSAU  ROAD 

Roosevelt,  L.  I.,  N.  Y. 
Freeport  9-3401 


You  too  will  make  an 

INSTANT  HIT 


when  you  sell 

INSTJUtT-riT 

I 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 

*  Quick  to  install. 

*  Complete,  airtight  insulation 
—  “Big  Inch”  air  space. 

*  Lifetime  construction. 

*  Easy  to  sell  —  with  quicker, 
bigger  profits  for  you. 

IMMEDIATE  DELIVERY 


B.  S.  Reporter 

(Continued  from  Page  129) 

ty  and  Sales  over  many  years,  and 
among  his  other  activities  will  per¬ 
sonally  contact  the  larger  alumi¬ 
num  awning  and  siding  manufac¬ 
turers  countrywide,  to  stress  the 
importance  of  Pre-Koted  alumi¬ 
num  coil  as  an  essential  to  the 
efficient  and  economical  operation 
of  a  modern  manufacturing  plant. 
*  *  * 

R.  F.  Turner  Appointed 
By  Asbestos  Prod.  Assn. 

R.  F.  Turner,  Sales  Manager, 
Building  Products  Division,  The 
Philip  Carey  Mfg.  Company,  Cin¬ 
cinnati,  Ohio,  has  been  reappointed 
Chairman  of  the  Corrugated  Com¬ 
mittee  of  the  Asbestos  -  Cement 
Products  Association  it  was  an¬ 
nounced  recently  by  Ernest  Mueh- 
leck,  president  of  that  organization 
and  Keasbey-Mattisen. 

Turner  has  been  active  in  the 
building  materials  industry  since 
1923  when  he  was  affiliated  with 
the  Fischer  Lime  and  Cement  Com¬ 
pany  of  Memphis,  Tennessee.  He 
joined  Carey  in  1934  and  has 
served  in  the  company’s  Chicago, 
Cleveland  and  Philadelphia  offices. 

*  4i  4: 

Alsco  Appoints  Hontman 
Sales  Training  Director 

The  appointment  of  Harry  Hant- 
man  as  sales  training  director  of 
national  Alsco  distributors  was  an¬ 
nounced  by  S.  L.  Wansky,  vice 
president  of  the  company. 
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UNIVERSAL  FABRICATORS 

’6  :065  BOONf  AVf  -NtW  TOPK  60  N  » 

Kl  2-0350 


PIT  Au  sTArnfAKomeTAi  cAsamam 


Harry  Hontman 


Hantman,  who  has  had  consider¬ 
able  experience  both  as  sales  pro¬ 
motion  and  credit  manager  for 


Jarene  “B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weother-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Cottt  to  little  •  •  Adds  so  mUCHI 


ARROW  PRODUCTS 


other  companies,  is  a  graduate  of 
St.  Lawrence  University  of  New 
York  and  attended  New  York  City 
College. 

In  his  new  capacity,  he  will 
ultimately  conduct  sales  meetings 
for  representatives  of  Alsco's  33 
affiliated  distributors.  He  will  sup¬ 
ply  market  and  product  informa¬ 
tion,  will  outline  use  of  various 
sales  promotion  devices  and  aids 
offered  by  the  company,  and  will 
keep  management  advised  of  ma¬ 
terial  and  market  facts  needed  by 
its  field  organization.  He  presently 
resides  with  his  wife  and  two  chil¬ 
dren  at  1984  West  Market  in 
Akron. 

*  *  * 

Alsco  Opens  Plant 
In  Richmond,  Va. 

Alsco,  Inc.,  is  opening  a  distribu¬ 
ting  and  fabricating  plant  in  Rich¬ 
mond,  according  to  word  received 
here  today  from  Ben  Sugar,  the 
company’s  vice  president  at  Akron, 
Ohio. 


Marshall  Taxay 


Simultaneously  with  his  report 
of  the  establishment  of  the  new 
manufacturing  facilities,  Ben 
Sugar  announced  that  Marshall 
Taxay,  former  Akronite,  is  its 
president.  In  an  interview,  Taxay 
said,  “Alsco  Virginia  will  make  the 
finest  type  storm  windows  at  the 
lowest  possible  cost,  utilizing  the 
most  advanced  manufacturing 
techniques  for  Virginia  homeown¬ 
ers.  Local  banking  officials  are 
optimistic  about  the  future  of  the 
new  company. 

{Continued  on  Page  132) 


Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


THE 


BIG  4 


•  ASBESTOS  SEAL 

Water  repellent  for  asbestos 
and  masonry 

•  SEAL-TEC 

Textured  coating  for  all 
sidewalls 

•  VER-A-SPRAY 

"Bake-Like"  exterior 
refinisher 

•  VER-A-SIL 

Siliconized  water  repellent 
for  masonry 


IN  MODERN  PROTECTIVE 
COATINGS  ARE  ALL 


VERFLEX 


PRODUCTS 


IF  YOU'VE  A  MIND  TO 
ENJOY  A  SOUND,  RELIABLE 
PRESTIGE-BUILDING  BUSINESS 
WRITE  FOR  THE  "WAT"  TO: 

VERFLEX  SALES  CORP. 

117  MOONACHIE  AVENUE  CARLSTADT,  N.  J. 

Hubbard  7-7878 
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How  You  Con  Moke  . 

/ 

AH  Those  Soles  • 

I 

with  SUNMAR'S 


ALL  EXTRUDED  1-LITE  FULL 
SCREEN  &  STORM  SASH 
ON  THE  ALUMINUM 
PRIMARY  SLIDE  WINDOW* 


*As  mode  by  the  World's 
largest  manufacturer  and  others. 

*  Big  Profits  *  Easy  Installation  V 

I 

Lowest  prices  in  the  industry. 

K.D.  &  Distribiitorships  available  to  VOLUME  DEALERS. 

Screw  Driver  Is  Only  Tool  Needed  on  K.D. 

I  WRITE  TODAY 

319  MAIN  STREET 
HEMPSTEAD,  L.  I. 
H  Empstead  1  -2682 


WRITE  .  .  .  WIRE  .  .  .  PHONE 

^ul^alo  tVindow  Company,  incorporated 

MAKE  1954  A  YEAR  OF  PROFITS 

Investigate  Now  the  All  New  B.W.C.  California  Redwood  Combination  Window 

Absolutely  a  trouble-free  unit. 

FEATURING: 

1.  Top  quality  California  Redwood  4.  Simplified  installation 

2.  Double  screwed  and  glued  mitre  5.  Low  price 

corner  construction  6.  High  profits 

3.  Eye  appeal  7.  Immediate  delivery 

WE  ALSO  MANUFACTURE: 

ALUMINUM  COMBINATION  DOORS 
JALOUSIE  DOORS  The  3  in  1  (a  prime  door,  a  screen  door,  a  storm  door) 
OUR  DOORS  HAVE  A  QUALITY  AND  VALUE  THAT  SHOWS 
Announcing: 

(alo  Window  Co.t  inc,  t  now  Distributor  in  New  York  State  of 


D  A  Clio 


TRIPLE  TRACK 

Aluminum  Combination  Windows  —  America’s  Most  Advanced  Triple  Track 

WHY  LOOK  FURTHER? 

For  a  Complete,  Profitable  Une  DISTRIBUTORS,  DEALERS.  WRITE.  WIRE  PHONE  TODAY 

dSi//a/o  Window  Company,  inc. 

BUFFALO  15,  N.  Y.  UN.  4717 


B.  S.  Reporter 

{Continued  from  Page  131) 

“We  believe  it  noteworthy  that 
the  windows  will  be  assembled  and 
custom  fitted  by  Richmond  towns¬ 
people,”  he  said.  “Factory-trained 
technicians  will  engineer  fabrica¬ 
tion  in  the  plant  facilities  and  will 
also  supervise  installation  on  the 
home.”  Taxay  now  resides  with 
his  wife  and  son  at  5238  Wythe 

in  Richmond. 

*  *  * 

Childers  Detroit  Distributor 
Visits  Houston  Plant 

Mr.  Sam  Fenton  of  Quality 
Awning  Company,  Detroit,  recent¬ 
ly  visited  the  Childers  plant  in 
Houston  to  acquaint  himself  with 
the  new  Childers  Ajax  Retractable 
Awning.  Quality  Awning  Com¬ 
pany  has  been  distributors  for 
Childers  All  -  Aluminum  Awnings 
in  the  Detroit  area  since  early  in 
1952,  and  will  also  distribute  the 
Childers  Ajax  Retractable  Awn¬ 
ing. 


Juergen  Koetfer,  new  Atsitfanf  Sales  Man¬ 
ager  for  Childers  Ajax  Retractable  Awnings, 
watches  with  confidence  as  Som  Fenton,  of 
Quality  Awning  Company,  Detroit,  tosts  the 
strength  of  Childers'  new  awning. 

After  studying  the  demonstrator 
installations  at  the  Childers  plant, 
Mr.  Fenton  said:  “This  new  prod¬ 
uct  more  than  fulfills  my  expecta¬ 
tions.  I  believe  that  the  Childers 
Ajax  Retractable  Awning  will  ex¬ 
pand  my  business  30%  or  more 
in  1954.  It  not  only  will  open  up 
an  entirely  new  market  for  alumi¬ 
num  awnings  in  the  commercial 
field,  but  also  will  create  completely 
new  uses  for  itself  where  other 
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types  of  awnings  would  not  be 
suitable.” 

As  to  general  business  prospects 
in  1954,  Mr.  Fenton  stated  that 
although  much  of  his  market  was 
dependent  on  the  prosperity  of  the 
auto  industry,  that  he  expected 
more  efficient  selling  would  expand 
the  awning  business  nationally. 
Regarding  signs  of  increased  com¬ 
petition  for  the  awning  dollar  Mr. 
Fenton  said :  “I  know  this  for  sure 
— the  firms  who  have  built  a  back¬ 
log  of  customer  satisfaction  and 
goodwill  with  honest  products  at 
honest  prices  need  have  no  fear  of 
competitive  conditions.” 

*  *  * 

Croft  Appoints 
Alvin  G.  Leighton 

Croft  Steel  Products,  Inc.,  an¬ 
nounces  the  appointment  of  Mr. 
Alvin  G.  Leighton  as  General  Sales 
Manager  for  Croft  Steel  Products 
and  subsidiary  companies. 

Mr.  Leighton  has  spent  many 
years  in  the  metal  window  indus¬ 
try  including  the  past  six  years  as 
{Continued  on  Page  134) 


^ig,  Prolit  On 
Screen  Replacement 
3ene6tra  Pre-War— Post-War 

GBONNET  WICKET 
SCREENS  SCREENS 


WE  STOCK  ALL  STANDARD  SIZES 


SCRBBNS  fOR  COMMERCIAL  WINDOWS 
16  TO  60  MESH 


SRECIAL  SCREENS  MADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  •  STEEL  •  ALUMINUM 


30  YEARS  of  KNOW  HOW 

MANUFACTURED  BY 

AIR-TEC  NHAL  PRODUGS  CO. 

640  E.  7  MILE  RD.,  DETROIT  3,  MICH. 


Storm  Wizard 


ALL  SEASON  •  ALL  PURPOSE  •  ALL  NEW 
ALL  EXTRUDED  SELF  STORING 


1.  2,  3. 

Fie 

Fingertip  Control  I 


TRIPLE  TRACK 


DEALERS:  STORM  WIZARD 

gives  you  the  L-O-N-6  DOLLAR 
with  a  quality  pockoge. 

AND  FREE  CO-OP  FIELD 
SERVICE— WRITE  TODAY  FOR 

1.  Exclusive  set-up  in  your  selected  territery. 

2.  We'll  help  you  set  up  your  dealer  orpnization. 

3.  We’ll  erganize  year  installation  department. 

4.  We'll  hold  sales  clinics  and  promotional  meetings. 

5.  Complete  Storm  Wizard  facilities  “at  your  service." 

6.  Eliminate  Service  Department  with  Storm  Wizard 
Triple  Track  —  unconditienally  guaranteed. 


1 

r  ' 

1 _ 

3^  i 

Release  2  buttons 

Lightly  Press  Tracks 

Inserfs  and  Screens 

inside  frame 

[ust  "Slip  Out" 

•  AO  SAUS  CO.eVOSSUSOUIHANNA  ST.nOH.S.WA. 
•’QUAMItR  OMIUSV  OP  QUAUTY  PRODUCTS" 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  magazine  addressed  correctly?  Examine  the  wrapper, 
and  noUfy  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  425  Fourth  Ave.,  New  York  16,  N.  Y'.,  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  address,  and  allow  about  five  weeks  for  the  change. 
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MORE  SALES! 

MORE  PROFITS  wiih 


^  ^  »  ■  iifr 

■RsrvS'^T’^sr'2 

AAigti,6iAnrt  m'  ■ran  i  iH 


-yi 


•"**3 

ad 


_ _l£ 

gr^gS^4i 


r^fTt* 


Bondstone 


Reg.  U.  S.  Pat.  Off. 


>  -;g  -<■  -  ■  T~ 

NEW  HOLLYWOOD  TYPE  STONE  •  NEW  SIMPLIFIED  METHODS 
NEW  PROMOTION  AND  ADVERTISING  AVAILABLE 
LEADS  FURNISHED  •  BE  A  BONDSTONE  DEALER  I 

CALL  OR  WRITE  EMCO  CEMENT  PRODUCTS^  INC. 

SHAMOKIN#  PA*  •  Tatephon*:  Shamokin  8-6884 


New  Low  Prices 

NOW  in  effect 

Use  Uie  Coupoo  to  Cot  Our  Free  Cetale; 


DEC-O-GRIILES, 


502  Park  Place,  Long  Beach,  N.  Y. 
Long  Beach  6-1644 

Inc.  Please  RUSH  Your  Free  Catalog 


NAME  .... 
COMPANY 
ADDRESS  . 


B.  S.  Reporter 

{Continued  from  Page  133) 

Regional  Manager  of  a  competi¬ 
tive  company  located  in  Dallas, 
!  Texas.  Mr.  Leighton  will  make  his 
;  home  office  in  the  new  subsidiary, 
the  Aluminum  Company  of  Mis¬ 
sissippi,  Me  Comb,  Mississippi. 

The  company’s  new  subsidiary 
will  be  ready  to  start  operations 
November  1st  and  is  a  prime  pro- 
i  ducer  of  aluminum  extrusions.  The 
new  plant  produces  industrial  ex- 
:  trusions  for  general  industry.  The 
j  parent  company,  Croft  Steel  Prod- 
i  ucts,  Inc.,  of  Jamestown,  New 
York,  has  been  located  in  this  city 
for  the  past  37  years  producing 
steel  windows.  In  1945  a  subsidi- 
:  ary  was  formed  for  the  manufac¬ 
ture  of  aluminum  prime  windows. 
♦  *  * 

Oregon  Light  Metal  Fabricator 
Announces  Patent  Receipt 

Receipt  of  an  original  United 
States  patent  was  announced  in 
early  April  for  the  Aluminum- 
Lock  Shingle  Corporation  of 
America  on  the  Portland-owned 
company’s  four-way  interlocking 
principle  on  roofing  manufactured 
from  aluminum,  by  the  owner  and 
inventor,  L.  J.  Korter.  The  patents, 
which  have  been  pending  for  four 
and  one-half  years,  were  granted 
by  the  government  patent  offices 
in  Washington,  D.  C.,  said  Korter. 

At  the  same  time,  detailed  plans 
for  the  plant’s  expansion,  for 
which  bids  were  called  in  Febru¬ 
ary,  were  announced.  Enlarged 
production  lines,  shipping,  storage 
and  warehousing  will  increase  the 
Oregon  home-office  at  S.  E.  Powell 
Boulevard  by  an  additional  7,000 
square  feet. 

Korter  stated  he  was  currently 
placing  orders  for  an  increase  of 
several  million  pounds  of  alumi¬ 
num  based  on  the  governmental 
lifting  of  restrictions  on  consumer 
use  of  the  light  metal,  effective 
June  30,  and  expects  to  be  in  full 
operation  by  mid- July,  with  300% 
estimated  increase  in  production 
of  finished  Aluminum-Lock  Shin- 
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gles.  During  the  interview  he  also 
stated  that  his  company  growth  is 
closely  allied  with  the  Northwest's 
production  of  more  than  half  of 
the  nation’s  Aluminum  pig  at 
Alcoa,  Reynolds  and  Kaiser  and 
that  even  prior  to  this  expansion 
the  Aluminum-Lock  Shingle  com¬ 
pany  has  been  the  largest  single 
industrial  user  in  the  Northwest. 
*  *  * 

Harrison  Dealers  Inciting 
Action  Through  Power  of  3-D 

Harrison  kitchen  cabinet  dealers 
throughout  the  country  are  par¬ 
ticipating  in  a  program  centered 
around  the  power  and  prestige  of 
“Three  Dimension”.  Harrison,  first 
in  its  field  to  use  this  newest  and 
most  popular  American  innovation 
to  distributor  to  dealer  and  finally 
the  ultimate  consumer. 

The  program  begins  with  a  two- 
page  spread  in  a  trade  magazine, 
this  advertisement  is  printed  in 
3-dimension,  the  publication  sup¬ 
pling  a  bi-color  viewer  with  each 
issue.  National  “shelter  type” 
magazine  will  carry  Harrison  ad- 
vertisments  offering  the  public 
panoramic  Third  Dimensional 
views  of  installations  and  features. 

Harrison  dealers  will  be  supplied 
with  complete  kits  including  win¬ 
dow  banners,  newspaper  mats, 
3-D  sheets,  bi-color  viewers  and 
complete  instructions  regarding 
the  manner  in  which  this  program 
should  be  merchandised. 

A  good  example  of  the  program 
is  the  window  banner.  The  banner 
lithographed  in  two  colors  loudly 
proclaiming  “FREE”  and  “3-D 
KITCHEN  PANORAMA”  await¬ 
ing  the  customer  on  the  inside. 

To  assure  Harrison  dealers  valu¬ 
able  leads,  rather  than  worthless 
curiosity  seekers,  juveniles,  etc., 
national  magazines  will  carry  a 
coupon  requesting  twenty-five  cents 
for  this  literature.  Due  to  the  time¬ 
liness  of  this  program  a  huge  num¬ 
ber  of  inquiries  is  expected,  which 
will  of  course,  immediately  be  dis¬ 
tributed  to  the  dealer  in  the  cor¬ 
responding  territories. 

Recognizing  dealer  needs  for 
promotions  of  this  type,  Harrison  I 
{Continued  on  Page  136)  i 


Designed  for  BIGGEST  YEAR  ’ROUND  PROFITS 


w/Fm. 


Aluminum  Combination 

WINDOWS 


1 

1 
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I  and  . 

DOORS  ^ 

Give  you  this 
SALES  FOURSOME 

1.  Comp*titiv«ly  pric«d  for  distributors  and  Si 
dealers 

2.  Fast  Delivery  You  Can  Count  On 

3.  Exclusive  Territories  for  Your  Protection 

4.  Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

extruded  63  STS  Atumi- 


•  100% 
num 

•  Reinforced  corners  for  lifelong 
strength 

•  Fingertip  window  control 

•  Interlocking  design  for  airtight 
seal 

Fool-proof  automatic  locking  de¬ 
vice  on  windows 


•  EXCLUSIVE:  Full  SVd"  wide  door 
frame  for  maximum  strength  and 
distinctive  appearance 

•  Aircraft-type  rivet  construction  on 
door 

•  Vinyl  plastic  bottom  door  seal 

•  Extra-heavy  door  kickplote 


DISTRIBUTORS,  DEALERS  A  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


Company 


Arnot  Place,  Lodi,  N.  J. 
GRegory  3-0937 


sNcmt^efUate 
3^oo4>  Q^ulUi 


rrotectiofl  and  beoMty  that  ii  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  ploce  in 
o  motter  of  minutes.  Only  one  size  to  stock. 
Fits  all  3S"  doors.  Simply  cut  off  ends  for 
narrower  sizes.  Available  olso  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HEmlock  4-2709 

DUNCAN-MORRIS  CO. 

4*  N.  Vollay  S». 
AKRON  3,  OHIO 
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CCNNEAUT*/ 


•  Custom 
Engineering 

•  Custom 
Compounding 

•  Custom 
Extruding 


Conneaut  specializes 
in  vinyl  extrusions 
for  the  storm  window  industry. 
Conneaut  is  fully  equipped  to  design, 
compound,  and  extrude  any  profile 
in  any  length.  This  triple  custom 
service  assures  you  of  the  exact  extra* 
sion  for  your  window  —  assures  you 
of  a  permanently  dust*tight,  rain¬ 
tight,  wind- tight  window. 


Write,  today,  for  details! 


442.C 


i:CNNtAIJl 

RUBBER  &  PLASTICS  COMPANY 

DepfV  B  f  Akron  9,  Ohio 

"experts  in''  extrusions"  , 


B.  S.  Reporter 

{Continued  from  Page  135) 

Steel  Cabinet  Company  is  offering 
a  special  sink  promotion  to  coin¬ 
cide  with  this  campaign.  The  latter 
will  feature  a  Deluxe  model  sink 
unit,  at  an  economy  price,  that  will  I 
increase  traffic  within  the  dealer  j 
showroom.  i 

f  I 

i  *  *  * 

I 

I  Kaufmonn  Corp.  Sales 
i  Meeting  In  Detroit 

j  Marshall  V.  Noecker,  president  | 
j  of  Kaufmann  Corporation  manu-  j 
I  facturers  of  aluminum  combina-  i 
tion  doors  and  windows,  was  host  j 
i  to  45  dealers  and  their  salesmen 
I  from  the  Detroit  area  at  a  very 
I  successful  dinner  and  sales  meet- 
j  ing  held  at  the  new  Kaufman  dis- 
!  play  room  on  Nov.  5th. 
i  The  value  of  Kaufmann  storm 
sash  on  casement  windows  was  dis¬ 
cussed  thoroughly  by  Mr.  Noecker. 
Dealers  were  advised  that  the 
Kaufmann  casement  storm  sash  is 
the  only  casement  storm  sash  to  be 
I  awarded  the  A  rating  from  Con- 
I  sumer’s  Research.  Problems  of 
i  condensation  and  ways  to  combat 
j  this  nusiance  in  the  home  were  also 
I  presented  to  the  interested  sales¬ 
men. 

I  An  excellent  color  movie  on  the 
story  of  Aluminum  from  the  mines 
to  consumer  end  products  was 
!  shown  by  the  Kaiser  Aluminum 
;  and  Chemical  Co.  The  next  day 
all  Kaufmann  personnel  factory 
and  office  were  given  time  off  to 
see  this  fascinating  movie,  reports 
I  from  those  seeing  the  movie  were 
j  to  the  effect  that  they  never  knew 
:  the  aluminum  they  worked  with 
every  day  went  through  so  many 
processes  and  plants  before  it 
reached  their  hands. 

4t  *  * 

Year  Round  Air 
Conditioner  Sales  Urged 

One  of  the  greatest  challenges 
to  the  rapidly  growing  air  condi-  | 
tioning  industry  is  that  of  spread-  ; 
ing  its  sales  on  an  orderlj'^  year 
round  basis,  according  to  G.  K.  ^ 
Iwashita,  general  manager  of  the  i 
commercial  products  department  | 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
IMMEDIATE  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIALISTS  IN 

GLAZING  STRIPS.  CHANNELS 
WEATHERSTRIPPING 
CROSS  SECTIONS 


INDUSTRIAL 

PLASTICS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 


ATTENTION: 

aluminum  awning 
manufacturers  and  dealers 


INITIALS  &  SPEARHEADS 

OF 

CAST  ALUMINUM 

Personalize  your  awning 
installation  for  greater  Sales 

NILES  ALUMINUM 
CASTING  CO. 

3202  HUBBARD  ROAD 
YOUNGSTOWN  6,  OHIO 
Riverside  6-1231 
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of  the  General  Electric  Company’s 
Air  Conditioning  Division. 

“It  just  doesn’t  make  sense  to 
crowd  the  greater  share  of  a  bil¬ 
lion  dollar  business  into  a  few 
relatively  hot  weather  months,’’ 
the  G-E  official  said  in  a  statement 
issued  here  recently  at  the  8th  All- 
Industry  Refrigeration  and  Air 
Conditioning  Exposition. 

This  is  particularly  true  of  com¬ 
mercial  packaged  equipment  which 
goes  into  stores,  restaurants,  offices 
and  factories,  he  said.  This  past 
summer,  he  said,  there  were  too 
many  stores  and  restaurants  that 
had  to  ride  out  the  summer  without 
air  conditioning  because  installing 
contractors  just  couldn’t  get  to 
them  in  time. 

Iwashita  said  the  answer  is  an 
aggressive  long-term  campaign  to 
educate  buyers  to  the  advantages 
of  buying  cooling  equipment  in  the 
cold  weather  months. 

The  advantages  to  the  industry 
in  spreading  the  season  and  elimin¬ 
ating  the  summer  peak  are  obvious,  i 
but  the  advantages  to  the  buyer  j 


K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 

NO  GIMMICKS  HERB 
Quality  and  Price  too 

Just  the  finest  opportunity  avail¬ 
able  to  manufacture  Aluminum 
Sterm  Windows  today.  You  work 
from  lineal  feet  and  save  $$  with 
no  larfe  inventories  required. 
$300  investment  puts  you  in 
business. 


We  offer  you:  Immediate  deliv¬ 
ery,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.D.-Oistribu- 
tor  and  Dealer  territories  avail¬ 
able  for  Me.,  Vt,  N.  H.,  R.  I., 
Conn,  and  western  Mass. 


OBe  from  Missouri.  Jump  on  the 
Bandwaion  and  see  for  yourself. 
Act  now  before  it's  toe  late,  for 
time  is  important 

Write  —  Wire  today 

F  &  F  SALES 

118  Magazine  Street 
Cambridge,  Mass. 
University  4-6451  ' 


are  equally  real,  in  Iwashita’s 
opinion. 

Lower  installation  costs,  more 
adequate  engineering  surveys,  and 
more  time  to  do  a  better  job  con¬ 
stitute  the  really  important  argu- 
!  ments  for  installing  equipment 
during  the  winter  months,  he  said. 
Most  buyers  are  naturally  reluct¬ 
ant  to  spend  money  for  something 
they  don’t  immediately  need,  bat 
j  even  this  objection  has  been  elimin- 
I  ated  by  the  liberalized  financing 
I  plans  now  available,  he  added. 


Ohio  Applicmces,  Inc. 
Appointed  By  Republic 

Factory  training  in  kitchen  plan¬ 
ning,  sales  and  service  has  been 
scheduled  for  a  specialized  staff 
assigned  to  Republic  Steel  Kitchens 
by  Ohio  Appliances,  Inc.,  of  Day- 
ton,  Columbus  and  Cincinnati. 

Appointment  of  Ohio  Appliances 
as  exclusive  Republic  Steel  Kitch¬ 
ens  distributor  in  southern  and 
southwestern  Ohio  and  adjoining 

{Continued  on  Page  138) 
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1736  Pacific  Strut,  Brooklyn  13.  N.  T.  ♦  PtoM;  PR»side»t  2-4t51-2-3 


WIU  SET  YOU  UP  IN  BUSINESS  AS 
A  MANUFACTURER  OF  ALUMINUM 
COMBINATION  STORM  WINDOWS 


Buy  Lineal  Lengths  As  You  Need  Them 
Set  Up  Your  Own  KD  or  Dealer  Plans 
Save  KD  Cutting  Charges  —  Make  $2  to  $4 
in  Extra  Profits 

Cut  Your  Own  Windows  in  5  to  10  Minutes 
Eliminate  Inventory  Headaches  —  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  —  All  Hardware  Included 
—  All  Extruded  Shapes  in  Stock 


IkSt 


uded  Shapes  in  Stock 

•  IMlXnHSIVt  •  ntOFITABU 

Write  Today  for  Details _ 

OtAURi  ^  Features 

c-'" 

‘""sSrf  Wm.  Mi"" 
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BULLETIN : :  NINE  STATES  IN  NINETY  DAYS : : 


1 


ALUMINUM 

RAILING 


^^MIRACLE 
GRIP’' 

PAT,  NO.  2,654,579 
OTHER  PATENTS  PENDING 

IS  SWEEPING 
THE  CONNTRV 

DEALERS  IN  CITY  AFTER  CITY, 

TOWN  AFTER  TOWN  ARE  RE-  _ 

SPONDING  TO  OUR  PROMOTION  DRIVE  —  WE  BELIEVE 
THAT  NINE  STATES  IN  NINETY  DAYS  IS  A  NEW 
RECORD  IN  ORGANIZATION  SET-UP  TIME. 


THE  REASONS 

NON  COMPETITIVE, 
SIMPLIFIED  K.D. 
CONSTRUCTION, 
SMALL  INVENTORY, 
EXCLUSIVE  FRAN¬ 
CHISES,  GREAT  SALES 
APPEAL,  HIGHER 
PROFITS 


PROTECTED  AREAS  STILL  OPEN 


WRITE,  WIRE  OR  CALL 

(KEMENS  JUSMUIES 

184  S.  BRIDGE  ST. 
STRUTHERS,  OHIO 

PHONE 

YOUNGSTOWN,  OHIO 

PLAZA  5-2033 


YOUR  PROFIT  MARGIN  AND  MARKET 

IS  W  -  I  -  D  -  E 

WHEN  YOU  SELL 

CURVALUM 

ALUMINUM  COMBINATION 

CIRCLE  HEAD  DOORS 

Millions  of  homes  throughout  the  country  have  curved  top, 
gothic  or  cathedral  type  door  entrances.  The  owners  of 
these  homes  want  and  need  aluminum  combination  Circle 
Head  Doors— BUT  DONT  KNOW  WHERE  TO  BUY 
THEM!  You  can  capture  a  generous  share  of  this  huge, 
neglected  market  with  CURVALUM  Circle  Head  Doors — 
and  turn  a  handsome  profit  for  yourself. 


NO  MEASUREMENT  RISK! 


»r  tuppHa 
(WITHOUT  CHARGE) 
your  first  mtoturomontt 
provo  inoccuroto. 


EASY  TO  MEASURE — Only  3  basic  mea¬ 
surements  needed. 

EASY  TO  INSTALL — Installers  prefer  ** 
them. 

LIFETIME  BUILT — Custom  made,  one  piece  construction  of  the  finest 
extruded  aluminum. 

NO  INVENTORY  REQUIRED — Prompt  shipment  within  10  days. 

CUSTOMER  SATISFACTION — Each  door  guaranteed. 

Doolor  Aids  ovoilablo  upon  request 

GET  ALL  THE  FACTS  ABOUT  THIS  PROFIT  MAKING  DOOR  TODAY! 


urvalum  Door 


MFG.  CO. 


1  5  Prospect  St.,  Hewlett,  L.  I.,  N.  Y. 


B.  S.  Reporter 

{Continued  from  Page  137) 
portions  of  Kentucky  and  Indiana 
was  announced  recently  by  C.  E. 
Howes,  general  manager  of  sales 
for  Republic  Steel  Corporation's 
Berger  Manufacturing  Division. 

Conducting  the  Ohio  Appliances 
training  program  will  be  C.  K. 
Reynolds,  manager  of  steel  kitchen 
sales;  Dale  Corey,  Ohio  district 
representative,  and  Russell  E. 
Crockett,  manager  of  dealer  de¬ 
velopment  for  Republic  Steel 
Kitchens.  Sessions  will  be  held  at 
Berger  Plant  No.  2  in  Canton. 

Among  those  attending  will  be 
Edward  L.  Foster  of  Cincinnati, 
executive  vice  president  and  gen¬ 
eral  manager  of  the  distributing 
company;  Jack  W.  Faul,  vice  presi¬ 
dent  and  Columbus  branch  man¬ 
ager,  and  Wayne  V.  Wright,  vice 
president  and  manager  of  the  Day- 
ton  branch. 

*  *  * 

Coleman  Announces  Unique 
Air  Conditioning  Program 

A  new  merchandising  pattern 
for  the  home  air  conditioning  in¬ 
dustry  has  been  introduced  by  the 
Coleman  Company,  of  Wichita, 
Kan.,  with  a  full-scale  fall  promo¬ 
tion  for  the  sale  of  its  Blend-Air 
conditioning  equipment. 

Calling  it  “a  trail  blazing  pro¬ 
gram,”  Carl  L.  Burrows,  sales  vice 
president,  said  that  the  three- 
month  campaign,  which  got  under 
way  October  1,  will  appeal  to  deal¬ 
ers  because  this  is  a  slack  season 
and  air  conditioning  installers  are 
likely  to  have  time  on  their  hands. 
A  substantial  saving  in  equipment 
cost  can  be  offered  to  the  home 
owner,  therefore,  to  keep  the  in¬ 
stallers  busy. 

Mr.  Burrows  stated  that  the 
campaign  is  being  tied  in  with 
Christmas  giving  for  the  whole 
family.  He  added  that  the  promo¬ 
tion  is  particularly  timely  in  that 
nearly  all  sections  of  the  country 
experienced  extremely  hot  weather 
in  September  and  the  benefits  to 
be  derived  from  home  air  condi¬ 
tioning  are  still  fresh  in  the  con¬ 
sumer’s  mind. 
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G.  P.  Wertz  Named 
Alsynite  Representative 

A  sales  representative  to  serve 
Ohio,  Michigan  and  parts  of  Ken¬ 
tucky  has  been  appointed  by  the 
Alsynite  Company  of  America,  it 
was  announced  recently.  George 
P.  Wertz  was  named  to  the  position 
by  W.  D.  O’Morrow,  sales  manager 
of  the  San  Diego  manufacturer  of 
translucent  fiberglas  building 
panels. 

Wertz,  formerly  with  Owens- 
Corning  Fiberglas  Corp.  and  a  star 
of  Ohio  State  University’s  victori¬ 
ous  1950  Rose  Bowl  team,  will  now 
function  as  district  manager  of  the 
expanding  Alsynite  sales  program 
in  Ohio  and  Michigan.  His  office 
is  in  the  Hartman  Theatre  Build¬ 
ing,  81  East  State,  Columbus,  Ohio. 

This  addition  to  Alsynite’s  sales 
staff  is  “another  step  in  our  new 
and  aggressive  sales  program  in 
this  part  of  the  United  States,’’ 
O’Morrow  said. 

*  *  * 


Arrow  Metal  Sponsors 
Cocktail  Party  At  NMAA 

The  Arrow  Metal  Products  Cor¬ 
poration  of  Haskell,  N.  J.,  will 
entertain  awning  manufacturers 
attending  the  National  Metal  Awn¬ 
ing  Association  Convention  in 
Jacksonville,  Florida,  at  a  cocktail 
party  to  be  held  at  the  Hotel 
George  Washington  at  5  P.M.  on 
Tuesday,  Jan.  19th. 

*  ♦  * 


K.  E.  Burford  Making  Tour 
Of  Southern  States 

Ken  E.  Burford  of  the  Kiener 
Company,  Los  Angeles,  California, 
Sales  Mgr.  of  Stainless  Steel 
Louvre  Leader  Jalousie  Hardware 
Division,  is  making  a  Southern 
States  tour  (from  Washington, 
D.  C.  south  through  Florida). 

Purpose  of  trip :  to  make  a 
louvre  window  business  survey  and 
to  investigate  possible  distributors. 
He  begins  his  trip  ovember  4th. 
A  follow  up  trip  will  be  made  in 
January  1954. 

(Continued  on  Page  140) 


with  this  new  revolutionary  aluminum  cleaner-polish 

»  made  specifically  for  aluminum 
»  sold  exclusively  by  aluminum  dealers 


Here  is  an  aluminum  cleaner- polish 
that  will  leave  a  bright,  long  last¬ 
ing  finish  on  old  or  new  alumi¬ 
num.  Many  letters  from  deal¬ 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing 
product  today  .  .  .  and 
see  your  “extra  -  sales’’ 
profits  soar  with  every 
sale! 

Retail  price  for  8  oz.  package 
$1.00. 40%  discount  to  deal¬ 
ers  on  case  lots  (24).  Sample 
75c;  also  available  in  gallons 
at  $2.75  net. 

PROTECTALUM,  I 

1 1 0  CENTER  STREET  NEW  MILFORD,  N.  J. 

Oradell  8-6196 


BIENENFELD  GLASS  WORKS,  INC. 


218  COIT  ST. 
IRVINGTON,  N.  J. 


1539  COVERT  ST. 
BROOKLYN  27,  N.  Y. 


1525  W.  35  ST. 
CHICAGO  9,  ILL. 


DISTRIBUTORS  OF 

Polished  Plate,  Window  &  Picture  Glass:  All  Thicknesses 
Polished,  Rough  &  Ribbed  Wire  Glass, 

Figured  &  Rolled  Glass 

Thermopane  Glass — Tuff  lex  Doors  &  Hardware 
Structural  Corrugated  &  Structuralite  Glass 
Heat  Absorbing  Polished  Plate  Glass  — 
Heat  Absorbing  7121"  Sheet  Glass 

Transparent  Mirrors  —  Shock  Mirrors 
Polished  Plate  ^^Dura-Brite"  Mirrors  Electrolytic 
Copper  Back  and  other  Flat  Glass  Items 

Corrulux  (L.O.F.  Product)  Fiberglass  Base,  Shatterproof 
Colored  Translucent  Corrugated  &  Flat  Panels,  Decorative 
and  Functional  for  Many  Purposes 
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proudly  presents  its 

New,  Low  1954 
Disiribulor's  Price 


iNMoa  aaisdn 

f9jkvm  9tff 

wo  om  *fmfl 

iAAUni  ASdOi 


vfs  *50®®ooOS» 

Tfiis  low  |>rice  of  $50.00  it  available  only  to 
Distributors.  In  our  book,  a  distributor  it  a 
compony  who  stocks  merchandise  to  tell  to 
dealers. 

The  minimum  order  to  distributors  is  only  12 
Beouti-Dors,  F.O.B.  Chicofo,  Illinois. 

NOTE;  This  price  it  tor  the  comp/efe  Beauti- 
Dor  Tub  Enclosure,  including  the  glossl  T/iit 
is  not  a  K.D.  Kit. 


BONUS! 

All  distributors 
who  purchase  24 
Beauti-Dors  will 
receive  I  display 
sample,  an  actual 
working  model 
scaled  to  size, 
PLUS  full  fnight 
oifowonce  I 


FEATURES  WHY  THE 
Beauti~Dor  Tub  Enclosure 
IS  YOUR  BEST  BUY! 

•  Extra  he«^,  heat  treated  rust  proofed, 
highly  polished  Aluminum. 

•  Aluminum  protected  against  weather  changes 
and  fiandling  mors  by  new  oil  treatment. 
Special  politning  powder  included  with  each 
unit. 

•  Exclusive  "Starlite  Aristocrat"  and  "Sea- 
foam"  glass  patterns,  17/32"  thick. 

•  Double  overhead,  ball-bearing  rollers  — 
cadmium  plated. 

•  Silent,  easy  operation. 

•  less  than  30  minutes  to  install. 

PLEASE  SEND  YOUR  ORDERS 
ON  YOUR  ORDER  FORM  TO 

—  ^e€T€e/€=Q)ct — 


122}'-B  W.  Devon  Ave.,  Chicago  40,  III. 
Tub  Enclosures  also  available  for  Private  Label 


B.  S.  Reporter 

{Continued  from  Page  139) 

;  Suximoster  Setting  Up 
MIr.-Distributors 

For  the  first  time  a  man  can  get 
I  into  the  aluminum  awning  business 
as  a  manufacturer  with  a  minimum 
;  investment,  it  was  announced  by 
William  P.  Mitchell,  assistant  gen¬ 
eral  sales  manager  of  the  Sun- 
master  Aluminum  Awning  Com¬ 
pany,  Haskell,  New  Jersey. 


This  statement  was  made  con¬ 
currently  with  the  announcement 
of  the  formation  of  the  Sunmaster 
Aluminum  Awning  Company 


which  will  prefabricate  aluminum 
awning  parts  for  manufacturer- 
distributors  throughout  the  United 
States.  The  Sunmaster  Company 
has  already  appointed  nine  manu¬ 
facturing  distributors  with  pro¬ 
tected  franchise  territories. 

In  setting  up  its  distributorships, 
Sunmaster  is  supplying  them  at  a 
very  nominal  charge  with  all  the 
tools  and  machines  necessary  to 
m.anufacture  aluminum  awnings 
on-the-spot.  This  unusual  plan 
allows  the  distributor  to  be  highly 
competitive  and  control  his  own 
deliveries. 

After  a  distributor  is  appointed, 
Sunmaster  sends  out  a  shop  expert 
who  sets  up  the  distributor’s  plant 
for  manufacturing.  The  packaged 
operation  has  been  streamlined  so 
that  the  whole  manufacturing  pro¬ 
cess  takes  but  nine  steps. 

Merchandising  tools  are  supplied 
to  the  distributor  to  assure  maxi¬ 
mum  efficiency  at  point  of  sale. 
These  tools  consist  of; 


we  SHIP  ANYWHeae  (also 

SENSATIONAL 
ALL  EXTRUDED 

TRIPLE 

TRACK 

ALUMINUM  COMB.  WINDOWS 

PICTURE  FRAME  — BLIND  STOP 
INSTALLATION  — Made  on  the  ’A" 


AVAILABLE  ON  K,D,  BASIS) 

SENSATIONAL 
MNCH- ALL  EXTRUDED 

ALUMINUM 

COMB.  STORM  SCREEN  DOOR 


$28oo| 


LOTS 
OF  100 


ALL 

SIZES 

TO  34x67 


Min.  300  Units  Per  Mo. 
Additional  Discounts 
For  Larger  Quantities 


ALSO  SOLD  IN  SMALLER  LOTS 
AT  SLIGHTLY  HIGHER  PRICES 

INCLUDES  ALL  STANDARD  HARD¬ 
WARE  —  DOOR  CHAIN  and  SWEEP 
Hollow  Center  Mullion  —  Made  on  Vz" 
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1.  A  dealer  display  unit. 

2.  A  sales  brochure. 

3.  Merchandising  material  on 
the  finish. 

4.  National  advertising  and 
publicity. 

5.  Newspaper  mats  and  dealer 
helps. 

According  to  Mr.  Mitchell,  gen¬ 
erally  speaking  aluminum  awnings 
have  not  been  designed  for  selling, 
but  rather  for  the  convenience  of 
the  manufacturer.  Sunmaster  awn¬ 
ings,  he  says,  have  been  designed 
specifically  for  sales  and  design 
appeal  to  the  consumer.  The  sales 
department  originated  the  design 
with  the  woman  in  mind.  Special 
attention  was  given  to  design  of 
pan  and  understructure. 

“The  average  home  owner  rarely 
sees  the  awning  from  the  outside,” 
Mr.  Mitchell  said.  “Therefore,  the 
understructure  of  Sunmaster  awn¬ 
ings  has  been  designed  to  look  well 
from  the  inside  as  well  as  the  out¬ 
side.  And  the  lines  blend  with  any 
type  of  architecture. 

“Despite  the  fact  that  this  is  the 
first  truly  modern  aluminum  awn¬ 
ing  in  design  and  construction,  the 
total  cost  of  materials  comes  to 
less  than  fifty  cents  per  square 
foot,  because  of  the  employment 
of  scientific  engineering  methods. 
Yet  it  is  as  strong  or  stronger  than 
any  aluminum  awning  on  the 
market,”  he  stated. 


New  Products 

{Continued  from  Page  104) 
strates  the  endurance  and 
durability  of  the  finish  to 
consumers. 

3.  Mat  of  seal  —  which  can 
be  carried  in  local  adver¬ 
tising  to  tie  in  with  na¬ 
tional  advertising  and  pub¬ 
licity. 

4.  A  color  selector — showing 
colors  available  on  small 
chips  of  actual  Porcenamel 
finish. 

5.  Folder  for  consumer — tell¬ 
ing  story  of  quality  insur¬ 
ance  because  tests  show 
finish  will  endure,  efficiency 

{Continued  on  Page  142) 


Ftynn  fastener 


This  shows  both  the  sii^le 
and  double  wing  installation. 

THIS  IS  A  PATENTED 
INSTALLATION  CLIP 


U.S.  Patent  No.  2,631,053 


1-500 


Single  Wing  AssemMItt  .12  63. 
Oowble  Wing  Atsambllof  .12  66. 


500-6V6r 
.10  66. 
.10  66. 


FAST  -  CONVENIENT 

•  Adjustable  for  Both  Screen  and 
Storm  Sash 

•  Will  Not  Rust 

•  For  Practically  All  Inside  instal* 
iations  of  Storm  Sash 

•  Makes  Changing  from  Storms  to 
Screens  a  Pleasure 


if  WRITE  OR  WIRE  TODAY  if 

C.  M.  FLYNN  MFG.  CO. 


5110— 30tli  Str66t 
Pli6n6:  TYl6r  8-9350 
DETROIT  10,  MICH. 


The  P.te»ted* 

Self-Adjusting  Expander  Section 


for  the  bottom  of  all  aluminum 
and  all  wood  combination 
doors. 

•  Nothing  mechanical  to  go  out  of 
order.  The  harder  it  blows  the 
tighter  it  fits. 

•  Type  A  is  adaptable  to  all  alumi¬ 
num  doors  of  ib"  dimension,  using 
an  intemal  or  telescoping  type  ex¬ 
pander. 

•  Type  6  is  adopteble  to  oil  other 
doom  of  aluminum,  regardless  of 
dimensions,  that  have  no  expander 
and  uM  a  rain  cap  on  the  bottom. 
It  it  also  applicable  to  all  wood 
combination  doors. 


Typ*B 


•  U.  S.  Pet  Ne.  2.II2.M4. 


Typ*  A 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sUl  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  Itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  lb"  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls.  ‘ 

Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  St.,  Richmond  Hill  19,  Queens,  N.  Y. 
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MOW!  PM! M ARY 
W!MOOW 
PROOOCTS 
PROM 


Aluminum  or  Bronze 

Pmi  CASIMIMT 
WINDOW  LATCH 


Aluminum 

nNGERPULl 

for  Combination 
Windows 


3025  EAST  55th  STREET 
CLEVELAND  27,  OHIO 


The  Largest  Supplier  of  Stamped 
Storm  Window  Hardware 


I  New  Products 

!  {Continued  from  Page  141) 

of  plant  operation,  and 
consumer  profit  sharing 
plan. 

Arrow  Metal  officials  state  that 
i  new  finishes  are  now  being  de¬ 
veloped  by  the  company  for  spring 
I  release  which  will  allow  aluminum 
I  awning  manufacturers  purchasing 
!  Arrow  coated  aluminum  stock  to 
j  keep  well  ahead  of  competition. 

I  “It  is  Arrow’s  platform  to  make 
:  ‘Porcenamel’  in  the  aluminum  awn¬ 
ing  trade  synonymous  with  ‘San¬ 
forize’  in  the  cotton  industry,’’ 
Arnold  Wasserman,  national  sales 
manager  said. 

* 

Special  Wonder  Gleam 
Polish  Offer 

Wonder  Gleam,  a  revolutionary 
j  aluminum  polish  made  by  the 
William  Howard  Mfg.  Co.,  both 
;  polishes  and  protects  as  it  cleans. 

!  It  is  non-toxic,  non-poisonous  and 
non-injurious  to  the  skin.  It  is 
free  of  grit,  acids,  cyanimide  and 
i  all  corrosive  elements. 

Especially  fine  for  anodized  sur- 
!  faces,  it  acts  as  a  protective 
against  possible  oxidation  and  cor¬ 
rosion.  With  one  simple  applica- 
i  tion,  its  soft  lather  leaves  a  bril- 
'  liant  surface  which  is  protectively 
coated.  Unlike  steel  wool,  there 
i  are  no  fibers  to  scratch  or  adhere 
I  to  the  metal  and  cause  rusting  or 
:  pitting.  The  lasting  chemical  re- 
i  action  makes  for  less  frequent 
I  polishing  of  aluminum  metal  trims 
and  surfaces. 

Wonder  Gleam  is  now  being 
nationally  promoted  on  radio  and 
TV,  as  well  as  distributed  in  de¬ 
partment  stores  throughout  the 
nation.  In  addition,  the  William 
Howard  Company  is  making  avail¬ 
able  a  full  line  of  sales  promotion 
material — color  brochures,  counter 
displays,  window  streamers  and 
newspaper  mats  of  various  sizes. 
There  is  also  a  special  offer  to  the 
manufacturer  of  a  5.1  ounce  avoir, 
jar,  packaged  under  the  manufac¬ 
turer’s  own  name  and  label,  at  25 
cents  a  jar,  minimum  order  5000 


ALL  ALUMINUM  SELF  STORING  COMBINATION 
STORM  WINDOWS  AND  SCREENS 


In  the  highly  competitive  combination  win¬ 
dow  field  you  need  easy  to  demonstrate  ex¬ 
clusive  features  to  cinch  sales. 

Home  Seal,  the  original  triple  track  aluminum 
combination,  has  patented  features  that  allow 
you  to  out-demonstrate  your  competitors. 

Home  Seal  design  makes  it  possible  to  stock 
fewer  units  for  a  wider  variety  of  window 
sizes.  Locking  feature  in  open  or  closed  posi¬ 
tion  allows  you  to  sell  extra  safety. 

Regardless  of  what  combinations  you  are  han¬ 
dling  today,  it  will  pay  you  to  check  into  the 
Home  Seal  deal  and  find  out  how  Home  Seal 
Distrit^utors  and  Dealers  °njoy  substantial 
profits.  ' 

Write  for  complete 
informatien 

THE  HOME 
WINDOW  CO. 

Fosteria,  Ohio 
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jars.  This  exclusive  packaging  plan 
is  ideal  for  good-will  promotion. 

For  complete  details  about  dis¬ 
tributorships,  dealers,  prices,  and 
the  above  sales  promotion  material, 
write  to  the  William  Howard  Mfg. 
Co.,  Inc.,  Dept.  BS,  1472  Broad- 
day,  New  York  36,  New  York. 

ill  ^  0 

New  Pint  Size  Tile  Cleaner 

The  S  &  W  Moulding  Co.,  Colum¬ 
bus,  Ohio,  manufacturer  of  Mira- 
plas  wall  tile,  announces  new  pint 
cans  of  “Master  Cleaner  &  Polish," 
formerly  sold  only  in  quarts. 


“Our  new  pint  size  will  get  the 
consumer  back  more  often,”  states 
Hal  Mirvis,  S  &  W’s  General  Sales 
Manager.  “It  is  reliably  estimated 
that  80,000,000  sq.  ft.  of  plastic 
wall  tile  were  installed  in  1952  — 
and  there  probably  will  be  more 
this  year.  All  that  tile  requires 
occasional  cleaning  and  polishing 
to  retain  its  natural  sheen.  Since 
our  polish  is  recommended  to  for 
all  plastic  tile,  it  will  give  the  deal¬ 
er  a  nice  accessory  sale  regardless 
of  the  number  of  lines  of  wall  tile 
he  carries.” 

The  pints  are  packaged  48  to 
the  Master  Carton.  Four  inner 
cartons  of  12  cans  each  make  up 
the  Master  Carton.  Suggested  re¬ 
tail  price  is  $.85  -  $.89,  allowing  the 
dealer  a  minimum  margin  of  42%. 

Write  the  S  &  W  Moulding  Co., 
Dept.  BS,  990  Parsons  Ave., 
Columbus  6,  Ohio. 

♦  ♦  * 

Union  Machine  Co.  Patents 
New  Expanding  Jalousie 

The  Union  Machine  Company 
now  has  patents  pending  on  their 

{Continued  on  Page  144) 


OUT  OF  NEW  ENGLOND 

ACROSS  THE  BOARD 


COMES  A  COMPLETE 
ALUMINUM  LINE 


WEATHERKING 


TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 

WHO  KNOW  IT  TAKES  QUALITY  to  insure  profits. 

SOME  KD  AREAS  STILL  AVAIUBLE. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYAAAN  STREET,  PROVIDENCE  3,  R.  I.  DEXTER  1*4424 


STAINLESS  STEEL 

SHEET  HETAL  SCREWS 

HEAT  TREAT  HARDENED 


1^- 


7 

s 

tJ 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  WHheut  PrierHiet 


ixpresrly  Adapted  to  KD  Inttallationa  a$  Well 
at  Fabricating  All  Windows  and  Doers 


Madt  of  Typo  410  Stoinlots  Stool  tpociolly 
heat  treated  and  polithed  for  extremo  thread 
cutting  strength  and  maximum  coirotioa  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  ploted  Krews. 

Special  heat  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breahage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-44-10 
and  12  and  in  lengths  Vi".  W  ••d 

Mode  to  your  order  in  other  sixes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  nquirsmeets. 


=  Industrial  Steels,  Inc. 

„  2‘30  Bonf  .Sf  Jy*..  ^  41  Mass 


A  M  II  H  I  I)  ( ,  r  1 
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BATHROOM 


KITCHfN 


RCCRI  ATION 
ROOM 
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offers  you  the  best  Storm  and 


Available  as  a  unit 


or  in  complete  kits  including  closer,  chain  and  hinges 


No.  90  SCREEN  DOOR  CLOSER 
S«H>lobri<atoR  wHh  oncloMd  (hock  abtorbar  spring. 


HINGES 

PlaM  nrStalnlMt.  tnginssrsA 
k  lo  ynwr  rggolromnnH. 


No.  to  STORM  DOOR  aOSER  A  PROTECTOR 
wHb  chain  IioM*mp  spring.  SaiMabricaiad. 

10  yaar  Ouaraniaa. 


IDEAL  BRASS  WORKS,  Inc#  •  2soE.5ihST.,sT.PAULi,MiNN. 


Field  Til* 

AVa-  a  414"  in 
52  ouacandin, 
ptaia  and  mar- 
bicind  colon 


Pcaricsccnc  Tile 
4!4"  a  414"  ia 
8  uButual  ai- 
tractive  colors 


FleaiMe  outside 


Bull  Nose  Cap 


Anples  for  cor- 
nen  and  trim 


New  Butterfljr 
(up*  and  downs) 


COMPLETE  SELECTION 


hPr.. 


Cus/ucfi  CcnIcuX 

PLASTIC  TILE 


Build  Profits  with  (jrescent 
Buy  Guiidcrest' 

•  OUAIITY  -  Bwroow  e*  ^ofd^a'ds  plus 

\  •  CONTINUITT  or  UNUSUAL  OICORATOR  COLORS 

•  lASf  o*  opplxation 

G  UNlQUt  (ind  p'oe *  > < a l\pot  h  a g in 9 

•  BACKiO  by  odvprtis.rtg  ond  morchondis.nq  a  dt 


P  A  N,Y 

'^V38  West  63rd  Street,  Chicago  29, 


GfllMeST 


Screen  Door  Hardware! 


oide/zioK.  and 

MeaXcdckzA. 


Available  with  or  without  key 
locking.  Simple  three  Ke*  hole 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
cast  aluminum  handles. 
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new  expanding  Jalousie,  which  is 
made  so  that  it  can  be  adjusted  a 
total  of  two  inches  in  the  width 
to  suit  the  opening  required.  Since 
they  are  made  in  increments  of 
two  inches,  any  size  is  available 
without  any  cutting  necessary, 
simply  by  tightening  of  four 
screws,  one  in  each  corner. 


This  Jalousie  features  an  opei^ 
ating  bar,  which  also  weathei 
strips  the  sides  as  it  closes  tne 
louvres. 

The  glass  louvres  are  held  m 
the  clips  by  means  of  a  stainless 
steel  spring  wedge.  This  wedge, 
when  pressed  into  position  will 
eliminate  the  need  for  using 
screws,  or  the  bending  of  clips  to 
hold  the  glass.  The  Union  Machine 
Company  claims  they  can  obtain 
a  great  deal  more  holding  power, 
since  a  large  surface  of  contact  is 
made  possible  by  means  of  this 
wedge. 

Because  of  these  special  designed 
corners  it  is  possible  to  ship  these 
Jalousies  in  smaller  cartons,  mak¬ 
ing  handling  and  shipping  a  simple 
matter. 

Screens  are  available  and  are 
made  recessed  and  flush  with  the 
inside  of  the  frame. 

Union  Machine  Co.,  Dept.  BS, 
708  Colfax  Ave.,  Kenilworth,  N.  J. 


Ready-Made  "Dustproof" 
Backsplash 

A  new  extruded  aluminum  back- 
splash  assembly  for  counters,  sink 
tops,  and  vanitories  has  been  an¬ 
nounced  by  The  B  &  T  Metals  Com- 


vany,  makers  of  Chromedge  Metal 
Trims. 

Identified  as  the  Chromedge 
sure-fit  backsplash,  it  ends  the  dif¬ 
ficulty  of  bridging  from  cabinet  to 
wall,  assuring  a  snug  fit  against 
both  surfaces  regardless  of  normal 
irregularities. 

The  unit  combines  back  panel, 
cove  trim  and  cap  moulding  all  in 
one.  It  fits  plywood  tops  cov¬ 
ered  with  standard  high-pressure 
plastic  laminates  or  other  1/16" 
coverings.  A  facing  strip  of  the 
counter  covering  slides  between 
grooves  at  the  top  and  bottom  of 
the  backsplash. 

The  backsplash  slopes  about  15° 
from  base  to  top,  and  has  no  dust- 


catching  upper  ledge.  A  channel- 
type  base  fits  over  the  back  edge 
of  the  covered  cabinet  top,  to  a 
maximum  depth  of  If  walls 

are  out-of-square,  wedge  or  fillet 
strips  of  wood  up  to  V2"  thick  can 
be  inserted  in  this  backsplash 
channel,  setting  the  cabinet  top 
forward  so  it  will  overhang  the 
cabinet  properly  at  front. 

Upper  edge  of  the  backsplash 
can  be  tapped  snugly  back  into  any 
wall  “hollows”.  Screws  can  also 
be  used  in  some  cases,  to  anchor 
the  backsplash  to  wall  studs. 

Complete  information  available 
from  The  B  &  T  Metals  Company, 
Dept.  BS,  425  West  Toivn  Street, 
Columbus  16,  Ohio. 

(Continued  on  Page  146) 


Air.  Manufacturer, 
consider 
this 

market 


Contractor-Dealers  who  read  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  are  up 
to  date,  progressive  and  salesminded.  For  more 
than  42  years  this  publication  has  been  the 
Bible  of  the  industry. 

As  proof  of  AMERICAN  ROOFER’s  leader¬ 
ship,  the  leading  Association  in  the  field  gave 
exclusive  and  vitally  important  articles  to  this 
publication  for  a  special  monthly  issue.  Based 
on  "Color  Sells  Roofing  and  Siding,"  this  issue 
appeared  in  four<olor  process,  making  it  the 
most  important  and  independent  mercnandis- 
ing  effort  ever  undertaken  in  this  field. 

Manufacturers  will  find  that  AMERICAN 
ROOFER  covers  this  responsive  market.  Its 
readers  are  waiting  and  anxious  for  more  prod¬ 
ucts  to  sell. 

A  manufacturer  of  roofing  equipment  has  just 
told  us  that  they  get  more  satisfactory  inquir¬ 
ies  from  their  advertising  in  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  than  in 
any  other  publication.  Name  on  request. 

If  you  will  drop  us  a  line  we  will  be  glad  to 
send  you  a  market  report  on  the  roofing  and 
siding  industry,  as  well  as  a  copy  of  this  color¬ 
ful  special  issue. 

AMERICAN  ROOFER  A 
SIDING  CONTRACTOR 

425 — 4th  Ave., 

New  York  16.  N.  Y. 

Telephone:  MU  3-6280 
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Interchangeable 
Spline,  and  Solid 
One-piece  Inserts! 


•  FREE  SAMPLES 
AND  PRICE 
INFORMATION  UPON 


mi 
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...for  gi^er  profits 


...... _ for  simple 

low  cost  fabrica^ 


„  '•x«'7tviend  for 

Precision  Built  i 

..i!!™  I  your  free 


Atlas  Rolled 
^Aluminum  Screen 


I  New  Products 

I  {Continued  from  Page  145) 

I  New  Permutit 
Water  Softener 

The  Electro-Matic,  a  new  and 
completely  automatic  water  soft¬ 
ener  and  conditioner  for  the  home 
has  been  marketed  by  The  Per¬ 
mutit  Company,  New  York  36, 
N.  Y.  This  1953  model  designated 
EMD  softens  the  incoming  water 
supply  by  removing  calcium  and 
magnesium  solids,  clears  the  water 
of  turbidity  or  silt  and  removes 
normal  amounts  of  iron  and  man¬ 
ganese.  It  is  easier  to  use  than 
dialing  a  telephone. 

Embodying  a  simplified  valve 
assembly  which  contains  a  by-pass 
to  allow  for  the  passage  of  water 
during  regeneration  periods,  this 
one-piece  unit  enables  the  home¬ 
maker  to  reduce  soap  consumption 
by  as  much  as  80%. 

Manufactured  in  two  sizes,  either 
model  can  tuck  away  into  any  cor¬ 
ner  of  the  kitchen  or  closet,  if 


cellar  space  is  not  available.  At¬ 
tractively  finished  with  a  high- 
gloss  enamel,  the  brine  chamber 
and  softener  tank  is  fabricated 
from  drawn  steel  with  continuous 


welded  seams.  The  EMD-25,  a  55- 
inch  high  and  9-inch  diameter,  and 
the  EMD-50,  a  61-inch  high  and 
12-inch  diameter  unit,  yields  flow 
rates  of  6  and  10  gallons  of  soft¬ 
ened  water  per  minute.  The  Model 
EMD-25  is  suitable  for  a  1  to  11/4 
bathroom  house  while  the  Model 
EMD-50  is  recommended  for  2 
bathroom  houses. 


Absolutely  the  finest/ 
to  assure  you  of  easy 
sales  and  higher  profits. 


170  7/16  xV  I  request.  PLEASE 

*50  H56  ALUMINUM  i  STATE  QUANTITIES 

usiD  ixcLusivur  I  and  lengths 

W  DESIRED.  NO  ORDER 
LARGE- 

I  I  llm  none  TOO  SMALL. 

1  i  immediate  DEI.iVERY 

1  »fMl#F.0.B.  OUR  MILL 

ENGINEERING  COMPANY 

5100  NORTHWEST  37th  AVENUE 
MIAAAI  •  FLORIDA 


•50  H56  ALUMINUM 
USED  EXCLUSIVELY 


Eastern  Dist. 

Feother-Litc  of  Pennsylvania 
2021  N.  63rd  St. 
Philadelphia  31,  Pa. 


FEATHER-UTE 

jianufacturing  co. 

^  15889  SCHAEFER 
I*  DETROIT  27,  MICH.® 

VErmont  6-2005 


Evans  Announces  First 
12-Ft.  Pocket  Tape 

Evans  &  Co.,  Elizabeth,  N.  J.,  ' 
now  offers  for  the  first  time  any¬ 
where  a  new  12  -  ft.  pocket  -  size 
white  steel  tape.  Until  now,  pocket 
tapes  have  not  been  available  in 
lengths  exceeding  10  ft. 

In  addition  to  the  length  feature, 
the  new  “White  Tape”  introduces 
another  major  new  distinction.  Not 
only  is  it  marked  off  in  inches  as 
are  conventional  pocket-tapes,  but 
it  also  has  a  second  scale,  a  foot- 
and  -  inch  scale  heretofore  found 
only  on  long  tapes.  .  | 

The  duplicate  scales  not  only  j 
give  over-all  dimensions  in  both  ' 
feet  and  inches  but  also  enable  ^ 
quick  reading  for  rougher  work  ! 
and  at  the  same  time  provide  an 
accurate  instrument  for  more  ex-  | 
acting  requirements  —  those  fre-  , 
quently  met  by  contractors,  car-  | 
penters,  masons,  plumbers,  etc.  ! 
For  very  accurate  work,  the  first  j 
six  inches  are  marked  off  in  32nds. 

The  conventional  scale  is  cali-  I 
brated  in  16ths  of  an  inch  and  is  I 
marked  off  from  1  to  144  inches. 
The  other  scale  is  calibrated  in 
eighths  and  is  marked  off  12  inches 
to  the  foot,  foot  markings  being  j 
given  in  white  on  black  island  ! 
backgrounds.  In  addition,  black- 
on-white  smaller-size  foot  mark¬ 
ings  are  repeated  between  each 
inch  notation. 


The  base  of  the  chrome-plated 
tape-case  measures  exactly  2  inches 
from  one  end  to  the  other  —  the 
same  as  cases  for  shorter  pocket- 
tapes.  This  precise  dimension  aids 
in  taking  inside  measurements  — 
distances  between  studding,  inside 
cabinet  dimensions,  window-frame 
{Continued  on  Page  148) 


Two  Things  You  Can  Expect  From 
Ardmore  Aluminum  Products  .  .  . 

M  Speed 


Small  Punch  and  Die  Work  A  Specialty 

Patents  Developed  Experimental  Specialists 

“Prompt  and  courteous  service  assured  on  all  orders" 

ARDMORE  ALUMINUM  PRODUCTS 

10500  Wheatley  Street  Kensington,  Md.  Lockwood  4-8525 


MAKE  SAiES  SOAR  IN  '54 
WITH  A  lASON  GRIiU  ON  EVERT  DOOR 


Groceful,  yet  sturdy,  Jason  economically- 
priced  door  grilles  will  help  close  that  door 
sale  every  time. 

Heat-treated  aluminum  extrusions  are 
combined  with  extra-heavy  bars  by  skilled 
craftsmen,  giving  you  a  fully  guaranteed, 
decorative  door  grille. 


Just  mail  This  coupofi  HUU// 


Joson  Aluminum  Specialties  Company 
115  Market  Street,  Youngstown,  Ohio 

PleoM  send  ut  HiformoHan  ond  prkt  list. 


I 


&  Home  Improvement  Dealer 


Sell  year  'round  comfort  with 
DUSTITE,  tho  original  tooling  lip  got- 
kot.  DUSTITE  inttallod  on  primo  win* 
dow  around  hingod  oponingt,  ttopt 
Oust  and  Draft,  which  incroatot  tho 
officioncy  of  storm  window.  Controls 
condonsation  whoro  storm  wiitdows 
aro  usod.  Idoal  for  air-conditionod 
homos  and  offico  buildings. 

SALES 

Savo  manpower  canvassing,  with  a 
small  DUSTITE  ad  in  your  local  paper 
and  bring  definite  storm  window  pros¬ 
pects  into  your  soles  rooms.  DUSTITE 
is  o  real  traffic  builder  and  prospect 
finder  for  storm  win- 
dows,  ond  oil  home 
Al  I  improvement  items. 

I® 


New  Products 

(Continued  from  Page  147) 
widths,  etc.  These  measurements 
are  taken  simply  by  placing  the 
end  of  the  case  against  one  inside 
surface  and  extending  the  end  of 
the  tape  to  the  opposite  surface. 

A  given  dimension  is  obtained 
merely  by  adding  2  in.  to  the  length 
of  extended  tape. 

The  blade  itself  is  of  i/2"-wide,  : 
high-carbon  steel,  hardened,  tem¬ 
pered  and  Bonderized.  Clear,  jet- 
black  markings  are  distinctly  and 
accurately  printed  on  a  snow-white 
enameled  background.  The  end  of  | 
the  blade  is  fitted  with  a  self- 
adjusting  hook  which  automatic¬ 
ally:  (1)  recesses  to  permit  the 
tape-end  to  butt  squarely  for  in¬ 
side  measurements  and  (2)  pulls 
out  when  hooked  over  the  edge  of 
an  object  to  accurately  line-up  the  I 
tape  -  end  with  the  edge  of  the  | 
object  being  measured.  Worn  | 
blades  are  replaced  easily.  | 

Retail  prices  of  the  new  12-ft.  j 
Evans  “White  Tape”  is  $1.89.  [ 
Slightly  higher  west  of  Denver.  | 


season’s  greetings 


aiBAR  PAINT  and  VARNISH  CO. 

Philadelphia 


THIS 

SPACE 

RESERVED 

FOR 

Volpertf  Jnc. 

WHO  WILL  SHORTLY 
INTRODUCE  THEIR 
SENSATIONAL  NEW 
SIDING  PRODUCT 


VOLPERT,  INC. 

3180  Belmont  Ave.,  Younsstown,  Ohio 


New  Flintkote  Stone  Design 
Insulating  Siding 

A  beautiful,  new,  stone  design 
insulating  siding  has  been  de¬ 
veloped  by  The  Flintkote  Company. 
This  handsome  siding,  featuring 
long,  narrow,  sculptured  stone  tex¬ 
tures,  resembles  the  most  modern 
stone  work  being  used  in  today’s 
ranch  type  home  construction. 


In  the  West  this  new  Flintkote 
siding  will  be  known  as  “Ledge 
Rock,”  while  in  the  East  it  will 
be  produced  under  the  name  “Ruf- 
Tex.”,  Both  “Ledge  Rock”  and 
“Ruf-Tex”  are  currently  available 
in  a  light,  mottled  green  and  in  a 
buff  stone  with  a  white  base.  In 
addition,  “Ledge  Rock”  is  produced 


vS^Pordon,  A4r.  Dealer 

>l0Ull"TiaPlE-TllT" 
£  IS  SHOWING... 


...  its  hooli  to  tho  storm  window  fSold.  A  winner  on 
all  “3-trackt,''  it  can't  help  floxing  its  "profit-wiso 
hoovy  duty  aluminum"  muscles.  Featuring  o  one 
piece  3  track  master  frame  and  complete  gadget- 
free,  SERVICE-FREE  construction,  the  "TRIPLE-TILT" 
is  "SAFETY-onchored"  by  automatic  jam-proof  sofe- 
I  ty  locks  for  safe,  simplified  cleaning  without  re- 
I  moving  panels.  Little-Beaver  guarantees  you  low 
I  competitive  prices,  quick  delivery,  (Fully  Assembled 
or  KD)  simple  low  cost  installation  and  full  odver- 
j  tising  and  soles  support. 

I  Also  available  is  Little-Beaver's  lifetime,  cleon-foced 
double  thick  door  in  any  regular  size,  KD-FOB  os 
low  os  $18.00.  Accessories  extra. 

Don't  just  watch  our  "dust"  —  o  "spectator"  rarely 
"wins."  Several  valuable  franchises  ore  still  avail¬ 
able.  Write,  wire  or  phone  I 

Inquiries  from  Pennsylyenia,  Delaware, 
i  Virginia  and  Maryland  Bspe'Cially  Welcome! 

LITTLE-BEAVER  CO. 

1513  ASHLAND  AVENUE 
DEPT.  BS-D  BALTO.  5,  MD. 
EAstern  7-4200 
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in  a  colorful  pastel  blend  of  buff, 
coral  and  white  known  as  Crab  j 
Orchard. 

This  new  stone  siding  has  a 
colored  mortar  line,  slated  on  the 
bottom,  to  give  added  texture.  The 
mortar  line  coloring  successfully 
screens  out  the  panel  joints,  thus 
giving  the  finished  siding  job  a 

handsome  over-all  appearance. 

*  *  * 

"Flexo"  Louver  Blinds 

“Flexo”  Louver  Blinds  provide 
an  opportunity  for  a  striking  note 
of  color  in  exterior  decoration. 
Easily  painted  at  only  a  fraction 
of  the  cost  of  painting  convention¬ 
al-type  slat  blinds. 


3  in  1  SELF  STORING  ALUMINUM 

COMBINATION  STORM  t  SCREEN  SASH 

TT7  you  have  sold:  vacuum  cleaners,  pots  and  pans, 
JLJn  aluminum  windows,  roofing  or  similar  specialties. 

TT7  you  have  had  a  successful  sales  background  and  think 
JLJl  you  are  capable  of  management 

nrnUTXT'K.T  ®  *’®®*  opportunity  with 

i  JnLliiM  Aristocrat. 

opp  THE  FINEST,  MOST  MODERN 
STORM  SASH  &  JALOUSIES 


JALOUSIES  —  DOUBLE  HUNG  —  CASEMENTS  —  AWNINGS  ~  DOORS 
You  owe  it  to  yourself  to  leom  the  facts  about  on  unbeatable  combination  of 
Production  and  Sales  knowhow.  CALL  or  WRITE  TODAY  and  arrange  te 
see  for  yourself. 

ARISTOCRAT  SALES  CORPORATION 

139  Von  Winkle  Avenue,  Garfield,  N.  J.  GRegory  3-1070 

Manufactured  by  Consumers  Insulation  Co.,  Garfield,  N.  J. 


W.  P.  Pine.  Stiles  and  top  rails 
lYs"  X  1^4/'.  Bottom  rails  x 
3".  Slats  X  41/^"  dadoed  into 
stiles  and  securely  nailed.  Treated 
with  toxic  and  water  -  repellent 
wood  preservative.  Carton  packed, 

4  pairs  to  a  carton. 

Available  1'  4"  wide  in  three 
heights,  3'  3",  4'  7",  5'  11".  Each 
size  may  be  reduced  in  height  one 
or  more  multiples  of  four  inches. 
With  only  three  standard  heights, 
the  full  range  of  double-hung  win¬ 
dow  sizes  from  12"  to  32"  glass 
heights  are  economically  produced.  ! 

Farley  &  Loetscher  Mfg.  Co., 

Dept.  BS,  Dubuque,  Iowa. 

*  *  * 

Quikbrik  Introduces 
Roman  Brick 

“Accentuate  the  Horizontal"  is  j 
the  guiding  theme  in  today’s  con-  I 
struction.  The  functional  design  of  | 
the  modern  house  is  not  only  the  I 
most  beautiful  but  also  the  most  ! 
livable  of  homes — it  is  not  only  a  | 
building  but  a  design  for  living. 

Custom  fitted  to  this  picture  is  i 
the  long  narrow  sweeping  beauty  ^ 
of  the  new  Roman  Brick,  just  an-  | 
(Continued  on  Page  150)  | 


HOW/ 


The  Corbin  No.  21  Air  Controlled  Storm  and  Screen  Door 
Closer  offers  outstanding  advantages  to  manufacturers  of  Alu¬ 
minum  Storm  and  Screen  Doors.  Eliminates  expensive  servicing 
.  .  .  it’s  so  trouble-free  that  you  just  install  it  and  forget  it! 
Reversible  for  right  or  left  hand  doors.  Can  be  installed  on 
outside,  inside,  or  between  doors.  Closing  speed  easily  adjust¬ 
able  by  hand.  Aluminum  finish.  One  of  the  finest,  most  durable 
Air  Controlled  Door  Closers  in  its  field. 


P.&F.  CORBIN  Division 

Tb#  Amaiicui  Kardwara  Coiporatioa 
Naw  Lritain.  ConnocticuL  U.  S.  A. 


Good  Doors  Dasarva 
Good  Closers 


\.tou.t)l©-fr© 

CLOSEl? 


^  I^OORS'.  ^ 


6t  Home  Improvement  Dealer 


Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 
•  QUALITY  MATERIAL 
•  EFFICIENT  SERVICE 


Dealers 

Distributors 

Fine  midwestern  territories  still 
available  .  .  .  but  ACT  NOW 
TIME  IS  IMPORTANT 

•  FINEST  WORKMANSHIP 
•  EASY  INSTALLATION 
•  FAST  ASSEMBLY 
Write  Today  to: 

Aluma  Seal  Indusiries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


New  Products 

{Continued  from  Page  149) 
nounced  by  Quickbrik.  Like  the 
standard  size  QUIKBRIK,  the  ; 
j  newest  design  is  not  individual 
;  bricks  laid  up  one  by  one,  but  an 
;  entirely  new  process  of  “spread- 
j  ing”  brick  over  the  wall.  The  brick 
;  is  first  crushed  to  a  powder,  mixed 
with  improvers  and  a  bonding 
i  agent  and  literally  spread  on  the  j 
wall  in  a  single  unbroken  sheet.  ' 
Mortar  lines  are  then  cut  into  the 
I  surface  in  a  continuation  of  the 
I  patented  process  and  in  a  manner 
that  gives  an  appearance  that  can-  ‘ 
not  be  distinguished  from  ordinary 
brick.  It  is  even  necessary  for  the 
applicators  to  use  a  studied  care-  i 
lessness  applying  QUIKBRIK  be-  I 
cause  both  the  finish  of  the  brick  ; 
and  the  mortar  lines  could  be  too  ' 
regular  and  accurate. 

1  Quikbrik  is  manufactured  by 
American  Cement  Products  in  De-  i 
troit  38,  Michigan  and  is  distribut¬ 
ed  by  dealers  and  applicators  in  | 
most  towns.  , 

♦  ♦  * 


KENBERN 
COMBINATION  ALUMINUM 
STORM  DOORS 


A  good  product,  well  designed,  pro* 
duced  by  capable,  well-trained  per¬ 
sonnel,  continually  bringing  profit 
and  repeat  business  to  distributors 
and  dealers. 

At  this  time,  we  announce  a  com¬ 
panion  door,  the  "AL-NEW"  Comb. 
Alum.  Storm  Door,  to  be  supplied 
our  distributors  and  dealers.  This 
item  will  meet  price  competition 
from  cheap,  poorly  constructed 
merchandise,  usually  sold  by  high 
pressure  sales  methods. 

The  "AL-NEW"  door  has  the  usual 
high  standard  of  all  KENBERN 
Products,  and  was  especially  de¬ 
signed  to  meet  certain  trade  con¬ 
ditions.  On  this  item,  further 
information  will  be  supplied  our 
distributors. 


KENBERN  ALUMINUM  PRODUOS 
WEYL  &  GAHAGAN,  MFGRS. 
6640  HAMILTON  AVENUE 
PinSBURGH  6,  PA. 


$20,000.00  REWARD 
WANTED 


National  company  with  a  full  quality  line  of  windows  and  doors 
needs  2  to  5  men,  presently  covering  the  New  England  States,  as 
resident  field  representatives.  Qualifications:  Experienced,  able  to 
secure  new  and  service  old  accounts.  Remuneration:  Salary  plus 
commission  basis.  Write  all  details  in  first  letter  —  In  confidence 
to  the  President  —  to  Box  438,  c/o  Building  Specialties,  425  Fourth 
Ave.,  New  York  16,  N.  Y. 

Our  organization  knows  of  this  advertisement. 
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CLASSIFIED  ADVERTISING 

Under  this  heading  claaaUied  advertiaementa  ; 
ore  accepted  at  the  uniiorm  rote  of  25  centa  a  | 
word  but  no  advertiaement  taken  for  leaa  than  | 
20  woida  with  a  minimum  charge  of  $5.00;  | 
3  montha  at  20c  per  word  per  inaertion.  Check  | 
or  Money  Order  muat  accompany  copy  of  Claa-  i 
aified  Ad.  Advertiaementa  aoliciting  dealera  or 
diatributora.  or  new  producta  for  aale,  not  ac¬ 
cepted  in  claaaified  aection.  Addreaa  all  com- 
municationa  to  Claaaified  Department.  BUILD¬ 
ING  Specialtiea,  425  Fourth  Avenue.  New 
York  16,  N.  Y. 


HELP  WANTED 


EXl'ERIE.N'CED  S.\LES  MA.N’AGER;  Rapidly  ex¬ 
panding  large  Canadian  building  specialties  organi¬ 
zation  is  seeking  a  young  sales  manager  with  a 
proven  record  of  ability  in  direct  sales.  The  man  we 
require  must  Ite  capable  of  planning,  suitervising, 
hiring  and  training  25  specialty  door  to  door  sales¬ 
men  for  an  effective  .Montreal  sales  program.  This  is 
an  exceptional  opportunity  with  a  good  future  for  a 
resourceful  man  with  at  least  two  years  experience 
as  a  storm  window  door  to  door  sales  manager  and 
no  objection  to  hard  work.  Excellent  salary,  travel¬ 
ling  expen.ses  and  over  riding  commission.  All  ap¬ 
plications  kept  in  strict  confidence  and  must  include 
a  complete  resume  of  your  former  experience,  refer¬ 
ences,  age,  education,  remuneration  expected,  etc. 
L.  Morris,  6045  Cote  L)e  Liesse,  Montreal,  Que., 
Canada. 


LONG  ESTABLISHED  MANUFACTURER  of 
Insect  Screening  has  opening  in  several  territories 
for  experienced  sales  representative.  Give  full 
particulars  and  background  in  first  letter,  which 
will  tie  held  confidential.  Reply  Box  435,  BUILDING 
specialties  &  Home  Improvement  Dealer,  425 
Eourth  Ave.,  New  York  16,  N.  Y. 


METAL  MOULDING  SALESMAN,  Full  time  or 
side  line.  To  call  on  Linoleum- Hardware-Furniture 
Stores-Cabinet  Shops-Manufacturers  and  Wholesale 
Distributors.  Representing  .Manufacturer  of  complete 
quality  line  of  aluminum  and  stainless  steel  mould¬ 
ings  and  plastic  wall  tile.  Exclusive  territories 
open.  National  Aluminum  Company,  1133  Alum 
Creek  Drive,  Columbus  9,  Ohio.  12-53 


UNU.SUAL  OPPORTUNITY:  OLD  established  re¬ 
tail  building  materials  chain  in  Southeastern  Penn¬ 
sylvania  has  decided  to  enter  the  direct-to-consumer 
building  specialty  package  selling  field.  Want  man 
experienced  in  sales  of  such  buihling  specialty  pack¬ 
ages  as  Combination  Windows,  Roofing,  Siding, 
Insulation,  etc.,  to  plan,  develop,  expand  and  manage 
this  new  division.  .Must  lie  capable  of  selecting  and 
training  sales  personnel  as  neeiled.  Give  your  present 
position,  past  experience  and  compensation  expected. 
Box  428.  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  .-Vve.,  New  York 


FXPERIKNCED  sales  manager  to  appoint 
dealers  and  .set  up  KD  distributors  for  New  York 
manufacturer  of  a  new  triple  track  aluminum  storm 
winilow  and  door.  Wry  lucrative  proposition  for 
thoroughly  experienced  man.  Write  immediately  to 
Box  429.  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  V. 


LOF  Issues  Booklet 
On  Superfine  Fiberglass 

How  to  improve  the  efficiency 
and  reduce  production  costs  of 
many  products  by  using  superfine 
fiber  glass  is  the  subject  of  a  new 
booklet  prepared  by  the  Fiber 
Glass  division  of  Libbey-Owens- 
Ford  Glass  Company,  Fred  W. 
Segerstrom,  sales  manager  for 
LOF  superfine,  announced  today. 

“Superfine’s  light  weight  and 
high  insulating  efficiency  makes  it 
an  ideal  insulator  in  many  products 
where  temperature  and  sound  con¬ 
trol  are  important,”  Mr.  Seger¬ 
strom  said  in  explaining  the  pur¬ 
pose  of  the  booklet. 

“In  our  new  book,  ‘Possibilities 
Unlimited’,  we  suggest  ways  in 
which  designers  can  apply  super¬ 
fine  to  decrease  a  product’s  overall 
weight,  increase  its  cubic  capacity 
and  still  maintain  temperature 
control.” 

Mr.  Segerstrom  explained  that 
superfine  is  a  collection  of  millions 
of  fine  glass  fibers  held  together 
with  resinous  binders  to  form  a 
soft,  flexible,  lightweight,  insulat¬ 
ing  blanket. 

“The  book  points  out,”  he  said, 
“that  the  use  of  superfine  helps 
increase  the  usable  space  in  appli¬ 
ances  like  refrigerators  and  freez¬ 
ers  because  a  single  thickness  is 
often  as  effective  a  barrier  to  heat 
loss  or  gain  as  several  layers  of 
other  materials  now  in  use.” 

*  *  * 


SITUATIONS  WANTED 


EASTERN  SALES  MANAGER  for  East  coast 
states,  long  executive  experience  storm  windows, 
Hirfi-s,  air  conditioning,  jalousies,  Venetian  blinds 
exp»  ience.  Wishes  to  work  with  progressive  manu-  1 
factnrer.  Long  term  association  desired.  Willing  to  ' 
relocate.  Contact  Box  433,  BUILDING  SPECIAL-  : 
TIES  &  Home  Improvement  Dealer,  425  Fourth  i 
Ave..  New  York  16,  N*.  Y.  j 


ADVERTISING  .MANAGER,  YOUNG,  aggressive,  i 
home  improvements  (storm  &  sash)  background. 
Seeks  position  with  progressive  manufacturer.  Top  I 
creative  ability.  Can  set  up  advertising  department, 
its  policies  and  programming  for  national  advertis¬ 
ing  and  sales  promotion  programs  on  jobber  and 
consumer  levels.  Excellent  references.  Box  434, 
BUILDING  SPECI.ALTIES  &•  Home  Improvement 
Dealer,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


SALES  EXECUTIVE,  ENGINEER  is  interested  in  i 
distributorship  or  K.  D.  operation,  combination 
windows,  doors,  etc..  Long  Is’and  Area.  Have  ex¬ 
perienced  installation  crew.  W'kl  invest  if  necessary  , 
in  established  company.  Complete  details  required.  I 
Box  436,  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  Ave.,  New  York 
16.  N.  Y. 


Free  Bulletin  Describes 
New  Aluminum  Ladder  Line 

New  Safety  Aluminum  Exten¬ 
sion  Ladders  and  Step  Ladders, 
recently  introduced  as  part  of  the 
famous  “Gold  Medal”  Ladder  line, 
combine  the  lightweight  advant¬ 
ages  of  aluminum  with  advanced 
design  for  superior  strength  and 
safety.  New,  free  Bulletin  L-76 
gives  details  on  all  safety  and  con¬ 
venience  features,  sizes,  weights 
and  other  specifications.  Write  The 
Patent  Scaffolding  Co.,  Inc.,  Dept. 
BS,  38-21  12th  Street,  Long  Island 
City  1,  New  York. 


CURVATURE 
OF  THE 
SPUHE? 

Do  your  operators 
complain  "Ooh,  my 
aching  back!"  after  a 
day  of  slow  glazing, 
screening  or  sealing? 

May  we  suggest 

MAYNARD’S  REMEDY 


It  doesn't  come  in  a  BOTTLE 
It  doesn't  come  in  a  BOX 
And  it  doesn't  cost  like  the 
PRESCRIPTION  it  usually  turns 
out  to  be.  .  .  . 


IN  FACT,  OU  DOC  MAYNARD  HAS 
CURED  MANY  AN  ILL  WITH  HIS  SPE¬ 
CIAL  ACHES-OF-THE-SPLINE  TREAT¬ 
MENT. 

You  can  take  the  cure  without  risk¬ 
ing  one  cent.  Just  call  the  "Doc"  for 

ILLS  OF  THE  SPLINE 
CRAZY  GLAZING 

CAREENING  SCREENING 


and  similar  problems 

The  number  to  call  is 

CHELSEA  3-5850 

MAYNARD  specializtt  in 
flexible  gasketing,  spline 
and  extruded  plastic  mate¬ 
rial.  GUARANTEED  100% 
VIRGIN  MATERIAL  make 
your  job  easier,  more  pro¬ 
ductive,  hence  more  profit¬ 
able.  Yes,  with  MAYNARD, 
you  can  realize  more  profit 
right  in  your  own  plantl 
Contact  MAYNARD  for  free 
engineering  assistance  in 
speeding  your  splining 
operatiors. 


MAYNARD  PLASTICS.  Inc. 


CHELSEA  50,  MASS. 


&  Home  Improvement  Dealer 
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...  ROiL-FORAAEO  alummyin? 

Only  rotted  olumtnum  offers  the 
strength;  resllieneoi  flexibility^  <tnd 
lightness  that  is  so  necessary  for  the 
protecting  outer  skin  of  oil  airplanes. 
This  rolled  outer  skin  must  resist  hoil, 
sleety  snowt  ice,  moisture,  sudden 
temperoture  dt  anges>  ond  the  stresses 
of  excessive  wind  resistoncel 

A  Storm  window  must  for  the  most 
port  resist  these  same  etemenfsl  Whot 
better  proof  is  needed  to  show  thot 
rOUED'FORMED  oluminum  is  best  for 
aluminum  windows. 


ritlMi  WINDOWS 

y.S«ol  Venet»p« 

V*Seal  itanch 

SCIffitttS 

Stanclord, 

Wicket 


ST08M  SASH 


V-Seol  Detwxe 
V'Seol  S»eelmoJ*ef 
V>$eai  Triple 
V-Seal  Side  Slide 
Combirtation  Baiemee)  Sash 


Ail  V-Secil  products  are  available  "K.O.''  Each 
window  individvaliy  pocked  for  eosy  storage 
and  o$sen»bly-.another  "V-SEAt  FIRST"! 


We  ROil^FORM  sections  to  year  specif icaftont. 


'America’s  tttfiit  progressive  aluminum  window 
manufacturer” 


1 


PATENTED  SPRING-CLIP 


FVU  NATIONAL 

ADVERTISING  SUPPORT 

and  COMPLCTC  SAKS  HUPS! 


Makes  installation  easy,  foolproof,  chip- 
proof...glass  is  held  firmly  in  “knee-action’ 
assembly  that  cannot  rattle! 


Perfectly  suspended  jalousies  are  smooth- 
operating.. .never  a  strain  on  moving  parts 
...you  can  eliminate  unnecessary  operators 
because  there  is  no  weight  to  lift! 


ABC  Jalousies  have  acceptazice...national 
advertising  makes  sales  for  you... and  full 
sales  aids  and  installation  manuals  make 
your  job  easy! 

...and  remember,  Adams  Engineering 
Company  manufactures  just  one  grade 
of  jalousies! 


WRin  NOW  FOR  FULL  INFORMATION 
ab*wt  IIm  |ale««i«  wimtow  Hmi  glvM 
FACTS  and  FEATURES  !•  Mil  wRhl 


(There  will  be  some  wonderful  news 
end  surprises  soon  for  deelers  on 
our  tneiling  lists  —  be  sure 
we  heve  your  neme  end 
eddress.) 


^dnmQ  Sj^uiae/tuig  Ooh'Qi 


ADAMS  ENGINEERING  CO.,  Inc. 

P.O.  Box  936,  Little  River  Branch,  Miami  38,  Florida 


MIAMI,  FImW«  HACKENSACK,  Nmt  Jwtey 
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